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CEILING 
OF 
LIGHT 





New! Leaderall 
Suspension Clips 
New grooved suspension 
clipaof steel hold louvered 
plastic units firmly at end 
of adjustable tie rods to 
form a completely level, 


— at any desired 
h 


For joining 2 
end-to-end sections 


High footcandles...low brightness 


Leader’s plastic louvered ceiling provides light from wall to wall, 
evenly distributed and properly shielded for maximum efficiency, freedom 
For 4 inter- from glare, and minimum shadows. The Leaderall grilles are easily 

contin, cores installed, instantly removable... feather light, yet tough and warp-proof. 
May be used with any type of fluorescent fixture, in finishing new 
ceilings or remodeling old ones. No interference with air conditioning 
or sprinkler systems. Ideal lighting for drafting rooms, a wide 
variety of commercial interiors, offices, cafeterias. 


Sold and installed by the better 


For finishing electrical wholesalers and contractors 


individual corners 


=) 


f YM puwises Nh Lighting Egugpnent Manufactiner 


LEADER ELECTRIC COMPANY + 3500 North Kedzie Avenue, Chicago 18, Illinois 
leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Campbell-Leader, Ltd.: Brantford, Ontario, Canada 


Because you use the same 
“ECONOMY De-Lay” Cartridge over and ovd 
again. 


You renew a “blown” 
ECONOMY Fuse by simply inserting an inex- 
pensive “ECONOMY DE-LAY” Renewal Fuse Link 
in the old Cartridge. 


You reduce “lights out” and 

“machine down time” because 

“ECONOMY De-Lay” Fuse Links are replaced 
in a few seconds. 


Your investment in 

“ECONOMY De-lay” Fuse Links is much 
smaller than the investment required if you 
use non-Renewable Fuses for each fuse 
replacement. 


Ask for the ECONOMY Catalog and Price List. 


STIEW 


™ Reg. U. S. Pat. Office 


Your Electrical Wholesaler has “ECONOMY DE-LAY” Renewable Fuses 
and Renewal Links in stock. 


ECONOMY FUSE AND MFG. CO., 2717 creenview ave, cuicaco 14, LLiNois seressenrares. ow 


ELECTRICAL WHOLESALERS—It's ECONOMY for you, foo, when you “save” sales and 
profits thet might otherwise be lost, by carrying an ample stock always of “ECONOMY 
DE-LAY’ Renewoble Fuses and Renewel Links. 
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ASSEMBLE AND INSTALL 


$0 EASY to stock, 


© extra cost and 


Quick-MAKE, Quick-BREAK atn 
os hown above merely 







without use of coil springs Spring § 

positions handle—has n° function In breaker operation. 
Positive Operation insured by action ° 

directly against contact arm. No spring coupling. 

Trips to “OFF. 


—— 
AUTOMATIC RE-LATCHING- 
c handle to ON. 


¢ handle com 


” The 


ircuit is restored bY simply moving 
Compect. | 5-20 ampere, single pole units are only Y” 
wide. 1 5-20-30-40-50 ampere, double-pole are only 12" 
wide, yet accommodate the lorge' wire sizes 

AMBIENT COMPENSATED at no extra cost. Addi- ONLY 3 COMPONENTS 
A) tional bimetol automatically regulates operation to surround- 4 ' 
heric conditions—preven's needless tripping: @ box an interior 

e plug-in breaker units 


Thermal- Magnetic. 2-way Pr avy 
@ flush and surface covers 





otection against he 





short circuits. 
ght 








sHocK RESISTANT- Simplicity of des'g™ light wei 
a moving parts, and new type spring loading— oll combine to 





make breaker ynusually resistant to vibration OF shock. 





st connection to line bus. 








Plug-in Mounting for eosy: fa 
clip has been perform- 


Steel reinforced, positive pressure 





D products 






























ance-proved on millions of Square 

NON-TAMPERABLE ASSEMBLY. Breaker unit width 

av varies with capacity: Impossible to interchange high capoc- 

ity ratings with smaller sizes- 1 TO 32 circuits wiTH ONLY 6 ENCLOSURES 
7 i) te g & oie 
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OCTOBER 1952 


An Editorial 


The reader, his mark—an editorial atout the Audit Bureau of Circulatior 


Calling All Cars 


. - «Thomas F. Preston 
Atlantic Electric finds two-way radio makes salesmen flexible, hypos volume 


How To Cash in on a Bigger Christmas Market 
With the right kind of promotion there are plenty of opportunities 


New Angles for Selling Electric Christmas Gifts 


A look at the housewares, house equipment, toys and lighting market 


From Zero to 20 Per Cent Lester G. Kaufman 
That's the rise in volume for O. K. Electric's new O.E.M. business 


The One-Two of Successful Selling 


An anonymous retailer bares his whole selling—and buying—philosophy 


How To Handle Nine Types of Customers 


Thumb-nail sketches of men you may meet—and how they can be treated 


it Takes ‘Follow Through” To Make Promotions Work 


Three manufacturers’ merchandising plans point the way 


Promotions and Displays That Can Help Your Dealers Sell 


Techniques and displays that manufacturers use in visual promotion 


Before-and-After Shots: They Sell Relighting Results 


Better than a thousand words to your contractor customers 


Modern Office Procedures Support Sales W. M. McDowell 


An appraisal and solution of one distributor's stock control problem 


Operating Expense Ratios of Electrical Goods Wholesalers 


A cost analysis of six classes based on 1948 Census of Business 


A Merchandising Primer—Part Il 1. Herbert (Bud) Wilson 
Getting the right product to the right place in the right quantity 


Sesco Writes about Its New Branch 


A letter from a Texas distributor about his new addition 


Be Sure To Vote 


An American heritage that needs a boost 


DEPARTMENTS 
Business Index News Pictures of the Month 
Washington Straws News of the Industry 
Times and Trends News Notes from N.A.E.D 


New Products 115 


ABP 








ROYAL 
ELECTRIC 
WIRE 


has earned 


the confidence 
of users everywhere 
by uniform 


ee a 





wont Ms 
“be MH cc 
“eh deiner Woy 





BUY IT 
for quality... 


SELL IT 
for profit / 


HOV 


thru wholesalers 


ELECTRIC WIRES 
eeality * WIRING DEVICES 
CORD SETS * TROUBLE-LITES 

CHRISTMAS LIGHTING 


ROYAL ELECTRIC CO., Inc. * PAWTUCKET, R. 1. 
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Conduit of COLUMBUS 
gives you ALL of these 


features~ _ 


UNIFORM 





Conduit of COLUMBUS couplings are engineered to ensure uni- 
form quality. Each one must pass a rigid inspection of threading, 
chamfering and finish. Fittings are our only products. The steady 
growth of Conduit of COLUMBUS depends upon precision and 
quality production. You will find a constantly increasing demand 
for Conduit of COLUMBUS fittings, attractively packaged at no 
extra cost. 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 


Look for this label 
a] when you buy fittings. 





, OHIO 
PIPE COUPLINGS + PIPE S$ +* SLBOWS, RIGID & E.M.T. 


RUNNING THREAD nade aed PLATES 


oN 
ie 
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profit with 
the 


ect S| HOT LINE 
ARMOR ROD CLAMP 
JUMPER CLAMP 








and HERE 
th ey are: me Sar JUMPER CLAMP 


GROUND ROD 





Top quality products with high strength 


electro-bronze and aluminum alloys 

and finest workmanship 

Correctly designed products with large 

factors of safety 

Good discounts to provide EXTRA profits 

for you 

Competitive prices GROUND 
POLE BOTTOM ROD 

Consistent broad national advertising GROUND PLATE CLAMP 


reaching all classes of users 





The WEAVER POLICY of selling through 


wholesalers helps you make more sales 


Local representatives in YOUR trade 
area do promotional sales work with 


YOUR CUSTOMERS 


WEAVER PRODUCTS ARE PRODUCED COM- 
PLETELY IN OUR OWN MODERN INTEGRATED 
FOUNDRY AND FACTORY FACILITIES. VISIT HEAVY DUTY 
US WHEN YOU ARE IN ST. LOUIS CONNECTORS GROUND CLAMP 


JA. WEAVER 4 


LE OOO OE A EIOOUEE 
sooonennanveniannnnat 


2110 HOWARD ST. © ST. LOUIS 6, MO. 


TELEPHONE CEntral 0881 
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WHY DOES 


There are two methods of galvanizing armored cable 
—hot-dip galvanizing and electro galvanizing 
Hot-dip galvanizing used by Triangle, means the steel 
strip which forms the armor passes directly through 
pure zinc held at an extremely high temperature. By this 
method, Triangle armor is thoroughly coated 
thoroughly protected—inside and out—without so much 
as a pin-point hole to let in moisture 

This means longer life because destructive elements 
that might cause rust or corrosion, for instance 
can't get at the steel 
Distributors! The way to be sure your customers get hot-dip 
galvanized armored cable, is to sell them Triangle! 


In addition— 

TRIANGLE Armored Cable— 
Bends easily in a short radius 
Cannot open accidentally 


Provides for double-bushing “~~ Gp Mul Ee Rig. 


Is bonded in sizes 12 and 14 


" TRIANGLE CONDUIT & CABLE CO., INC. 


Trade Mark 
of Top Quality 


™ NEW BRUNSWICK, NEW JERSEY 


“Glazon” Building Wire ¢ “Glazon” Non-Metallic Sheathed Cable * Control Wire « 

Armored Cable * Service Entrance, Service Drop Cabies * Varnished Cambric, 

Braided or Leaded * Trioprene Trench, Power & Parkway Cables * Bare Wire « 

“IT MUST BE RIGHT’ Rigid Conduit Hot-Dipped Galvanized & Biack Enameled © Electric Metallic Thin 
Wail Conduit ¢ Flexible Stee! Conduit. 
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Path 

1. Here’s the most modern way to plan at d install a low-volt a pre fabricated trolley and plug-in busway that becomes 
distribution system. Trumbull calls it FLEX-A-POWER. but the one continuous electrical outlet. The photograph above shows 
name is only a small hint of the flexibility it offers to elec how easy it makes the positioning of a lighting fixture, a power 
trical equipment distributors, contractors and the cust ers tool, a business machine or appliance exactly where it will do 
they serve. LTG FLEX-A-POWER—one of four different type the most good 


How to SIMPLIFY planning and installing 
of low voltage distribution systems 


LTG FLEX-A-POWER® permits NEW TECHNIQUES 


THAT MAKE WORK FASTER, MORE PROFITABLE 


2. IT’S EASY TO CONTROL INSTALLA- 
TION COSTS WITH LTG FLEX-A-POWER 
because its unique design cuts to a min 
mum the amount of work necessary. No 
tools are required to make electrical con 
nections: onlya screwdriver for mechan 
ical hook-up (| You simply insert ends 
of the spring loaded bus connectors into 
the ends of the tubular conductors o 
ction. (2) Slide the adjacent leneths 
tovether until they butt flush. (3) Place 
the coupling plate over the joint, tighten 
set screws and move on to the next 
section, Rating: 50 amps at 300 volts 


a-c or d-c. in 2,3 o7 } pole construction 


Electrical distributors like LTG FLEX-A-POWER because voltage distribution systems while adding new efliciency 
its convenient lengths are easy to stock. Contractors find to plant operations. Remember, too, FLEX-A-POWER can be 
that it makes the hard-to-determine installation charge easy disassembled and re-installed in a new system as changes 
to predic t. Users find it brings new flexibility to their low require it. Write for circular TEC-3 on L1G FLEX-A-POWER, 


NO SHORTAGE —Your Trumbull distributor's supply of FLEX-A-POWER 
is backed by ample factory stocks to meet all your distribution needs 


Trumbull Assures FUTURE FLEXIBILITY in Power Distribution 


TRUMBULL ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 
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os 
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No. 43308 & 
43318 
MEDIUM BASE 


No. 44418 
INTERMEDIATE 
BASE 
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Ever-Ready Pin Type Sockets offer the 
most convenient and economical 
means of obtaining outdoor or indoor 
temporary lighting, since the tedious 
stripping, soldering and taping op- 


erations are elimtnated. 


In street decoration, construction 
lighting, carnivals, roadside stands, 


etc., their ease of installation and 


convenient flexibility is unsurpassed. 


Insist on UNION’S PIN TYPE 


SOCKETS—the FIRST and the BEST. 


COMPLETE STREAMER LINE FOR ALL 
MUNICIPAL DECORATIVE LIGHTING 


RAI 
atc te 


uf 






MORE UNION 


PIN TYPE SOCKETS SOLD 
than all other makes combined { 


No. 44408 
INTERMEDIATE 
BASE 


No. 11108 
CANDELABRA 
BASE 


CHRISTMAS 
TREE LIGHTING 


JNION INSULALING CO. 


PARKERSBURG, WE NIA 







P&S WIRING DEVICES 


WIRE THE P&S. DESPARD WAY... 


with the most modern, 

the smartest-appearing 
earemenced wiring devices on the 

market today .. . 


Aer s Hou 
You Senefit 


® Combinations of two or 





PRECISION three compact, “specification” 
MANUFACTURING . 
type P&S-Despard devices can 
be assembled under a single 
gang wall plate. You save on 
boxes — and on multi-gang 
wall plates. 


® Practically any desired combination can be made up right Assemble combinations 


on the job from a small stock of standard catalog numbers — 
no long waits for special combinations or special plates. 


quick-as-a-flash with the 


new Camstrap 


turnover of your investment. 


. HK 
CONSTANT © P&S-Despard interchangeability makes it possible to give Zs — 
cee prompt service with a relatively small inventory — quicker Z| 
e0\ | 


0 
© The P&S-Despard Line gives you something to SELL — not >t- we 
just switches and outlets — but smart-appearing, compact com- 
binations — modern, adequate wiring that looks good and 3 
is good. 
© The P&S-Despard Line is not cheap — BUT IT IS ECONOM- 
ICAL. You can install quality, “specification” type devices - 
ELECTRICAL WHOLESALER T-rated switches, double grip outlets — for only a few cents 
te ae heat more, due to the savings on boxes and wall plates. Where low 
cost is the prime consideration, use residential type switches 
To be sure (1391 Line). You'll find a one-gang installation of two 1391 
ORDER BY P&S switches will cost less than a two-gang installation using com- 
fo Ga \tolem 1t11:13 petitively priced strap type switches — and you'll have a better 


looking job. €@ CLOSE CAM 


Write for 
a Catalog Why Not Investigate the Possibilities of Wiring Write Dept. W. for 
the P&S-Despard Way? complete information. 


PASS |& SEYMOUR, INC. 


SOLVAY STATION ° SYRACUSE 9, NEW YORK 


| 


THE \BEST COSTS LESS in the long run 
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No AssBestos Wire NEEDED 


Rubber-covered wire runs direct to fixture 
No CARPENTER WorkK 


Applies to all KIRLIN incandescent models. 
perereeneioes for installation furnished with 
fixtures— AF pigtails; wire-nuts;junctionbox;heat | 
insulated cover; support bars and staples; tape; G 
everything needed -to the R.C. building wire \ 


Ken 


Recessed Fixtures 


are made in all sizes— 


Kimuin 


Squere Models 
100 te 500 


@ Hinged Rust-resisting Doors in Diecast Frames Wun ctaee. 

@ individually packed for shipping 

@ U.L. and IBEW LABELS ee 
@ NOTHING HANGING FROM CEILING leeding 


wholesolers 


everywhere 


3435 E. Jefferson Avenue 
Detroit 7, Michigan 
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@ Pull an I-T-E 


its enclosure. Look at its advanced de- 


circuit breaker out of 
sign—its rugged construction. Compare 
it with other protective devices, and 
you'll realize that a Urelite is the most 
modern circuit protection available 
anywhere today. 


Yes, here’s a sturdy, dependable 


breaker built for long, continuous, 











INTO 
AN I-FE 
URELITE 


and you'll find— 


EXTRA SALES 
y NEW PRESTIGE 
INCREASED PROFITS 
| 










r 





Urelite enclosure, with breaker 
removed, illustrates simplicity 
and of solderless 
cable connectors and stationary 


: accessibility 


contacts 











POSITIVE PROTECTION 


Magnetic time-delay trip (1) provides de- 
pendable overcurrent protection. Prevents 
circuit interruption on harmless overloads 
Magnetic instantaneous trip (2) assures in 
stant tripping on short circuits. 

Silver alloy contacts (3) carry heavy cur- 


rent without overheating. Arc-resistant 
Generous wiping action gives good contact 


surface and pressure. 


Sturdy mechanism design 
safe closing, opening, and tripping. All poles 


4) assures quick, 
operate simultaneously. 

Trip devices (5) are easily interchanged to 
obtain maximum application flexibility 


Magnetic arc chutes (6) quench arcs quickly, 
safely, dependably —in air. 


SERVICE CONTINUITY 


Wide-angle position indicator (7) makes it 


easy to see—at considerable distance— 
whether breaker is open or closed. No spe- 
cialized personnel required to restore service. 
Wheel mountings (8) allow breaker to be 
pulled out of enclosure quickly and easily. 
One breaker may serve as spare for numer- 
ous plant circuits. Breakers can be quickly 
inspected and maintained without undue 
interruption of vital electrical services 


Look at these outstanding customer benetits [ 


SAFETY FOR PERSONNEL 


Trip-free operating mechanism (9) Breaker 
cannot be held closed on an overload-—or 
closed against a short circuit. 

Individual steel enclosure (10) protects 
breaker against dust and damage. No live 
parts exposed. 


Sturdy metal base (11) forms metal barrier 
between front of breaker and bus or cable 
connections. 


Interlocking arrangement 12) 
breaker from being removed or 
unless contacts are open. 


prevents 
inserted 


OUTSTANDING ECONOMY 
First cost the last—nothing to replace when 
circuit is interrupted. 


Easy to install. Contractors or plant main- 
tenance men can mount enclosure, connect 
cable, insert breaker—quickly and easily. 


Rugged construction assures long, economi- 
cal, trouble-free operation. 


YOU CAN OFFER ANI-T-E CIRCUIT BREAKER 
FOR EVERY APPLICATION—INDOOR AND 
OUTDOOR, IN RATINGS FROM: 


10 to 6,000 amperes con’ nuous 

up to 600 volts a-c, 250 volts d-c 

up to 100,000 amperes interrupt- 

ing capacity 
Available in four types of enclosures with 
auxiliary and tripping devices to fit specific 
applications. 


You can still secure an Authorized I-T-E Distributorship 
Ask your local I-T-E representative to explain the advantages of an 
authorized I-T-E distributorship—and how it will pay off for you. 


-pe 


Se 
: 


* 











. © PHILADELPHIA 30, PA. 
ps Export Corp, WY. 17, MY. 








et 


AND FOR GOOD REASON. For more than 60 years 
@ has been producing quality products that are serving the 
needs of industry all along the production line — from service 
entrance to machine — electrical products that have been prov- 


en and time-tested to give maximum safety and performance. 


If power and light distribution is a problem in your busi- 
ness . if you want products that are modern in design, 
rugged in construction, easy to install, economical to operate, 
and give long-lasting, trouble free service, then do as scores 


of others have done — install @ a// the way 


For complete information about all @ products, contact 
your nearest @ representative, listed in Sweet's, or write 


to Headquarters 


A typical @ Installation is shown in the photo above 
(top left). Features include @@ High Efficiency busduet 
to bring power into the plant from service entrance, a 
@ dead front Switchboard, and @ Power Plugin to 


carry power to machines 


Srank e€dam Electric Co. iit 


P.O. BOX 357 ST. LOUIS 3, MISSOURI 


STE ee a, te eee Cae: 
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yen additions 
to the 
Killark 


EXPLOSION-PROOF SEALING FITTINGS line 


Type “EYS’’. New size and convenient 
style to accommodate 2'2"and 3” con- 
duit. For vertical or horizontal runs 
Threads are clean, deep and snug to in- 


sure substantial safety margin. 


EXPLOSION-PROOF FITTINGS 


Type ‘XALB"’. Particularly suitable where 
a job calls for straight pulls of heavy 
cables. Cover mounted with six heavy 


machine bolts 


VAPOR-TIGHT JUNCTION BOXES 


Series ‘““VLJD'’ Extra deep design (342) 
suitable for mounting in concrete and 


where extra wiring is required. 


EXPLOSION-PROOF SWITCHES 


Type ‘‘XRT"’. Toggle type switch with new 
front handle lever for easy operation. 
Equipped with locking device lug. Avail- 
able in single and double gang 





CONSTANTLY GROWING TO MEET 


rov d Design 
‘a | Research 


"Killark — Always a Fitting Name to Remember” 


JZ ——— “ELECTRIC MANUFACTURING COMPANY 


ee: aie - 
Vandeventer and Easton Aves. St. Lovis 13, Missouri 


BOSTON 156 Purchase St PITTSBURGH 50 26th Street SAN FRANCISCO 140 Speer $F. 

SALES OFFICES and = cypacuse 216 Burnet Ave. CHICAGO 564 West Adams Street LOS ANGELES 412 Seaton Street 
WAREHOUSE STOCKS PHILADELPHIA 121-123 Market St DENVER 814 Twelfth %. DETROIT 8319 Mock Ave. 
ATLANTA 69 Mills Street N.W. SEATTLE 4130 First Avenve Sovwth DALLAS 1901 Griffin Street 

NEW YORK 30 Irving Ploce 


COLUMBUS 2620 W R NEAPOLI: 924 Andrus Bidg. 
SALES OFFICES COLES elstord Re vo, "ata w. 2m S. BALTIMORE 11 W. 25¢h $0. 
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BIG, FULL-SIZE BREAKER 
There’s no skimping in size! Stab-lok is a big, husky, 
full-size breaker. It uses metal where it counts, carrying 
current ...it has fewer and more rugged parts. This has 
been proved beyond question by independent labora- 
tory tests. 





MILLIONS TESTED > Type PANELBOARDS 
Stab-lok is the only popular-priced breaker whose . bem - 
dependability has been demonstrated under every serv- 
ice condition. Millions of Stab-loks have been perform- 
ance-proven. Stab-lok’s the one popular breaker in 
which you can place complete confidence. 





COMPLETE RANGE 
Only Stab-lok system gives a complete range of enclo- 
sures. Besides nine basic devices, others are available 
for special applications. 3MBA, for one example, enables 
you to convert a multibreaker into a Stab-lok, easily and 
at low expense. 





LOWEST INSTALLED COST 
Stab-lok is the easiest, most economical breaker device 
to install. Stab-lok enclosures provide ample wiring 
space ... the backplate is easily removed for wire pull- 
ing . . . all components are readily accessible . . . design 
features bring quick alignment in flush mounting. 





4-WAY STABS 


The stabs are an exclusive Federal Noark development 
and provide the safest, easiest method ever devised for 
inserting breakers. The 4-way stabs make instant, posi- 
tive contact with specially designed main busses and are 
instantly locked into place. 





COMBINATION FLUSH-SURFACE ENCLOSURES 
Most enclosures for the Stab-lok Circuit Breaker System 
are of the famous Noark combination type for either 
flush or surface mounting. This practically cuts in half 
the stock of enclosures necessary to meet all requirements. 





Write now for full information about the 
Stab-lok system 


FEDERAL ELECTRIC PRODUCTS COMPANY 
50 Paris Street, Nework 5, N. J. 


TION PANESY~” —_ 
ANSFER PANELS “ SOLENOID a 


$< AT WIiRt 
UGHS FOR YPE METER ct 
STANDARDIZED TRO socket 7 REVERSING CONTA 
TACTORS 


cult BREAKERS ~ 
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AUTOMATIC mR 


G PANELS 
scweTic CON 
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ARTERS ~ 
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CUT HANDLING COSTS 
SAVE STORAGE SPACE 
WITH 


ONG 


: 
red 


Easier to handle — One man can carry a Guth“Telescopic” 
Channel anywhere —even in an elevator. Compactness makes 
them easier to load safely on skids, trucks, etc.— reduces 


transportation damage. 


Easier to store— Guth “Telescopic” Channels require 45% 


less space in warehouse and on-the-job storage. 


Extra strong— Overlaps at joining points result in extra 


strength and rigidity. 


Fullywired... 


Special joiners assure perfect alignment of several channels 


in a line. Three overall lengths: 10, 8 and 6 ft. 


See your GUTH resident engineer or write 
for CATALOG 48-G today. 


*U. S. Pat. No. 2532023 





{ 
a THE EDWIN F. GUTH CO. 


“leaders 


Q ST.LOUIS 3, MISSOURI 
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INCH-MARKING .. . aon exclusive 
ELECTRUNITE sales feature contractors 
like. Easier to fabricate and install ... 


“a ELECTRUNITE E. Mgr. 


INSIDE KNURLING .. . another ELECTRU 
NITE exclusive. By actual tests makes wire 
pulling easier. 


gives you all these selling points 


And here are extra sales points... 


ELECTRUNITE E.M.T is made of flat-rolled open-hearth steel that is 
Republic-quality-controlled from blast furnace to finished raceway. 
Originated by Republic Steel over 20 years ago, ELECTRUNITE E.M.T. 
isimproved and keptahead by intensive field and laboratory research. 
BENDING INSTRUCTIONS . . . for your ELECTRUNITE E.M.T. is made by the same electric-weld process and 


customers’ convenience . . . an ELECTRU- men producing ELECTRUNITE Boiler Tubes for power plants. 
NITE extra. v 7 P : ( 
You ride with the leader when you're an ELECTRUNITE distributor 


...and it pays. 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION 
224 EAST 131st STREET © CLEVELAND 8, OHIO 





ACCEPTANCE ... . first in preference 
by brand-name in unbiased surveys... 
an ELECTRUNITE feature. 


Are you using all these Electrunite helps ? 


PLASTIC ARMOR 


A new item to sell . . . a door-opener 
for your salesmen . longer-lasting 
ELECTRUNITE “Dekoron-Coated” E.M.T. 
for severe-corrosion locations ... an 


ELECTRUNITE exclusive. 
Envelope stuffers for 

a wean” Reprints of 

eee ELECTRUNITE 

mailings EMT 





Reprints of our 8-page Sweet's odver 
Catalog section for your tisements to contrac 
distribution. tors, architects and specifiers, 
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U.S. Electrical Wires and Cables 


for every purpose 














a power houses to homes, from mines to mills, 
from farms to factories— United States Rubber Com- 
pany has Electrical Wires and Cables to fit every need 
Where dependability, long life and economy are essen- 
tial, U.S. Rubber has the answer to almost any wiring 


ae | 


ee 





U.S. LAYTEX CON- 


U.S. POWER CABLE 


problems your customers may meet. 
U.S. Rubber pioneered in developing Laytex® Insu- 
lation made of 90° pure natural unmilled grainless 


U.S. ROYAL PORT 


ABLE CABLE. Bet rubber. From U.S. Royal Portable Cords and Cables, 


Aluminum Wires and Cables, Service Entrance and 
56 Om pour Drop Cables, to Power and Underground Cables, the 

sound, whos ns cables t an \ 

f ache tabl U.S. Rubber line includes Electrical Wires and Cables 


lation resistance 


TROL CABLE. Insu Insulated with co 
d with 90° pure rona resistant Us 
unmi 


of every description, including cables fitted to IMSA 
Specifications for traffic, fire and police needs. 
Get the facts on this profitable business. Write today 


improves in w 
cations. Not 
reported failure in 
its twenty years of 


one 





to address below for detailed literature 














PRODUCTS OF 


UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department + 1230 Avenue of the Americas, New York 20, N.Y. 
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Complete...trom A to Ezra! 


YES, SIR, Gedney makes a complete line...a fit able MALLEABLE IRON and hot dip galvanized by a 
ting that’s exactly right for every job. special process. 

What’s more, Gedney fittings are made com It’s no wonder, then, that when you sell Gedney 
pletely in Gedney’s foundry and machine shop fittings you sell complete satisfaction. Your custor 
Every manufacturing step is under continuous, posi ers get lasting dependability, and slash their ir 
tive control. Accurate machining and precision lation time and costs... Write or phone now f 
threading are assured. Gedney fittings are unbreak full Gedney story. 


GEDNEY 


ELECTRIC COMPANY 


GEONEV > 4 pe o> 
FITTINGS ie ae Wy, 
FIT / RKO BLDG. « RADIO CITY + NEW YORK 20 


Foundry, Factory and Shipping Point: Terryville, Conn 


October, 1952—ELECTRICAL WHOLESALING 





ANOTHER ABOLITE FIRST! 


nocror VEN TTLATTO 


definitely increases light efficiency! 


TESTS PROVE... 


Actual on-the-job scientific tests made under 
identical conditions by impartial research analysts 
prove conclusively that dirt fogging and discolor- 
ation film fs drastically reduced when the reflector 
unit is properly ventilated. Maintenance costs are 
drastically minimized and lighting efficiency is 
improved beyond all previous experimental appli- 





cations. In these series of impartial tests, con- 


ducted by a leading lamp manufacturer, accurate 
\ records were compiled showing the dirt and 


NO VENTILATION 
GRIME AND 
FOGGING PREVAILS 


C\ 
VENTILATED Q 


ear on a) ABOLITE VENTILATED 
a\ 


grime accumulation on inside surfaces of the re- 
flectors designed with different types of venting. 


80% GRIME 


This ABolite designed ventilated reflector shows very 
little discoloration film ond dirt collection on the re- 
flecting surface — proving conclusively that ventilation 
is one of the most important factors in determining 
good lighting and maintenance service x * 

/ WHITER*, 

Complete engineering reports : THAN + 

: : 


will be sent upon request * WHITE ,” 





RLM STANDARD DOME SHALLOW DOME SYMMETRICAL ANGLE DUO-MOVE SYSTEM GLASS STEEL DIFFUSERS MERCURY VAPOR UNITS 


























SOLD ONLY 


THROUGH {ah a 
ELECTRICAL in : 
WHOLESALERS ,; ot ghting DIVISION 


THE JONES METAL PRODUCTS CO., West Lafayette, O, 
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DUTCH 
BRAND 


+ 


a complete line 





ya 
“ON; "yp ¢ 


o 


7ORS 


DB-6 


“DB” WIRE 


CONNECTORS 


Four 


Standard Sizes 


V RUBBER INSULATING TAPE 
V FRICTION TAPE 


When you handle the complete DUTCH BRAND line you 
can meet trade requirements and offer one source of 
supply—one order—one shipment—a convenient way for 
the trade to buy. 


ALL DUTCH BRAND Products are of outstanding quality 
well known by the trade for over forty years... 
they have trade acceptance 


The addition of “DB” Wire Connectors makes the line 
complete. If you are not already handling (ms . 
these DUTCH BRAND Products, now is “ a 


the time to do so—write today. 


DUTCH BRAND PLASTIC TAPE 


Tool Kit Size Rolls Jr. Shop 
Package and Display 


DUTCH BRAND 
FRICTION TAPE 
Shop Package 
and Displays 


DUTCH BRAND 
RUBBER INSULATING TAPE 
Shop Package 
and Shelf Cartons 


VAN CLEEF BROS. [NC. 


DUTCH BRAND PLASTIC TAPE 


Menviecturers of Rubber Products 


OIvisioN OF Johns Manv ille 


Shop Package and Display 
Also .010° Plastic, Individual Rolls 
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7800 WOODLAWN AVE. 


bd CHICAGO 19, ILLINOIS 








the rocks 


NOTICE THE FLEXIBILITY of this No. 4, 
5,000 volt AmerciapD Cable. It con- 
tains a special crepe paper slipper 
applied over the conductors to per- 


as nh ; : 
HERE ARE the drills that punch out thou- = THIS AMERCLAD WELDING CABLE is used at the maintenance shop. The 2/0 375 amp. 
sands of feet of holes every day. Notice cable is made up of 3,325 individual wires to provide super-flexible operation and 
how easily the cable can be coiled ease the strain on the operator’s wrists. 


around the take-up reels, A STANDARD Cable for every 


> paper & varnished cambric cables 

> asbestos cords and cables 

> aerial, underground & submarine cables 
> shovel & dredge cables 


Racty,) U-S-S AMERICAN ELECTRICAL 





get so hot you can’t touch them 


but Amerclad 
withstands the heat 


NE of the nation’s leading coal producers is stripping 
O an area that is honeycombed with old mines. 
Many of these mines are burning, some for as long as 
20 years. The rocks get so hot that you cannot walk 
on them or touch them, but miles of U'S°S AMERcLAD 
lie on the blistering rock without damage. Naturally, 
the mine operators try to protect the cable, but a lot 
of it has to lie on the ground. 

This mine uses about 11 miles of AMERCLAD heavy- 
duty portable cable for power shovels and drills. The 
cable is unavoidably pulled over razor-sharp rock, 
soaked in acid water and exposed to the direct rays 
of the sun. In addition, thousands of yards of dirt and 
rock are blasted every day, and a lot of it comes down 
hard on the cable. 


SPECIAL Soh! 





THESE ARE TYPICAL switch 
houses and portable substa- 
tion at the mine. Average 
length of cable used is 2,500 
feet. The company has been 
using the original AMERCLAD 
for 7 years, 


Despite all this, the AMERCLAD Cable is turning in 
a fine record of service. It has to, because, as the Chief 
Engineer puts it, “Every time a shovel is idle, there 
is a loss of production that is never made up.” 

If you have an extremely abusive use for portable 
cable or cord, let us show you just what AMERCLAD 
can do. There is a standard AMERCLAD Cable or Cord 
for every special application—whether it’s a hand- 
operated drill, or a river dredge. Just send the coupon. 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


American Steel & Wire Division 


Room DE-102, Rockefeller Building, Cleveland 13, Ohio 


> oilproof portable cords 


0 Please give me more information on U-S’S AmMERcLAD. 


0 Have representative call 





> plastic machine tool & building wire 


> special purpose cords & cables 


WIRE & CABLE 


Name 
Title 
Company 


Address 
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electrical equipment 
and keep 
maintenance costs 
ahs “" down with 
poet NAL 
m= =pYLE-NA hor | 


= 
— 
a 
os 


VARIETY OF BODY TYPES 


SEALING GRIPS 
or flexible cords « cables 


Pyle accurately-cut tapered threads and tapered 
—_— a rubber bushings assure a positive grip with a water- 
a tight and dirt-tight seal preventing strain on ter- 
gO) minal connections and deterioration of electrical 

. parts or intricate mechanisms. 
With Pyle sealing grips installed, tension or strain 
on the portable cord or cable is taken up by the 
gripping action instead of the wire terminal con- 


nections. At the same time this sealing action pre- 

With conduit lock 

nut in sheet 
metal cabinet 7 Fh y 

a + compartment or mechanism enclosure. 


vents moisture or dirt from entering the wiring 


Aluminum bodies are available in a variety of 
styles and sizes including ty pes with hexagon nipple 
{ B| |s for anchoring in sheet metal panels, cabinets or 
overhead power distribution ducts. 
With hexagon nipple C . Compression nuts can also be furnished with a 


in power distribution 


te split mechanical clamp, a cord protecting spring, 


or with an attachment for rubber hose or flexible 
conduit. Two and three hole rubber bushings are 


% 


also available. 


Pad Write today for Pyle-National 
Lal Bulletin No. 1145 for complete listings. 


inte YLE-NATIONAL COMPANY 
1352 NORTH KOGTNER AVENUE, CHICAGO 51, ILLINOIS 
Branch Offices ahd Agents in Principal Cities of the United States 
EXPORT DEPARTMENT: Mternational Railway Supply Co., 30 Church St., New York 
CANADIAN AGENT: ThefHolden Co., Ltd.. Montreal, Toronto, Winnipeg, Vancouver 


AILS Lieuiam « TURBO-GENERATORS + FODODLIGHTS » PLUGS & RECEPTACLES + MULTI-VENT AIR-DISTRIBUTION 


In taper- 
threaded 
Pylet hub 


SINCE 1897 
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Electrical Wholesale Distribution 


JULY, 


ily sales of electrical goods wholesalers, all 


ses combined, climbed per cent over the 


nonth and were an impressive 28 per 


(the low point of 1951). Cum 
n months of 1952 were 8 per 
id Though 


he corresponding period of 1951 


n cumulative sales is still considerable, it has been 
sharply since April 

| July sales indicated the follow- 
d their showings for the 


Sales were 6 per cent and 


wholesalers better 
July 195] 


’4 per cent over these months, respectively 


pr 
} evi 


Though their 
s lagged 8 per cent behind the corresponding 
1¢ full-liners shortened the gap by 4 per 


nonth’s time 


ies and construction materials distributors 


npressive showing of the three classes 


sales were 2 per cent over the same 


per cent under June. In terms of 
group was only 3 per cent behind 
; 


seven months of [951 


d specialties wholesalers made the most 


16 per cent over the 
July 19° 


©. Sales for the first seven months 


previous 


Their cumulative 


cent behind the corresponding 
) 


) a gap of 22 per cent 


electrical goods wholesalers 


Other Figures of the Month 


Housing Starts (in thousands) 
Private Expenditures For New Construction (in millions) 


Public Expenditures For New Construction (in millions) 
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1952 
INVENTORIES At the end of July, invent 


ued at of electrical goods wholesalers, all 
} 


] 


cost ) 


1ouses combined, were down 11 per cent fron 


30th stock level and 35 per cent under stocks on hand J 


4la year ago 


Measured against these same months nven 


j 


tories of the three classes of electrical distributing houses 


indicated the following levels 

@ Full-line wholesalers showed inventories that were | 
per cent lower than the level of the 
37 per cent under July 1951 (which, 
July 1950 


which 


cent over This marks 


month in inventories of the full-line 


declined from the levels of the previous months 
® Wiring supplies and construction materials distributor 


indicated inventory decreases, too, but not as sharp ones 


as the other two classes. The group's July pe 
Y 


stocks droy 
l 


| per cent from June and 3 per cent from the July 


level 


specialties wholesalers reported steey 


July—11 


29 per cent under July a 


© Appliances and 


inventory declines for per cent under the 


level and year ago. This 
the third straight month of sharp inventory reductions 


Total 


classes of houses combined 


inventories of electrical goods wholesalers, al 


were estimated at $595 million 
his compares to estimates of $644 million for June and 
$853 million for July 1951 


end of July, 


The supply of merchandise on 
hand at the measured in days of business at 
available from the Bureau 


ELEC 


the current rate of sales, was not 
of the Census, which provides the 


WHOLESALING’S Business Index 


basic figures for 


TRICAI 


1946 
Average 


Yeor 
Ago 
89.1 


Latest 

Month 
990 

$2,042 


110 


Preceding 
Month 
109.6 
$1,995 
$1,082 


August 55.9 
$1,971 
$971 


$803 
$197 


August 


August $1 





Electrical Wholesale Distribution 


REGIONAL ANALYSIS 


es D on the reports of full-line wholesalers only, eight 
of the nine regions showed sales gains in July over the 


June levels. The South Atlantic and Mountain areas led the 
way with I] per cent increases apiece. Only the West North 
Central division indicated a decline—}3 per cent 

A comparison with July 1951 sales shows increases for 
ll regions, ranging trom 11 per cent for the Pacific area 

1 spectacular 64 per cent for the East South Central 
| vision 

In terms of cumulative sales, however, six of the nine 
regions lagged behind 1951. Farthest behind were the 
West North Central and Pacific divisions, which showed 
sales tor the first seven months of this year 15 per cent 
under the level for the corresponding period of last year 
The bright spots were the East South Central area, up 10 
per cent; the West South Central division, up 4 per cent 
ind the South Atlantic region, up | per cent 

All regions indicated inventory decreases under the levels 
of June. The range was from down 14 per cent for the 
Mountain division to down 9 per cent for the West South 
Central area 

Compared with July 1951 levels, even greater inventory 
leclines were reported by all regions. The drops ranged 
from 47 per cent for the Middle Atlantic area to 32 per 
cent for the East North Central region 


KEY TO MAP 
~ographic Regions: New England (1 Me 
, R. L, Conn. Middle Atlantic ? N. ¥ 
N. J., Pa; East North Central Ohio, Ind., Ill, Mich., Wis 
West North Central (4) Minn., lowa, Mo., N. D., S. D., Neb., 


28 


JULY 1952 


Figures in this table apply to the 
geographical divisions as outlined and 
numbered in white on map above. 
Contrary to previous reports which 
included the three classes of electrical 
wholesalers, the percentages below 
relate to full-line wholesalers only 








SALES INVENTORIES 
July 1952 July 1952 


Compared in % with Trading Compared in % with 


June July Region June 
1952 1951 (See Map) 1952 
117 —12 
t-14 —13 
18 —11 
1-22 —I2 
4] —10 
64 —11 
1-40 — 9 
+20 —14 
+] —13 


WOANKHAVISPWN — 


July 
1951 
—36 
—A7 
—32 
—40 
—33 

38 
—33 
—37 
—39 








Kan.; South Atlantic De Md., D. C., Va., W 


Ss 


Ww 


) 


C., Ga., Fla.; East South Central (( Ky., Tenn., 


Mont., Idaho., W y« N. M., ¢ Ariz., Utah., Nev 


Wash., Ore. Calit 


Va., N. ¢ 
Ala., Miss 
est South Central —Ark., La., Okla., Tex.; Mountain 
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PROMOTE REPEAT SALES 
BUILD GREATER 


PROFITS 


. 
'TTINGS ND Fix 
r 


URES 


BLACKHAWK SNAP-STRAPS 
“The strap with the built-in bump” 


For rigid or thinwall conduit. Exclusive self-holding 
feature saves time on the job, eliminates fumbling 
and dropping, makes difficult installations easier. 
Made of heavy gauge steel, zinc plated after fabrica- 
tion. Wide range of sizes for rigid and thinwall con- 
duit. (Patent Pending.) 


Blackhawk No. 470 Connectors Blackhawk No. 3626 Steel 


Made of special cast alloy. Strong, >, Clad Wire Holders 
durable and non-rusting. Precision ~ Made with heavy steel base 
finished with full positive threads. . and supporting strap. No. 22 
Formed steel clamp and solid steel ™ : square shoulder screw. All 
locknut with positive locking feature metal parts are hot dip galvan- 
are heavily zinc plated. Full length ——— ized. Porcelain has compression 
filister head tapered point screws > SS. strain only. Smooth rounded 
make installation quick and easy. % 9 surfaces protect wire insula- 
No. 470 for “ABC” or flexible con- ‘ tion. REA approved. 
duit. No. 425 for non-metalic cable. 
Blackhawk No. 711 Service 

kee No. aa Entrance Cable Heads 

wrewbwunndred Features cast alloy body with 


Special. high strength non- separate cover. Heavy steel 
Guseeeere aluminum alloy. cable clamp. Large keyhole 
Easy and paw we i saves time, permits quick and 
tion. Filister head cap hold- : - ' easy attachment to building. 
ing screws. All threads are ;, 


clean and full cut. For 2, 3, : 
4, or 5 wire service. n 


Blackhawk No. 514 Yard Lights 


Highest quality porcelain enamel re- 
flector, independently mounted. Zinc 
plated cast iron head and flange, gal- 
vanized conduit extension. Wired with 
porcelain socket and No. 14 TW wire. 








WRITE FOR FREE CATALOG 


BLACKHAWK INDUSTRIES, DUBUQUE, IOWA 


Entrance Cable Fittings . Steples . Yard Lights . Sill Plates . Locknuts ond Bushings . Wire Holders . Cable ond 
Conduit Strops . Fluorescent Brackets . Connectors . Box Supports . Conduit Entrance Cops . Grounding Assemblies. 
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The Reader “QW: His Mark 


r “MHE ABC SYMBOL which is printed No one has yet devised any means to that end 
at the head of this page is, in a very real more simple, more direct or more practical than 
sense, your brand on this magazine the paid subscription or newsstand purchase 

Those letters stand for Audit Bureau of Circu price. The right to purchase or refrain from 

lations. The symbol indicates that the magazine purchasing a publication gives to the readers 

is a member and supporter of that Bureau and to no one else the power to pass judgment 


cation s i 
l'o the advertiser who contemplates using the on whether that publication should continue to 


> og 1 
magazine as an advertising medium, this symbol serve the reading public 


has a well recognized significance It tells him O SUPERVISE this vital process o check and 
that the circulation records and practices of the certify the integrity of the publication's cir 


magazine are wide open to the auditors of the | 


culation methods and claims requires a strict 


Bureau, who check the publisher's claims and ind continuing audit of cach publication's suc 


make public the precise terms and conditions cess in meeting this test of its public acceptance 


under which subscriptions are obtained, And it lo that essential function the ABC has contribu 


assures him that the magazine stays in business ted mightily by the conscientious performance of 


by virtue of a demonstrated demand from its its mission. And that is why we are able to have a 
readers as shown by their paid subscriptions or press supported, for the most part, by advertising 


newsstand purchases revenues, but not controlled as to its circulation o1 


UT HERE we are concerned only with the sig content by any influence other than its readers 
B nificance of ABC to you as a reader. For When an advertiser consults the ABC state 
when the advertisers, the advertising agencies, ment of a publication to ascertain the amount, 
ind the publishers founded the Bureau nearly the quality and the trend of its circulation, he 
forty vears ago to he Ip est iblish honest circula does so in the legitimate pursuit of | 
tion figures, they unwittingly set up a coopera terest. But at the same time, inevit 
tive institution that has become a major safe helping the ABC to keep the } 
guard for the interests of the reading public and responsive to the reading public 

Phat is because membership in ABC consti effect, he is asking the publication to demonstrat 
tutes one of the stronvest guarantees that any through its circulation figures that it 


publication can offer of its primary devotion to standing to a voluntary demand by 


the interests of its readers. And by making that . , 
5 Yo THE Audit Bureau of Circulations 
guarantee possible, ABC becomes a major safe 
5 I J KJ ing and certifying paid circulations 
guard of the freedom of the press, an objective 
to perform a vital service to the 
of exceptional importance in these days when 
magazine and of every 
the public is flooded with propaganda from so 
tion. And in perform 


se aca maintain in our count 
*-T\ne surest MEANS by which to preserve a able to the reading public 

| free press is to keep it directly answerable long as the practices and princip 
to the reading public it would serve. It follows ABC stands continue to prevail 
then, that the survival of a truly free press must publishing, we shall find in it a sure 
depe nd on its acceptance by that public ind i truly free press, responsible only 
that means in turn that the people must have in it serves 
their hands some adequate means for holding 


the publishers responsible to them McGraw-Hill Publishin 
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Ancther “Bes?” Seller with a Smash Profit Story 
for IDEAL DISTRIBUTORS! 








@>rAD Voltage Tester 


With ALL the Features Thousands of 
Electrical Men Told Us They Wanted 


Sales come easy when the market is IT’S PRICED COMPETITIVELY 
big and you’re selling the best. In a — AND IT GIVES YOU YOUR 
nutshell, that’s the story of the new FULL IDEAL PROFIT SPREAD! 
IDEAL Voltage Tester. Point by Order today — and order enough! 
point and feature by feature it was You'll need them as you show and 
designed to be—and is—the finest, sell this profit-maker on practic- 
safest voltage tested ever built and ally every call you make! 

offered to the industry. 


Ne Other Tester Has All of These: 


ae 





2d 


Plastic nameplate 
bonded 

to case — 

no surtace metal 


"“Boo-Free"’ 
window keeps 
out dirt 


frfRef puff 
alate /a le! 














Famous (/// iD 
“DOUBLE PROTECTION”’ 











. . . @ solenoid, calibrated indicator 
~ AND oa neon test lamp, each inde- 
pendent of the other—-NO CHANCE 
OF FAILURE TO DETECT VOLTAGE 


























IDEAL INDUSTRIES, Inc. 

1047 Park Avenue, Sycamore, Illinois 

Please send me complete catalog information on tf 
Voltage Tester 





(Piercing \ 
M224 
v1 


“ 





Neme_ 


SOLD THROUGH AMERICA'S LEADING DISTRIBUTORS SEE Company 
IT NOW — OR MAIL COUPON FOR COMPLETE CATALOG DATA Address 


a — — a 
ae His : 
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For Greater Safety 
= Greater Convenience 


Explosion-Proof and Dust-Tight 


PANELBOARDS 


JUNCTION BOX COMPLETE 3” CONDUIT HUB 

WITH TERMINAL BLOCK a 

F Aw > 

OR FIELD WIRING F dite eae 


APPLETON “ECB | 
BREATHER VALVE > CONDUIT HUB 


BRANCH CONNECTION 
BLOCK FACTORY WIRED 


APPLETON “ECB 
BREATHER VALVE 


CIRCUIT BREAKERS 
SPACE FOR 
Circuit 
IDENTIFICATION 


Patent opplied for 


Simplified wiring ... easy access for inspection or maintenance... 
solderless terminals . . . new locking switch handles .. . instant 
circuit identification—these are a few of many safety and conven- 
ience features in newly designed Appleton “ELP” Explosion-Proof 
and Dust-Tight Panelboards. 


Unexcelled as safe, convenient control and distribution centers 
for lighting circuits or single phase motor circuits, Appleton Type 
“ELP” Panelboards are available in 4 to 16 circuit models—10, 20 
or 30 ampere ratings. Write for complete catalog information. 


APPLETON 


Electric Products 


Sold Through Electrical Wholesalers 


1734 Wellington Avenue ¢ Chicago 13, Illinois 
Sales Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 Euclid Ave. 
SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, 100 N. Santa Fe Ave. 
ATLANTA, 724 Boulevard, N.E. © BIRMINGHAM, 809 Brown-Marx Bidg. © MINNEAPOLIS, 305 Fifth Street, S. 
PITTSBURGH, 412 Bessemer Bidg. * BALTIMORE, 100 E. Pleasant St. * BOSTON, 10 High St. © DENVER, 
1921 Blake Street © PHILADELPHIA, 231 South 20th ¢ CINCINNATI, 608 American Bidg. © HOUSTON, 
717 M. & M. Bidg. © HAVANA, Cuba, Malecon No.9 © BINGHAMTON ¢ DALLAS ¢ INDIANAPOUS 
KANSAS CITY ¢ ORLANDO © MILWAUKEE © NEW ORLEANS © SEATTLE © PORTLAND, ORE. 


Export Rep i th | Standord Electric Corp., 50 Church St, New York 7, N. Y. 


= 
se» 7, 
> 





ARTE’ Switch Unilet 


4 


EFU\ Fivorescent 


ighting Fixture X-Ray Film Illuminator 


a 
—— 
Hospital Pilot Light 


and Switch Unilet 


YY 
“AA-5S1" Vented 
Lighting Fixture 


Hospital Dead End 
Dead End Receptacle ospital Dead En 
Receptacle 


@eeeeeeaeeee @eeeeeeaeaeees 
Sf t 


BS 
“~ 


‘vie y +. 
4 <Q) 
Interlocking Type 
Sofety Switch and 
Plug Receptacle 


Current Tap with 
Feed-in Plug 
eeeeeeeevece 
Ne) 
12 


__p __@ 


ie 
e 


Pilot Lights 


“EFSC” Switch 


APPLETON 
Explosion-Proof 
Fittings 
for Every 

_ Requirement 


$0 
~ =a 
“VSU" Visible 
Sealing Unilet 
@eeeeeeoeaees 
- 


MSSS" Motor Seniry 


Hospital Receptacle 
nee 


GRU" Junction 
Box Fitting 
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OUTLOOK FOR CONSTRUCTION ¢ The government's official construction forecast for 
1953 will be issued in mid-November. This is how it will probably look: 

For the first time since the Korean invasion, metals controls will not determine the 
volume of the different types of construction. Total construction will be at the same 
high level as in 1952 (the peak year for over-all building), or slightly lower. There'll 
be a mild decline in private construction, and an appreciable increase in public building. 

The big question mark is private residential building. Right now, the forecast is for 
900,000-950,000 housing starts in 1953. The 1952 total is expected to hit about 1.1 
million—the same as in 1951, but below 1950's record high of 1.39 million. 

In the private non-residential category, industrial construction will be down from 
this year's level, but the rate for warehouses, office and loft buildings, stores, restaurants, 
and garages will rise. Educational, social and recreational construction will be boosted; 
hospital and institutional will remain the same; and religious and miscellaneous non- 
residential construction will decline. Farm construction will stay at the 1952 level. Public 
utility construction will be hiked sharply. 

Increases in public construction will stem from industrial work (specifically by the 
Atomic Energy Commission), military and naval and highway. There'll be moderate 
gains in sewer and water and educational construction—to catch up with the lag behind 
private residential building. Hospital and institutional construction will be down slightly, 
and conservation and development work will remain at this year's level 


PRE-ELECTION LULL e There really is no “big story” out of Washington at this time. There's 
only a pre-election lull. Top government officials hesitate to talk of future bureaucratic 
maneuvers until they know what the new look will be in the White House and on Capitol 
Hill. 

But no matter who triumphs in November, there won't be as much facelifting in Wash- 
ington as you might expect. When Eisenhower or Stevenson takes office in January, he'll 
have less patronage to hand out than any other President since the 1880's. Although the 
number of government jobs has multiplied astronomically since then, the umbrella of 
civil service has spread its protection wider and wider. Of the more than 2 million gov 
ernment jobs from top to bottom, the next administration will have only about 2,000 
jobs to reshuffle. 


OUTLOOK FOR ELECTRICAL EQUIPMENT ¢ Here's how NPA views the outlook for elec: 
trical equipment in 1953: Production will be roughly 25 per cent over pre-Korea levels 
for components for construction and for motors and controls; roughly 50 per cent over 
pre-Korea for electrical components for power. 

The third quarter 1952 level of steel, copper, and aluminum allotments should be 
sufficient to take care of 1953 electrical equipment requirements, NPA believes. During 
this quarter, NPA’s electrical equipment division actually ended up with unused CMP 
tickets for copper and aluminum. 

Electrical equipment manufacturers in general will be unhurt by reduced steel allot- 
ments for the first quarter. But NPA does anticipate possible production bottlenecks in 














individual companies. Conduit and fractional horsepower motor manufacturers will be 
affected the most. 

NPA reports an increasing demand for fractional horsepower motors by consumer 
appliance manufacturers. Relaxation of production controls is boosting their output plans. 
It's questionable whether the demand will be met as quickly as the consumer goods 
makers would like. 

With the exception of conduit, NPA reports that there are no national shortages of 
electrical products. The conduit problem, of course, was caused by the steel strike, and 
should clear up by the end of the year. Localized supply problems in certain types of 
equipment do exist, but these are not unexpected. 

Manufacturers of lighting fixtures and wiring devices are now operating below pro- 
ductive capacity. The cause is basic: not enough business. 


CONTROLS AND SUPPLIES ¢ Mobilization is no longer the big story out of Washington. 
Under existing legislation, price controls expire March 31, while production controls will 
linger on until June 30. The way things look now, ceiling prices in 1953 will be kept 
only on these key commodities: the major metals, machine tools, general industrial equip- 
ment, autos, and certain goods. 

First-quarter 1953 metals allotments under the controlled materials plan take care 
of practically all industrial copper and aluminum requirements. Because of the summer 
strike, only defense contractors got all their steel needs. Other consumers received 60 
per cent of third-quarter 1952 steel allotments, which in most cases had covered all 
requirements. There'll be no large-scale production shutdowns, however, because of the 
carry-over from unfilled third-and fourth-quarter steel shipments. 

The National Production Authority will be just going through the motions with CMP 
in the second quarter. Copper and aluminum should stay in plentiful supply. And 
record-high steel output during the remainder of 1952 will assure abundant steel supplies 
in general for next year. But these particular steel mill products will be very tight until 
mid-1953: cold-drawn and hot-rolled carbon and alloy bar; plates; nickel-bearing stain- 
less; carbon and alloy seamless tubing; and wide-flange structural shapes. 

Tin, lead, and zinc will be no problem. However, these alloying elements will remain 
critical: cobalt, columbium, molybdenum, nickel, tantalum, and tungsten to a less degree. 

The defense mobilizers want to hold on to their special priority and directive authority 
after CMP folds up. This would protect deliveries of military goods, of which $28 billion 
worth is still to be ordered during the next nine months. 


LIGHT METALS EXPANSION e The government has boosted its domestic aluminum pro- 
duction goal from 1.5 million tons a year by 1954 to 1.7 million. The proposed 200,000 
ton increase was the third upward revision in aluminum expansion since the start of the 
Korean war. U. S. aluminum ingot output totalled 718,622 tons in 1950; 836,881 tons in 
1951; and is estimated to reach about 1 million tons in 1952. 

The added expansion will be made by new domestic producers, according to Defense 
Production Administration plans. To draw the newcomers in, the government has its 
usual incentives: fast tax write-off on new plant and equipment and market guarantees. 
Olin Industries, Kennecott Copper and Spartan Aircraft figure most prominently in talk 
of who the new producers will be. 

Behind the added aluminum expansion are new munitions board requirements, which 
have been revised to meet increased stockpile goals and the needs of an expanded guided 
missiles program. 

New munitions board requirements are also the cause for DPA plans to hike the ex- 
pansion goal for lightweight, corrosion-resistant titanium, the “wonder metal,” from 
10,000 tons annual production in 1955 to at least 22,000 tons. Output in 1951, the second 
year of commercial production, was only 700 tons. The problem in titanium is cost. It's 
among the nine most abundant metals, but costs $5 a Ib. as basic metal and $15 in wrought 
products. 


( Washington, D.C——October 3, 1952) 
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V-51 Convertible Vapor- 
tight Fixture — Exclusive 
Unit Assembly makes re- 
ceptacle, globe, guard in- 
stantly detachable for 
relamping. Converts to 
higher or lower wottages 


just as easily. 
] 


Vented Twin Highlite — For high 
bay mounting. New vented feature 


cools fixture, reduces cleaning costs, ‘ 
lengthens lamp life, increases light- 


' » 
nie Money—Materials—Man-Hours 
ith 
wit 


APPLETON 





INDUSTRIAL LIGHTING 





RLM Standard Dome Reflector —Made of 
Rust-resisting iron with three coats of 


Type EFU—First ana still finest Explo- 

sion-Proof Lighting Fixture. Available 

for two 40 Watt, 48” lamps or two Pat. No. 2,393,202 
100 Watt, 60” lamps 


boked porcelain enamel. Sectionalized 
construction permits easy installation, con- 


venient servicing. 


Fewer rejections ... increased worker output... greater safety ... less spoilage 
resulting from eye fatigue—these are only a few of many advantages that are 


yours with good plant lighting. 


Appleton Industrial Lighting Equipment is precision-engineered to direct the 
right intensities of light to the right places. Combining expert Appleton design 
with rugged durability, these fixtures provide finely coordinated lighting systems 
at minimum initial cost and lowest possible service and operating expense. 

Appleton excells in the manufacture of lighting equipment for hazardous 
rey. locations and explosion-proof applications. For any industrial lighting require- 
Stocklite— Provides perfect illumina- a ‘ ; : 
Gen fer chelves end bins in tock rooms. ment, contact Appleton, pace-setting manufacturer of electrical equipment for 

nearly half a century. 


Sold Through Electrical Wholesalers 
1734 Wellington Avenue ¢ Chicago 13, Illinois j \ ‘ f L E ’ ° ’ ‘ 
Field Engineers: NEW YORK, 50 Church St. * DETROIT, 3049 E. Grand Blvd. * CLEVELAND, 1836 
Euclid Avenue * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bldg. © LOS ANGELES, 
100 N. Santa Fe Ave. * ATLANTA, 724 Boulevard,N.E. © BIRMINGHAM, 809 Brown-Marx Bidg. 
MINNEAPOLIS, 305 Fifth St., S. © PITTSBURGH, 414 Bessemer Bldg. © BALTIMORE, 100 E. Pleasant St 
BOSTON, 10 High Street © DENVER, 1921 Bicke Street © PHILADELPHIA, 2013 Locust Street 


CINCINNATI, 608 American Bidg. ¢ HOUSTON, 717 M. & M. Bidg. © HAVANA, Cubo, Malecon No. 9 
BINGHAMTON ¢ DALLAS © INDIANAPOUS © KANSAS CITY © ORLANDO © MILWAUKEE 


NEW ORLEANS « SEATTLE © PORTLAND, ORE 
Export Representatives: international Stondard Electric Corp., 50 Church St, New York 7,N. Y 





Fastest-moving accent lighting line you can sell. . 


AMPLEX 


AMPLEX HI-HATS 
” ; OTHER PROFIT-MAKING 
These are the best looking, finest constructed, yet 


competitively priced recessed fixtures on the mar- AMPLEX PRODUCTS 


ket. They have a permanent deluxe satin aluminum 





finish ... a rolled flanged edge for extra strength 
and better ceiling fit. The can is deep drawn to 
provide uniform thickness and a smooth surface Amplex Spots 

.. plaster ring is keyed for perfect aligning. ond Feeds 
Amplex Hi-Hats sell on sight! 





Amplex Par 38 
Spots and Floods 


AMPLEX SWIVELITES 


Your customers get a lot more for their money 





with Amplex Swivelites. Outstanding design! 


: ela : Amplex Weather- 
Deluxe satin aluminum finish! A unique double Siiet as wexcen 
: p . , s proof Lamps 

ball swivel with fingertip control! Air-flow ventila- 


tion. And all Swivelite basic units are interchange- 





able — new lighting effects can be arranged more 

easily, quickly and at least cost. Amplex 
: General Service 
Incandescent and 


Fluorescent Lamps 





AMPLEX FOCALITE 


Here’s the all-angle spotlight that’s setting new Amplex 
sales records. Amplex Focalite is the display man’s Colorbeams 
handiest lighting unit for accenting window dis- 


plays, show cases, shadow boxes or what have 





you. It’s made of aluminum with a deluxe satin 

Amplex Street 
Lighting & Traffic 
Signal Lamps 


finish . . . adjusts instantly to any angle and holds 


its position 





You'll boost sales and profits with the Amplex franchise. The full Amplex line 
of lighting products is nationally advertised and gives your customers the big- 
gest dollar values anywhere today. Write for all the facts. Amplex Corporation, 


Dept. A-10, 111 Water St., Brooklyn 1, N. Y. 


ee Amplex Hi-Bay 
Reflector Lamps 
a af - 


Infra-Red Lamps 


Amplex Mercury 
Vapor Lamps 








Sealed-Beam Reflector Lamps, Colorbeam Lamps, Spotlites and Floodlites, Industrial 
Infro-Red Heat Lomps, Vibration and Rough Service Lamps, Street Lighting Lamps 
Traffic Signal Lamps, Incandescent Lamps, Fluorescent Tubes, Display Accessories 
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neral is 


TAKE STOCK OF OUR 
RESIDENCE PANELS, 
FOR INSTANCE... 


No General Residence Panel 
leaves our factory unless it is 
perfect — unless it meets the 
most rigid specifications of 
quality, safety and trouble-free 
performance. It is made to 

fill the greatest needs — to suit 
the most critical eye. Small 
wonder that a General Panel 
is preferred by all. This makes a 
jobber’s life a simple matter — 


and everybody’s happy! 


Reasons why you can rely on 


e All copper parts are highest electrolytic grade 


¢ High dielectric insulating materials used 
= . ; ; = throughout 
the switch is to General 
e Super-strong construction 
e Narrow construction — fits between all studs 


e More than ample wiring room 
Fe ra i e Plentiful and varied knockouts 
¢ All interiors jig-assembled for accurate 
e iF ment 
Switch Corp. esate 


¢ Flush spring latch to open or close doors firmly 


49 ROEBLING ST BROOKLYN 11. N.Y ¢ Designed to blend with all decors 


SALES OFFICES #1 EVERY MASOR CITY 
WRITE FOR CAT. =5201 


¢ All panels have flush mounting ears 


TAKE STOCK OF GENERAL—IT'S MORE DEPENDABLE! 
ENCLOSED SAFETY SWITCHES ¢ SERVICE ENTRANCE-EQUIPMENT ¢ BRANCH CIRCUIT PANELS 
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DIRECT BURIAL 


OVERHEAD 


IN DUCTS 


Low-cost way to hit the high and low spots— 


use All-Purpose 


DURABLE can be used for every type 
of power and lighting application up to 15kv**. The 
most important fact about this all-purpose cable is that 
it may be run overhead, buried directly underground 
and run in ducts in one continuous length. Expensive 
splicing is avoided. Durasheath eliminates sheath elec- 
trolysis. It effectively resists condensation, weathering, 
sunlight, organic decay, abrasion and mechanical injury. 

You can look for three definite savings with Dura- 
sheath. It costs less to install. It is flexible and light. It 


lasts longer. Its special neoprene jacket is tough enough 
to stand up to every natural enemy of cable life. It 
simplifies stock inventory. You need purchase only one 
cable—versatile Durasheath—to meet every electrical 
distribution requirement. ‘ 

Ask your Anaconda Representative for the whole 
story on Durasheath. Then convince yourself how easy 
it is to sell this outstanding cable to vour customers 
Anaconda Wire & Cable ¢ ompany, 25 Broadway, New 


York 4, N. Y. k 523694 


the right cable for the job / , 


wire and cable 
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TIMES an 


Scientific Management 

The electrical wholesaling industry faces one of its 
greatest challenges in the obvious necessity to maintain 
profits and at the same time continue to represent the 
most efficient and economical method of distributing goods 

According to the American Management Association, 
taxes this year mean that an increase of more than 25 per 
cent in sales volume is necessary in order to produce an 
improved profit performance over 1951 

The hub of the wholesale distributor's business is 
and will continue to be his ability to put forth an eff 
cient sales effort that will maintain a continuous flow of 
goods from manufacturer to user 

Although this is a fact that demands serious thought 
by the distributor and his salesmen, selling more goods 
will not provide a complete solution to the problem of 
maintaining a pre fitable business 

The rapid expansion of new markets and a highly 
intelligent sales program can solve short term problems, 
but for the long pull something more is needed. The suc- 
cessful operation of a wholesale business requires that the 
sales effort be synchronized with modern office and ware- 
housing procedures 

We have heard businessmen accused of failing to apply 
the same principles of modern management to sales that 
they apply to factory and office. In the case of the dis- 

ibutor, it might be said that the reverse is more often 
true. It is encouraging to note that many distributors have 
become interested in learning the amount of profit or 
loss from individual commodities, Customers, etc 

The distributor has many complex problems in his 
operation. Unfortunately, there are still a few suppliers- 
and countless buyers—who are not acquainted with the 
characteristics of the distributor's business. They do not 
seem to realize that a complicated and extensive system 
of buying, warehousing, selling, delivering and _ billing 
is necessary in order to give them the kind of service 
they have learned to expect on electrical products 

The problem of applying basic techniques of cost anal 


d TRENDS 


ysis to the distributor's operation is much more difficult 
than in the case of the manufacturer or retailer. And 
yet, economic conditions make it essential that the whole 
saler identify and analyze the unprofitable segments of 
his business 

Harry S. Freeman, writing in the Harvard Business Re 
view, says that scientific management operates by making 
a detailed study of the facts, formulates the most advan 
tageous work procedures which the situation permits and 
sets up as Many objective tests as possible to measure and 
evaluate effectiveness 

How can this be applied to the distributor's operation? 
Certainly, a scientific approach to sales performance would 
mean a statistical analysis of existing conditions and 
salesmen performance. But that action would provide only 
half the answer 

The electrical wholesaling industry has long needed 
a standard of performance by which comparisons can be 
made. Trends in operating expenses and profit margins 
have changed since 1948, the last year in which operating 
cost figures were compiled for the electrical wholesaling 
industry. Even then, a detailed study including individual 
commodities and shipments was not made 

The results of the 1948 analysis of operating expenses 
is found in this issue. It was prepared by the U.S. Bureau 
of Census and included only firms with sales of $200,000 
or more 

A complete cost study based on a short-term perform 
ance has been compiled by the National Association of 
Electrical Distributors. However, it has been held in 
restricted classification and circulated to members for their 
individual use only 

Despite the fact that up-to-date cost figures for at least 
a year’s operation are not available at the present time, the 
distributor can still adopt a scientific approach to his 
problems. 

Successful sales and satisfactory profits from now on will 
vo to business organizations with up-to the-minute man 


agement 


QWrdo Meegon 


EDITOR 
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Callin 
All 


Call for emergency service 


0:1 


is broadcast by Atlantic 
Electric’s purchasing agent, K. Kazarian, t 


aiesman 


Tom Powers from 
communications station ir ter 


the c remote two radi 


KA 


mpany way 


ass. headquarter 


Similar to police broadcasting, two-way communication between company 


headquarters and salesmen's cars is helping Atlantic Electric Supply become 
one of the most "servicing" distributors in the Northeast. "We'd be lost 
without them," say salesmen; "They pay for themselves," says management 


By Thomas F. Preston 


squawk box” beside the driver's 


HI | 
seat, and amplified through a loud 


speaker near the rear window 
clicked, cackled, then sputtered for a 


first time 


broke 


second. Then for the that 


morning a clear voice through 
the din 


W orcester 1028 
reading’ me 1028? Over 


calling car How 
ire you 
Ten twenty-eight calling Worcester 
You're coming in clear as a bell. Over 
Go ahead Atlantic 
Tom 


get over to Molded Plastics 


right away,’ a second voice spoke out 


They're having some trouble over 


there. They said you'd know what it is 
Over 
Roger 


and out 


I'm on my way now. Over 
A state trooper being called to the 


scene of a crime? Maybe a roving tele 
vision crew radioed to cover an on-the 
spot picture story. A news photogra 
pher, perhaps, chasing a news tip 

e The Big Question — Hardly. In 
case, car 1028 belongs to Tom 
for Atlantic 


Worcester, Mass 


His is just one of the company’s four 


this 
Powers, veteran salesman 
Electric Supply Co 


automobiles equipped with a two-way 


40 


adio tor sending and receiving 
Molded Plastics is one of the bigger 
plastics manufacturers in town,” Pow 
ers explained as he swung his car in 
which 


the toward 


} 


opposite direction 


1e was originally headed. “They're 


changing over the second floor, moving 


booths from the first floor and 


Spray 
setting them up permanently upstairs 


A lot of explosion-proof equipment 


is involved in the move, and it means a 


thorough rewiring job according to 


standards set by their insurance com 
pany. They've probably run into some 
snags on equipment 

e Under Control—lIn less than five 
minutes, Powers was at the plant and 
in command of the emergency situa 


Just as he had figured, the com 


had 


materials 


con 


pany run out of some standard 


stock that only he could 


specify. Within minutes, he determined 
the amount and types of supplies need 
ed to carry on the job 

After a hurried call to the home of 
fice by car radio, the supplies were de 
livered directly to the plant and the 
maintenance crew went back to work 
Total time elapsed: 40 minutes 
To tell the truth,” Powers confessed, 


after he started up the motor, “I 


wouldn't know what I'd do without this 
mobile set now since I've gotten so used 
Just take Molded Plastics as an 


tO it 


example of what 1 mean—and the same 
sort of thing happens every day at other 
accounts 
If I didn’t 
have found 
il I reported back to the 


have the car radio I 


out about their 


wouldn't 
rouble unt 


office after lunch. Then afrer I'd made 


a few telephone calls and did a little 


book work as I always do whenever I 


ret stuck in the office, I'd 
0. That'd mean 


get over fo 


guys on the maintenance crew 


would be waiting all that time, just 


sitting on their hands until I arrived 


This way, their emergency was dis 


covered, investigated and corrected in 


the short time of a little over half an 


hour, a saving of about five hours—not 


© mention the satisfaction of a very 


fine customer 
e First In His Class—This startling 
new development, the first ever record 
n the electrical wholesaling busi 


ness, was incorporated into Atlantic's 


operations with this saving factor 
dominant in every aspect of the mobile 
communications purchase. To manage 


ment, the two-way radios mean a sav 
n costs—wasted trips, backtracking 
orders, overlapping of sales empha 
sis. It means, also, the best spontaneous 
word-of-mouth promotion and adver- 
tising a distributor could ever hope for, 


plus a corresponding hypoing of sales 
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10:16 Routed through mobile operator, call is plugged di 

. rectly to Powers’ car out in the territory. Immediately 10:2 Power eft 

Powers heads for trouble plant with ° vent further 
met at back 


one ? 
] 2] There's your trouble,’’ Powers tells engineer, point- 10:35 Powers returns to car with order. He 
ing to faulty ‘‘live-front’’ knife switch Should have . radio and tells purchasing agent to inst: 


t 


aced when you told me weeks ago,’ engineer say ne department t e vital equipment 
r yu + ‘ 


' 
is 


10 ‘4 No sooner said than done, order is ready and shipped 11:25 New enclosed safety switch i 
. by truck. No regular « sry serv Atlantic makes . framework above panelboard. Power is re 
ise of a o> 


ny means of transportation available in an emergency juring this emergency service was forerunner 
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revenue of four outside salesmen 


To the salesman, his mobile set 


means saving in time, travel and 


tempers, a source of security that 
strengthens a belief that any job, emer 
is no farther away from 


gency or not, 


his grasp than the chattering “ridic 


talkie 


e Broadcasting Mechanics - 


his steering wheel 


beside 
The 
radio in his car works much like police 
radio. Like the cop in the prowl car 
microphone and a 
j 


ana 


the salesman has a 
loudspeaker installed next to him 
another loudspeaker attachment con 
The 


about the size of a lady’s cosmerk 


nected in the rear rest Gf the set 
is in the trunk of the car 
mobile 


set is operated by flicking the switch 


Like an office intercom 


one way for sending 


ceiving. The sets on 
to a bigger main station locat at the 


local mobile com 


Worcester 


headquarters of the 
munications system in and 
at the purchasing 
Electric Suy 


As soon as 


lantic Co 


comes in 


Powers to his office is receive 


the mobile operator and then, like 


telephone switchboard, is plugged dt 


rectly into Atlantic Supply's own pri 
here on in, direct 


contact is made between the 


vate line. From 
remote 
station purchasing 
agent 


The 


is part oO 1 ¢ 


operation 
lain of Communications 
all along the East 
Maine orida. The range 
salesman’s set 
Worcester and B 
side, and Worcester 
Once car 


rceester 


stations 


s the half-way mark be 


rween 


the ( the r 
the W 
MINCe 1S 
e Lost 
month 


station 


the next closest station in re 


and Found ne day 


a salesman, unacquainted wit! 
the territory outside of Worcester, w 
sent to Bost n to cal 

As « 

in the winding, narri 

Hub City 


retrievably lost 


in that territory 


in the 

A tre 

tions from well-m« 

found himself one hx 

the same corner from 
His last resort was an SOS call t 

Boston office of 

for help For the next | 

in constant comn tion with a Bos 

ton-born op 

Now you 

left at the 

the road 


bear left again 


ae 


the mobile radio system 


ilt-hour he was 


the salesman had completed his rounds, 
thanks to an invaluable assist from the 
inseen—but heard—guiding hand 
But that’s just one of the many fast- 
multiplying ways in which two-way 
mobile radio communication is being 
used by a modern-thinking distributor 
salesmen 


and his 


Through this new medium the whole 


fast-thinking 


sales force has become a crew of flex- 

ible opportunists tightening their holds 

on the broadened territories they cover 
I work a heck of a lot harder 

but if I stay on top of 


Pow- 
ers confessed, 
every job and keep my finger on ail 
the big accounts like I'm doing now I 
won't mind the added burden of those 
extra sales 

e A Switch and a Service—The extta 
sales are a result of the extra calls, some 


emergency, others normal, that Powers 


sandwiches in with his regular daily 


duties. Those extras could mean the 


sale of a $76 switch to a plant owner 
n need of one within the hour, or it 
could mean just a consulting service to 
an architect wanting fixture specifica 
Whatever the need, Powers, vi: 


his two-way radio set, is “there on the 


cons 


job with the fastest and mostest service 
possible 
After all,” he 
») things I have to offer beyond what 


confides, “the only 
npetitor can give are myself and 

Other than that, we're on 
rooting 


Powers had the chance to show off 
himself and his service not long after 
tl He 


had just left the office that day and 
sing around his territory when 


1€ two way radios were installed 


from the purchasing agent 
call bakery 
the outskirts of The 


electricians 


rate a from a 


town 
owner complained that the 


were sitting around his newly-con- 


shop Waiting for wiring sup 


were needed to finish the 


uld the 


right away 


company send a sales 


in Over who could esti 


mate what was needed? 
e Johnny on the Spot — Before the 


at his plant from 


customer had arrived 
the pay telephone station from which 


1 Aclantic, 


$ car into the parking lot across 


Powers was swing 


me explaining be 
man 


treet. It took s 


Powers could convince the 


was the salesman the man was 


for not three minutes before 


That's pretty fast work, m'boy,” the 


incredulous owner said, alternately 


and stroking his 


Powers figured out 


what was needed to finish the job, had 
the order okayed by the owner, and 
then called it into the purchasing agent 
by radio. He sent the bakery truck on 
ahead of the call and by the time it 
arrived at Atlantic's warehouse, the sup- 
plies were ready to be shipped out 

The bakery was once again a hum of 
activity within the hour. The bakery 
owner was a beaming, satisfied custom 
er, and Powers was the man of the hour 
© More Trouble—A few days later 
another call came through to Atlantic 
Get Powers over here as soon as pos 


sible,” We've 


just had a blow on the panelboard 


the urgent voice said 
The emergency request was switched 
over to Powers just as he was leaving 


When he rumbled 
into the parking area, the purchasing 


lunch 


his car for 
hy 


agent and the plant engineer were 
‘ I i 


waiting for him 
I should taken advice 


have your 


told me to replace that 
the told 


Powers as they were entering the eleva 


when you 


open-type switch engineer 


tor to go down to the transformer room 
The faulty 
a power shutdown on the second floor 


switch was the cause of 


Working fast to avert a further dis 
ister to the plant's electrical system 
Powers called the office and instructed 
he shipping department to send imme 
liately the required equipment to the 
plant. By the Powers w 


time iS petting 


into his car soon after the order was 
delivered, the 


back in 


Just having 


second floor was once 


again 


operation 


the two-way radio for 


that job would be worth all the cost 


for Powers 


its ipkeep for a year 


ed, “because after that 


$2500 


ibo It wee k 


the pli nt 
th 


gave me an order for 


ul equ And when 


they think of supplies anymore, 


wor Of speci pment 


ever 
they automatically think of me 
e Asset in Reverse—Besides being a 


handy tool for the purchasing agent 


when he wants to contact Powers or the 


other salesmen in an emergency, the 
works just as well when 
d. By 


forgetful man 


two-way radi 


the situation is reverse his own 


idmission, Powers is 
when it comes to filling out compli 
mentary orders that customers ask him 
to bring out on his next trip to their 
omces 


A lot 


way to an account without the supplies 


of times I find myself on my 
I promised to bring along with me, 
Powers admits. “A flick of the switch 
in that case ; purchasing agent 
on the otk yf the line and in no 


time at all the supplies are on their way 


to the plant in a company car 
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ey the very beginning, I just told 


all the who have 


those two-way radios to make as big 


salesmen 


pests of themselves as possible call 
ing in at all of 
They've been doing it ever since, 


hours the day 
and even though they make a lot of 


noise, their calls are music to my 
ears.” 

That's the way M. M. Green, pres 
ident of Atlantic Electric Supply Co., 
Worcester, Mass., feels the 


firm's new two-way radio communi 


about 


cations setup between his salesmen’s 
cars and company headquarters. Re 
cently installed about four months 
ago, the sets play nothing but sales 
songs—appropriately pitched high 
“When first pre 
sented to me, I thought the cost 
Green 


the idea was 


would be too prohibitive 
declared, cocking an ear to an order 
being called out the remote 
“squawk box” in the next room 


“But taking everything into con 


over 


sideration, we're actually way ahead 


of the game 

e Debit and Credit — The 
Green figured it out was this: Initial 
four two-way 


way 


investment for the 
radio sets was $25 apiece for instal 
$100 


lation charges, or total cost 


Rental of the 
$27.50 for each car. That $27.50 is 


sets each month is 


a flat rate—any amount of calls can 


be received and sent on that one 
charge 

Discounting the original cost for 
installation, which can be defrayed 


by one large extra order taken by 


Two-way Radio Results—Sales High, Cost Low 


each salesman as a result of the new 
for 


month totals 


system, his operating cost then 


the four each 


$110. Deduct a large portion of the 


cars 


monthly advertising outlay of about 


$100 (“These two-way radio cars 


best free advertising we 


Then take into 


are the 


know of” ) consider 


ation the reduction in telephone 


bills that are now almost nil at the 


salesman level. Now the company is 


just about on the same financial 


footing as it was before the com 


munications system was installed 
It only takes two or three add 
tional orders every week from each 
ot put 
monthly receipts way up over the 


the four salesmen to our 


op,” the Adantic president said 


t rly 
tO0O Cary 


He continued: “It’s yet 
to determine a set pattern in the rise 
of calls per day, or the subsequ 


The 


is that both 


rise in sales only thing 


know are definitely 
over corresponding months, and 
i very sharp rise for tter 
e Good Indication—Green ba 


ppraisal of what 


“Ph 
in store for his company in the 
ot 


his optimistic 


ture on a caretul inspection the 


returns from an automotive distribu 
tor who belongs to the same mobile 
communications setup. This jobber’s 
sales jumped 30 per cent from the 


had 


equipped with the two-way sets 


time he his service cars first 


His business is filled with just as 


many ours, 


emergency calls as 
Green quipped, “so I don’t see why 


we Can't equal that mark or pass it 


check Witt the mobile 


A close 
operator's log shee 


Aclantic sale 


letermined that 
re cager to make 


true for 


month ot 


smen a 


that prediction come 


their 


boss. In the 20-day July 


with only three cars 


lls 
for 
en 1 of next 


ible that figure 


over 250 ¢ came through 
Atlantic 


month 


switchboard Electric 
the 
lee] 

ICC iA 


e Full of Pep 


By Green 
1, “we'll di 


That's because if 


pepped 
up over the unlimited pe tentialities 
] 


the way his sales force is so 
these two They ve 
taken of my 
to keep the lines busy all 
ll to find 


they 


way radios otter 


surely full advantage 


reque st 


lay. Even if it’s just a ca 


correct time, the more 


radio the 


quainted with it 
to tl 


ording 


r. his 


AACE 


} 


ywusiness since 
communi 
. +} 


this 


] 
Ippiies 


1dvertising 


n of 


Stays like 











e Stepped-up Routine — These and 
many more examples of the effect two 
way radio has on the daily operations at 
Adantic Electric are being unfurled 
with rapid regularity. It's something 
like the affect the first newborn child 
has on the daily routine of its young 
parents—no sooner does it arrive than 
all the well-laid plans revolve almost 
wholly about the flush-faced youngster 

With the salesmen at Atlantic Elec 
radio communications 
setup effect. It’s 
baby. Any changes they make in their 
selling habits are made solely to meet 
the demands of this new addition 


Right now, because of 


tric, this new 


has the same their 


t, the accent 


is on speed and efficiency—more speed 
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in servicing the accounts, more efficien 
cy in cutting down waste and human 
errors. The two-way radio is the watch 
new ob 


agdog that sees to it t t these 
ligations are met 

e Comment on Change—That it has 
more versatile and flex 
ot be 


the n 


made a better, 


ible salesman out Powers can 


letermined by in's own 
ments 
At 


nother gimmick for promotional pur 


first thought 1€ was just 


people 


poses or aS a Check m the territory 
Heck,’ they used to say, ‘they're 


now. They 


men 


really keeping tabs on you 


inds, thougt is 


soon changed their n 


soon as they saw the speedy service 


they got because of this two-way radi 


new toy 


me when 
tne barber 
N appoint 


reached for 





THE GREEN LABEL DISTINGUISHES NEW G-E 40-WATT RAPID-START BALLAST 


— — \=<F 
Wwe A BALrAast Pe 
fe) a 

\ / 


\ —_ 


aw — 


FROM OTHER G-E BALLASTS—NOTE SIMPLIFIED CIRCUIT 


New G-E Lighting Development 


40-watt RAPID-START system eliminates starters 


General Electric — first to introduce fluorescent lighting 
in 1938-—now brings you a starterless system giving full, 
rated lamp life. New, electrically matched 40-watt 
RAPID-START lamps and ballasts do away with bother 
some blinking at end of lamp life, give you eye-easy, no 
flicker starts at a touch of the switch! 

Present “‘instant-start’’ 40-watt fluorescent is costly, 
uses a heavier ballast —present ‘‘switch-start’’ is compli 
cated by auxiliary starters and wiring new RAPID 
START system features smaller, lighter ballasts at a 
lighting cost comparable to 40-watt switch-start lighting 


General Electric lamp and ballast engineers have again 
combined their efforts to bring you a revolutionary de 
velopment in 40-watt fluorescent lighting the volume 
market. For new installations or to modernize old instal 
lations- a sales plus your customers will want! Act to 
day. Contact your nearest G-E Apparatus Sales Office, 
or write Section 412-102, for complete information. 


General Electric Co., Schenectady 5, N. Y. 


GENERAL @@ ELECTRIC 


a4 


TIME: 54 Cycles, or 
less Than One Second 
Shows Smooth —_> 
gigi 


No Flicker Start 
Turned On 


Cathode 


Lamp Fully 
Pre-Heated Lighted 


ENGINEER'S ANALYSIS of oscillograph readings shows fast, no- 


tr 
flicker pre-heated cathode action of new G-E Rapid-Start. 


sreatly magnified 
NEW G-E BIPIN LAMP, especially developed for fast, pre-heat 
starting, employs complex, triple-coiled cathode, right. 
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House equipment, housewares, 
toys and lights—they're 

all in the bag for Santa 

this year if dealers are 
shown... 


HE heavy volume Christmas selling 


season for electric housewares has 

opened and presents an opportunity 
for the wholesaler’s salesman to play 
an important part in boosting sales 
records to new highs 

The wholesaler is easily the most im 
portant factor in the latest industry 
wide campaign to promote 


electrical housewares as Christmas gifts 


sales of 


He is the local sales force for the man- 
ufacturer, the dealer's merchandising 
teacher and the mainspring of the en 
tire effort to secure a larger part of 
record consumer Christmas expendi- 
tures 
e Bigger Campaign — The electric 
housewares gift drive which substan 
tially boosted sales volume last year has 
been expanded this season in order to 
counter sales resistance effectively and 
stimulate consumer purchasing plans 
The market is there. There has been 
an ample increase in population along 
with extensive home-building, creating 
opportunities for a new kind of crea 
tive, imaginative merchandising. This 
is the story that the distributor's sales- 
man must bring to his dealer customers 
Electric housewares are not only gifts 


October, 





How To Cash In On 
A BIGGER CHRISTMAS MARKET 

















co people; they are gifts to houses as 
well. They become a part of the home's 
personality; decorate it, enhance its at 
mosphere, and truly make it “man’s 
castle.” Giving gifts of useful house 
wares, rather than less practical items 
appears to be a much more popular 
idea with the dollar-minded public of 
today 

e Teamwork Vital—The heavy vol 
ume of appliance sales at Christmas 
time is well known, but the extent to 
which it can be built up is almost un 
limited. With an expanded industry 
wide promotion will come 
but the wholesaler’s 


the pivot-point 


industry 
wide success, 
for the 


whole effort. Cooperation with the re 


salesman is 


tailer is vital to the drive. By strongly 
reinforcing the dealer's efforts in this 
campaign, the distributor's 
can always expect the welcome mat to 
be out for him in the future. The more 
personal effort he puts forth, the more 
grateful will be the dealer 

The leading housewares 
manufacturers are using widespread 


salesman 


electric 


national and local advertising to help 
pre-sell the Christmas market. In addi- 
tion they offer distributors many aids 





Turn Page For NEW ANGLES ON CHRISTMAS SELLING => 
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for his retailer customer. Advertising 


reprints, counter and floor displays and 
Many local 
light and power companies are joining 


ad mats are also available 


the campaign with other promotions to 
aid the dealer in attracting more gift 
buyers 
e N.E. M. A. Promotion—The ele 
tric Housewares Section of N. E. M. A 
has launched the Christmas selling 
phase of its year-round electric house 
wares gift campaign. In addition to an 
impressive barrage of national advertis 
ing and publicity, the Christmas phase 
of the program offers free special holi 
day window display aids, streamers and 
posters. For store interiors there are 
instructions for setting up floor displays 
and self-selling sign reprints from na 
tional ad mats 

The manufacturers have come to the 
right man once more in their drive for 
consumer Christmas dollars. The share 
that the wholesaler receives depends of 
course on how well he performs his 
indispensible functions. Here is an ex 
cellent opportunity for the wholesaler 
to hypo both his and the dealer's profits 


and to ingratiate himself with an eye 


to future business 





Housewares 


NEW ANGLES 


The Christmas selling outlook for 
electric housewares is brighter than 
ever. In the past two years almost two 
million homes were built. Fortunately 
this new has dovetailed 
with another development—a changed 
consumer attitude—to open an entirely 
different market for 
House”. 


construct.on 


“Gifts to the 


Purchasing power has hit an all 


FOR SELLING 


time high, but 


have made 


economic conditions 
the consumer reluctant and 
in spending. The 
public apparently shies away from the 
helter-skelter of 


carefully selective 


buying. The 


shopper no longer comes into the shop 


scare 


eager to see how much he can have 


Today's prospect wants to be shown 
He expects a convincing sales presen 
tation before This 


investing atmos 





Lighting 


Every Christmas brings a burst of 
community pride in the form of bigger 
and more colorful lighting displays 
Here lies another potential market for 
the wholesaler to point out to the 
dealer. Christmas has been a rallying 
point for community pride for some 
time. Over the years there has been a 
trend to expressing the Christmas feel- 
ing in huge, beautiful lighting dis- 


plays. Year by year Christmas lighting 


grew and with it came a need for vari 


ous types of bulbs and equipment 
Home owners, » had seen the 


large exhibits in 


commercial dis 


tricts, wanted to try their hands at 


most their homes and 


making the 


in many residences have 


1 New 


business auistricts 
new communities and 


Cases pr 
outdone the 


homes mean 





Electric toys have grown more popu 


lar each year as 


ideal long-lasting 
Christmas gifts for growing children 
Train sets, electric football and baseball 
games all rate high with boys while 
their sisters favor their authentic little 
electric irons and washers. 

The principal problem with this 
line is price, but there are ways of 
pushing it to the background until the 


right moment. For example, let's con 


trains. Set up 


signals, 


sider a set of electric 


train layout complete with 


greenery, tunnels and such, and you 


lave to step DacK quicKly Or De tram 
I back quickl be t 
pled by the crowd that swarms around 


it. To make best use of this interest 


then, the wholesaler must help his 


dealer customer to mount a large, at 


tractive display. Electric toy manufac 





House 
Equipment 


More and more in the years since 
the war a novel gift idea has taken firm 
root in this nation. Along with record 
home building came the concept of 
giving presents to the house. The idea 
has gained great popularity and now 
offers wholesalers a chance to sell elec- 
trical house equipment to a rapidly 
developing market 


Manufacturers have produced many 


items 


What 


house 


gifts 
could nore welcome in any 


than a kitchen fan expelling heat, 
grease and cooking odors and circulat 
ing fresh clean air? How about a 
tuneful set of door chimes 

casings? And then there’s that efficient 
little space heater making rooms cozy 
and warm on those snowy cold winter 


mornings 
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ELECTRIC CHRISTMAS GIFTS 


phere makes ideal potential customers 
for tangible, practical merchandise such 
as electric housewares 

Housewares aren't gifts in the sense 
they 
Besides be 


of being nice but unnecessary; 


story all their own 


attractive, they are useful, conven 


ne and work Saving devices 


specifically to enhance the 


nce and comfort of the home 


To top that, housewares manufacturers 


have constantly improved on_ their 
products to bring. more advantages and 
benefits to the users. The high quality 
and workmanship of these products 
have made them longlasting as well as 
decorative; 


joyment for future years. The later ap- 


a source of Continuing en- 


pliances such as broilers, steam irons, 
deep-fat fryers, roasters, coffee makers 


floor polishers, and electric shavers 
have all helped to make living less 
chore and more a pleasure. End result 
electric housewares are the best buy 
for today’s for 
Christmas gift shopper. Make the n 
} 


casn 


most my 


oney 


of industry and 


your red and white Christmas chips 


pre moron 


This is the year to tell—and sell 


the electric housewares story 





new pre-sold potential markets for 


Christmas lighting strings, bulbs, flood 
lights, spotlights and many other spe 


ial items needed to achieve colored 


illumination effects. The dealer's cus 


er may shy at the initial outlay but 


, a 
that objection can be countered by 


planning to start with an inexpensive 


adding extensions 


lisplay and new 


from year to year 


Local light and power companies en 
courage community lighting by spon 
soring residential lighting contests 
Leading lamp companies, in addition 
to heavy national and local advertising, 
have made up eye-catching, self-selling 
merchandise counter and floor displays 
as dealer free 
booklets for the buyer containing in 


structions on how to build and set up 


aids. There are also 


attractive home displays and 


safe wiring of outsid 


€ circuits 
All of these merchandising 
available to the wholesaler to | 


prepare the dealer to win his 


share of Christmas lighting d 
Here is a chance to help make this 
stmas 


n the 


the brightest, most colorful Chr 
ever and to make a great profit 
bargain 





turers offer complete and adequate in 
structions on how to do this effectively 
besides providing eye-catching mer 
chandise displays 
Another sound rule for the whole 
saler is to stress to the retailer the im- 
portance of selling the parents rather 
than the children. The children don't 
have the fat wallet; the parents do. To 


get around the price objection smooth 


ly, the dealer must be trained to con 
centrate on the quality and workman 
product, showing, for 


the manufacturer has 


ship of the 


instance, how 
kept pace with even the smallest modi- 
fication on the real-life locomotive or 
freight car. An additional thrift sug- 
gestion could be to start the child with 
a few cars and build the train system 
car or two on each suc- 


with a new 


ceeding Christmas, but the 
point is to get to the price last 
the prospect has been thorough! 


Reme 


many more 


quainted with the item 
too, that every year 
dren come into the age 
receptive to electric toys 
already large market 

The field is ready for « 
you have your tools ready 





These and other items have many 


forceful _ selling which the 
wholesaler can impress on his retailer 
equipment 
desires for 
comfort and convenience. Then there's 
and health Plug-in 


lights are available for the dark nooks 


points 


house 
and 


customers. Electric 


satisfies basic needs 


the satety tactor 


and corners, dimly lit stairs and closets 


Every home needs a flashlight for 
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emergencies and sniffles, colds and 
coughs seem to disappear when the 
family has a sun or heat lamp handy 
And what about a power mower so 
Dad won't shudder thinking of next 
spring and summer's lawn cutting? 
The big job is making the dealer 
fully aware of this lightly tapped mar- 
ket, stressing the important selling 


points of the merchandise. Electric 


house equipment is being widely p: 
moted and dealers should cash in on 
support This Christr 


distributor who « 


this national 
selling season, the 
make his customer aware of the electr 
home equipment 
is going to reap 
profits. Make this Yuletide your har 
vest time for electric house equipmen 


selling possibilitic 


4 bumper crop if 


gift dollars 





ie 


with CLARK Type"CY” 
COMBINATION AC MOTOR STARTERS 


Clark type CY’ Combination Starters offer many 





cost-saving advantages. 


They cut installation costs—only one cabinet to mount. 





They cut wiring costs—simply connect to power line 





and run leads to equipment to be controlled. 


They simplify inspection and reduce maintenance to 





a minimum. Moving contacts are inspected by merely 





pushing down the contact bars—stationary contacts 
by opening snap-action cover clips and releasing 


lower arc shield. Because the arcs are magnetically Type “CY” Magnetic Combi- 


rotated pitting and corrosion of the twin-break silver- oe ee Se ee 
alloy contacts are negligible. However, if contacts — 
must be replaced, this can be quickly done with a screw driver and 
a wrench, without removing starter from cabinet. These, like all 
other parts, are front removable. And the entire control unit—on 
baseplate—can be lifted from the cabinet after disconnecting leads 


and loosening 3 screws. 


Type CY” Combination Starters are designed in many styles, sizes 
and enclosures. Shown here are Bulletin 6018 combining a fusible 
or non-fusible safety switch and a size 2 type “CY” starter—and 
Bulletin 6020 combining a size 2 type “CY” starter and a circuit 


breaker—all in a single, neat enclosure. 


The CLARK line is the ideal line for Distributors. CLARK Bulletin 6020 Size 2 
Type “CY” Magnetic Combi- 
nation Motor Starter with 

Circuit Breaker. 


tHe CLARK CONTROLLER co. | 


/ 
NEERED ELECTRICAL CONTROL + 1146 EAST 152NO STREET, CLEVELAND 10, OHIO 
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LES KAUFMAN 
product that fits 


(right) briefs 


nto O.K 


From Zero to 


salesman 
Electric Supply’: 


picture. Started 
factor in O.K 


Joe Brooks on a 
components sales 


s total busine 


ae 
st 


1949, components selling 


naving jumped 


20 Per Cent 


Statistically, that's the components sales story for O.K. Electric 


Supply Co., of Perth Amboy. But there's more to the story than 
that. This firm noted an industrial need and went out and filled 


it, adding another service to its regular wholesaling functions. 


HE O. K. Electric Supply Co., after 
33 years of experience in the elec 
trical wholesaling industry, has de- 
veloped into an Organization servicing 
primarily the needs of industrial con- 
sumers. The function of an electrical 
distributor in this field, we have found, 
all the needs that may be 
presented by an firm. It 


would naturally be quite simple but 


IS tO Satisfy 


industrial 


unproductive from our point of view 
to fill only those simple requirements 
involving the “run-of-mill” supplies 
In the development of this type of 
operation, we have found that there are 
a great many manufacturing firms us 
ing 
parts) in 


electrical materials (component 
manufacture of their 
products. These firms are known in the 


trade as O.EM 


the 
accounts 


(original 
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By Lester G. Kaufman 


Treasurer 
O.K. Electric Supply Co 


equipment manufacturers ). The larger 
of these O.E.M. accounts have been and 
are being satisfactorily served by the 
manufacturers of electrical equipment 
The smaller O.E.M. accounts, however 
because of their vast number and the 
nadequate sales representation of these 
manufacturers, have been unable in a 
great many cases to obtain satisfactory 
information and advice pertaining t 
component parts 

e Rapid Growth—In 1949, we insti- 
tuted a program directed to the solution 
of this problem to those of our cus 
temers falling in this category. Due to 
the very real need for this function by 
a distributor, have been able to 
build up this O.E.M. business from a 


we 


start of zero to a point where it is now 
responsible for from 15 to 20 per cent 


of our total volume 


We 
that within three or four years this type 


of business will be 


fully expect 
responsible for as 
much as one-third of our volume 

Our sales representatives found that 
an even more important problem con 
small O.E.M 


unts 


fronted the account. In 


most cases, these acct were not 


familiar with proper price structures 


and had been paying for their compo 
nent parts prices greatly in excess of 
what legitimate discount schedules en 
titled them to pay. In performing this 
proper pricing service, in addition to 
supplying information and warehous 
ing facilities, we have been able to ex 
tend the number of accounts with 
whom we do business 
Quite often we have found that 


of component parts, duc 





0.K.’s Components 
Sales Operation Is 
In Addition to Such 


Regular Functions as... 


knowledge of he 


in the electrical indus 


complete various 
items available 
try, are fabricating in their own plants 
items which 


at considerable expense 


with small modifications are available 

as standard from various manufacturers 

in our field Acq the O.1 

count with these 

him to r¢ 

take advantag 

Pp nents | 

instances save ir Cust 

siderable money. At 

time 

other 

responsible f 

tomer-relations picture 

© Not Price-Cutting 

well to pe 

a price-« 

Case is an 

than wl 

resale prices s 

typ of bus 

tively short 

ber th 

typ< f I 

oOsition 

from the 

the OEM 
One of our m 

tion has been t 

the O.E.M. user 


will schedule 


Im p< rtant 


Icce 


his ‘.) 
liveries so that he may obt 
package prices al 

for deliveries fro wareh 
Price arrangements are made in 
leliveric¢ rom our ware 


house are priced 


cases wherein 
industrial 


resale. In order to properly handle this 
Proj 
type of busine ss, we have fi ind 


essary to work very closely 


suppliers so tl r sales represent 
tives do not it CrOss- purposes 


pu 
WwW: 


work out 


with our sup} representatives 
| 


t 
ib 


have been ill ca t 
satisfactory 


spect 


50 


FURNISHING counter and telephone serv- 
who know the hun- 
handled and their 


trained 
of product 


ice by 
dred 


men 


uses 


Since our primary function is that of 
supplying maintenance and construc 


tion materials to industrial accounts 


this operation is presented as an addi 


tional service to those industrial ac 


counts which require it. There is no 


special training of our salesmen re 


yuired because in most cases the type of 
ul sold as component parts is the 


ly sold 
Admittedly the 


this program has been t jucate the 


SA Mic 


most difficult part of 


small O.E.M. account to plan their pro 
luctior ) that their buying pro 
in method, approach that 

account. ( 
f billing at 


srices on shipment from our war 


I 
Jur present 
industrial resale 
ehouse 
ind the better prices on direct ship 
ments have been responsible, we think 
for our success in this direction 
e Long Term Approach — All the 
various phases of our operation are 
fill a demand existing in 
servicing of OE.M 


iS outlined is the 


ndustry. The 


kind of 
we bring to bear when 
) any problems involving 


Whether a 


an old line 


SS Ope rations. 
added 


class of market con 


1S to be 


new 
1 new Sales territory approach 
he first question that we con 


s whether, in performing this 


new activity, we will be filling a long 


term economic need in our industry 


nsofar as the area of our operation is 
ncerned 


Such an approach to the ibution 


11str 
f electrical goods and commodities, if 


ised on a day-to-day basis, will some 


times conflict with the short term profit 


motif which many executives tend to 


te the exclusion of the long 


Onsi 


term view. By a very simple process of 


trial and error, we have discovered 


sometimes painfully that a_ well 


thought 


out, long term approach to a 


business policy is, in the long run, al 


MAINTAINING an office staff to handie 
and shipping orders, pay in- 


ice issue bill keep records 


receiving 


and 


most always the more profitable course 

A good portion of the success which 
we have attained in the past years we 
attribute largely to our adhering closely 
distributor in 


to the function of the 


the electrical industry. In the following 
briefly 
functions to be 


e How to Stay Healthy —A sound 


paragraphs, we have outlined 


what we deem these 


business management demands that in 


show a successful net profit 


the end of each year’s opera 
y close attention must be paid 


ising warehousing 


practices 


costs, transportation Costs, etc and 


admittedly, such management under 


today’s conditions will make for a suc 


cessful enterprise. However, in order 


for a Company or an industry to remain 


sound through the whole gamut of the 


economic considerably more 


function and 


thought n 
purpose 
In the last te ) years Ameri 


our 


can free leveloped the 
tion of goods and 
inything in the 

he ethicrent use 
representation 
competitive market, the 
American economy spends a lower per- 
ich consumer dollar on dis 


tributior iny other economy 


which this time 


However, any segment of this system 


an fall by if it fails to per- 
form its purpose adequately 
Trade 


practices and the channels of 


n demand certain perform 
inces from those companies involved in 
ition of commodities. These 

executed by the 

€ executed some 

channel of distribu 

the manufacturer 

itors point of view, 

ssidously avoided since it 

weakens the position of the distributor 
the ecé nomy as a 


whole. Econom 
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OPERATING trucks so that prompt dé 
livery can be made to customers on order 
assembled for shipment from stock 


ically, this should be avoided since the 
functions which are characteristically a 
distributor's can be performed in 
most efhcient manner only by the dis 
tributor 

e Double Duty—The electrical dis 


tributor has a dual function t 


) perform 

each of which is equally important 
Following a natural chain of distribu 
tion, the distributor must adequately 
represent the manufacturer whose lines 


] 


he carries. The word “adequately” cov 


ers, more functions 
than a great many distributors are will 


ing to perform 


in too many Cases 


e Adequate warehousing facilities 

e Adequate shelf stock 

e Proper credit policies 

e Trained sales personnel whose ex 
perience allows for the proper coverage 
of an area 

e Basic engineering service as it ap 
plies to each product which is sold 

e A proper educational program di 
rected to the distributor's customer t 
acquaint him with new products as 
they are brought out by the manufac 
turer 

e A proper evaluation of the facts 
governing the cost of distribution and 
the use of such an evaluation in pricing 
to the consumer. 
e Diluted Distribution 


major purpose is, in 


- This first 
many instances 
ignored by the distributor and we think 
that this is responsible for so much s 

between man 


called “non-cooperation 


ufacturers and distributors. The elec 
trical distributor who does not properly 
perform this economic necessity com 
pels a manufacturer, in some 
break the natural chain of distribution 
We firmly 
believe that most manufacturers whose 


cases, to 
and sell direct to the user 
present selling policies contain this type 


of operation would be greatly benefited 
if their sales could be directed success 


fully through proper trade channels 
Much of the diluted distribution which 
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PROVIDING facilities for 
storing and speedy handling of all 
>f electrical product 


types 


and sizes 


is found in the market would be auto 
matically eliminated by the manufac 
turers whose distribution is diluted if 
enough of their distributors would per 
form this first function efficiently 

fine lines manufac 


There are many 


tured by concerns whose 


value to the legitimate distributor 1s 


reputable 


practically nil because of this diluted 


distribution In many Cases, the manu 


facturer who is in this position insofar 
s concerned cannot be 


is sales pt licy 
blamed since his experience with dis 
tributors has been of the wrong kind 
Many of these lines were unable to ob 
sufficient enough to 


tain a volume 


commend a strong distributor sales 
Many 


merchandise 
tempt to Maintain a proper sales policy 


policy fine lines of electrical 


whose manufacturers at 
approach are not receiving the kind of 
listribution to which they are entitled 
The 


facts and is willing to act on 


distributor who recognizes these 


them 
places himself and his industry on a 
much sounder footing 

e Almost Automatic — The second 
efficient dis 


tribution of electrical commodities to 


primary function is the 


contractors, dealers, industrial plants 
municipalities, etc. If the first function 
of a distributor is adequately perform 
ed, the second will almost automatically 
be accomplished with a few additions 
Since a company which is adequately 
representing a manufacturer already 
has warehouse stocks, proper sales rep 
resentation, basic engineering facilities 
etc., these services automatically accrue 
to the benefit of the customer. The one 
major addition is that the distributor 
must be prepared to supply material 
and inquiries and 
quotations courteously and efficiently 
The thought governing this 
second function must be to keep the 
wholesale customer supplied with mer 
manner that the 
operating costs of his business, as they 


promptly service 


basic 


chandise in such a 


economical 


MAINTAINING a showroom 


tomers 


where cu 


may see electrical or juct n 


eration and have dermonstratior mace 





ire affected by the procurement of this 
type of material, are kept min 
mum 

It is well recognized th ere re 
many things wrong with our industry 
basic problems which tend to increase 
the diffhiculry of the legitimate distril 
tor to perform these functions properly 
As each of the items which make up 
efficient distribution are elit ed by 
a distributor, his overhead costs decline 

thereby, in most instances, allowing 
such a distributor to cut standard prices 


below what would be a workable mar- 


gin for the legitimate distributor. If all 
electrical distributors were to follow 
the lead of such a firm in order to re 


main Competitive in price, we we ld 
all see the day when there would be no 
wholesale electrical distribution ind 
try 

e Economic Suicide All of che 


functions described are funct 


ns wi n 
must be performed by someone. If ti 
distributor fails to perform them, then 
the manufacturer must. If the time 
comes when all of these functions are 
being performed by the manufacturer 
the need for the distributor will 
to exist. The only reason for the ex 
ence of any industry is its econon 





necessity. If an 


industry ¢ 





economic necessity f 


will destroy itself 


I do not believe that t hdUSCtTy 
in quite that serious a condition. The 
seeds of such a deve lopment, however 
are certainly present in our industry. | 
can be most forcibly proven tl } 
tunctions which the electrical distrit 
cor should perform can be performe 
with maximum efficiency only by the 
electrical distributor. And it is time 


that those distributors and manufactur 


who are 


ers interested in successfull 
Maintaining Our present forms of d 

tribution should attempt remov 
those seeds of destruction which are 


yperating in today’s marker 








EDITOR'S NOTE—It's always inter- 
esting to hear what a man on the re- 
ceiving end of wholesale salesmen's 
sales efforts has to say about their 
techniques. This article does just that 
and suggests some improvements as 
well. It came in unsolicited to ELEC- 
TRICAL WHOLESALING with the 
request that if used the author's 
name be withheld. 





DO not lay any claim to fame as a 
Neither do I 


profess to have any degree of selling 


sure-fire” salesman 
acumen not possessed by those in the 
selling But for more than 


25 years I have been on the receiving 


pre fession 


end of the selling efforts of countless 
wholesalers’ salesmen and others who 


have been interested in selling me 
g 


something. Also, during those 25 years, 
I, too, have been bucking the selling 
game 


things that I 


a retailer I must sell the 
As 


I have evolved a cer- 


for as 
am sold a result of 
this experience 
tain definite selling philosophy that has 
reduced salesmanship for me from the 
complicated process some folks would 
have us to consider it, fringed about 
with a lot of high-brow psychology, to 
a strikingly simple process—one that 
has increased my efficiency as a sales 
man many-fold and one I am convinced 
would bring about similar or even bet 
ter results if generally applied. At least 
I know the process would prove doubly 
effective in selling me 

My whole philosophy of selling is 


based on 


which my experience has led me, name 


the definite conclusion to 
ly, that there are just two cardinal prin- 
ciples involved in successful salesman- 
ship. To be sure, there is a lot more in 
salesmanship than can possibly be ex- 
pressed in any two factors. But even so, 
it is in the refinement of the technique 
rather than in the essentials. However 
a thorough understanding of these two 
cardinal principles arms one with the 
very essence of successful selling and 
provides the foundation upon which to 
build selling technique 

e Predetermine the Need—The first 
factor and the indispensable foundation 
of every sale is an absolute knowledge 
on the part of the salesman that the 
prospective purchaser has a need for 


$2 


Determine first of all whether 
merchandise and can fit it intelligently into 


The 


his particular merchandise and can 
profit by its purchase 
To 


to grossly violate the ethics of salesman- 


ignore this basic factor is 
ship. Countless times I have had sales 
men waste their time as well as mine 
in an endeavor to interest me in some 
article of merchandise only to find that 
I have no need at all for it regardless of 
its merit. And even after explaining 
this situation to them, they will con 
tinue their arguments 

Of course, it is quite obvious that the 
prospect is not always conscious of any 
need for or benefit to be derived from 
the purchase, and it is the natural tend 
ency to resist any effort to be “sold 
But it is a part of the job of selling to 
determine just what is the status of the 
prospect with reference to the merchan- 
dise you wish to sell before unleashing 
Naturally, if the 
a need for 


selling arguments 


prospect was conscious ot 
the merchandise or sensed the benefit 
he would derive from its purchase there 
would be little need for selling strategy 
To make the prospect conscious of his 
need and the benefits he can derive 
from the purchase of our merchandise 
is the purpose of all our selling efforts 
e Why He Resists — Resistance to 
selling effort, in the vast majority of 
instances, has but one meaning: the 
prospect has not seen a need for the 
merchandise or the benefit. At least he 


doesn't see a need sufficient to warrant 


% 


9 not the pect has 


pro a need for the 
his operation 


ne-Two of 


the expenditure of the sum involved 

Selling is an aggressive procedure. It 
is an attack upon the purse of the pros 
pect, and so his attitude of resistance is 
one of self-defense. And until the pros 
pect sees some advantage to be gained 
through the purchase, he will continue 
to resist the effort to be sold. Therefore, 
the line of least resistance to selling is 
for the salesman to have a predeter 
the 
Armed with 


mined knowledge of prospect's 
need for his merchandise 
this sort of knowledge the salesman has 
a big advantage, and if he handles his 
interview properly he can bring the 
agreement with him in 
order. The 


to avail himself of the advan- 


prospect in 


short prospect is just as 
anxious 
tages or benefits to be derived from the 


lise 


merchanc as you are to have him to 
do so, but he isn’t letting loose of his 
hard-earned cash until he is satisfied 
that the advantage or benefits are equal 
to the sum involved 
e Prospect Comes First—The very 
first step to successful selling in my 
philosophy is to be able to fit the mer- 
chandise— intelligently and honestly— 
into the prospect's picture. The pros- 
pect’s benefit must always be placed 
ahead of the salesman’s. This principle 
n salesmanship seems so obvious that 
every salesman should recognize it and 
put it to work in his selling efforts 
Salesmanship involves much more 


than making an immediate sale. I have 
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Then 


need 


sell 


had salesmen call on me who have tried 
so hard to get my name on the dotted 
line mow that they not only failed 
this but actually closed the door against 
any future possibilities. I have in mind 
one salesman—and he was a Big Shot 
with his company——who so antagonized 
me with his arguments as to why I 
should immediately sign up to handle 
his particular brand of merchandise 
that I have repeatedly refused them any 
consideration despite the fact that | 
have changed brands in this particular 
line at least six times 

Personally, I haven't much patience 
with the theory that the more frequent 
ly the salesman exposes himself to sales 
by increasing 
1 


aay 


his number of calls per 
the greater his possibilities for 
making sales. There's no doubt that the 
salesman who does the most business is 
the chap who makes the most contacts 
with prospective buyers, but just be 
cause you decide to see 15 


day 


prospects a 


isnt any reason why you will be 
rewarded with their business 

The law of averages, like every law, 
depends upon certain constant factors 
and the salesman himself is one of those 
factors. Simply making 10, 15 or 20 
calls a day seeking buyers for your 
products isn’t going to improve your 
batting average put 
those calls a certain amount of prepara 


tory thought 


unless you into 


the salesman 


possesses an absolute knowledge of the 


Unless 


October, 


the prospect on your 
but fails 


Successful Selling 
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Si 


brand 


to completely convince the pro 


prospect's need, he is at a disadvantage 
For lacking this knowledge, he is not 
in a position to force the issue, and the 


defense I don't need it 


I'm not in 


prospect s 


the market today must 
be accepted as final 
Of course, merely knowing that the 


customer has an existing need for our 
merchandise and can profit by its pur 
chase doesn’t mean we will make the 
sale. The prospect may have a different 
idea of it 

- After 
the need has been developed, the next 


e Follow-through Essential 


step is to sell the prospect our particu 
lar the 
salesman develops the need but neglects 


merchandise. Too frequently 


to follow up this advantage by selling 
The 
some competitor reaps the sale 


prospect on his line result 


A few months ago, a salesman for a 
certain office appliance thoroughly con 
vinced me of my need for equipment of 
that its instal 
ofnce 


the type he was selling 


lation would enable me to cut 


expenses a very considerable amount 


But he failed to “sell” me on his par 
ticular appliance, with a result a com 
peting salesman got the business 

e Establish Value—This brings us to 


the second factor in my selling philoso 


phy; “A sale, any sale—every sale—is 
merely the establishing of value.” This 
sounds simple enough, but it is abso 


When a sales 
prospect of his 


lutely all there is to it 
man has convinced the 


»—f merchandise. Too frequently the salesman develops 
pect that his brand is 





the 


the right one for him 








need for the merchandise and does not 


get the order, there is but one conclu 
sion: he has failed to create a greater 
value for his merchandise in the mind 
of the customer than the amount of 


money involved in its purchase 


Every salesman must have an abs 


lute belief in the merchandise he 1s 


selling. He must be convinced that the 
product he is selling is without ques 
dollar for dollar 


than any competing brand, 


tion a superior value 
and he 
should have logical arguments for his 
belief. He should be honest in his belief 
that his prospect can profit from the 


purchase of his product. If the salesman 


doesn't start with these premises, he 
doesn't have a real foundation upon 
which to base his selling efforts. Fur 
thermore, he has no ethical right to 


make the effort 
Then 
complete knowledge of his product, its 


too, the salesman must have a 


quality, its manufacture, what it will do 
in the hands of his customer under 
varying circumstances. The possession 


of this knowledge is the only successful 


manner by which value may be created 
would de 


If wholesalers’ salesmen 


velop their selling efforts along these 


lines I am thoroughly convinced they 
would experience a tremendous im 
provement in sales. There is entirely 


too much “lazy selling” on the part of 
There 


be a revival of real selling principles 


sales organizations today must 
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Front and rear views of alarm panel containing Z7 Type EKP 
explosion-proof Visularms built for a chemical plant. 


fsularmt CONDULETS® 


Pilot lights give visual indications of normal and abnormal temperature, pressure liquid level, speed, load 
or other conditions. 


Bell or howler can be used to give an audible signal. A single bell or howler can serve any number of 
Visularm 


s 
Flashing light instantly directs attention to the proper control station. 


Reset-Test Switch. “Reset” position silences audible signal and changes flashing light to steady until 
normal operation is restored. “Test” position permits periodic check of each element in the Visularm. 


Compact and easy to install. Occupies little space on the control panel. Only requires round drilled 


oles 


Accessible .... all actuating devices are on a factory-wired, jack-mounted plate which can be quickly 
removed for servicing and a spare can be inserted to maintain operation. 


90000090 


Two-light and three-light Visularms are available; any number can be mounted in either vertical or 


horizontal rows on a control panel. Type EKP Visularm is explosion-proof and Type KP Visularm is dust-tight and 
weather-resitaat. 


#CONDULET isa coined word regis “a A 


CROUSE-HINDS COMPANY ‘e222 8S 2m32"h 


designates a produet made only by Nationwide 
Syracuse 1, N.Y. a See 


re — Charlotte 
Ltd, Toronto, On 


CONDULETS : TRAFFIC SIGNALS - AIRPORT LIGHTING- FLOODLIGHTS 
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How To Handle 
Nine Types of Customers 


le, 
— 
NS) ~I 


\ EN 


THE STINGY CUSTOMER 


There i nly one thing that he i 
ested in—price. In fact, he's 
that alm 


nte 


t any price is t high. Co 
centrate n 


Ee 


. 


THE INCONSIDERATE CUSTOMER 
He just loves to make trouble a 
prices, deliveries or anything else he 
think f. He is inc 
tact Treat him politely 


fiery Above 


j | 

a 

= (Cs 
/ 

\ 


A} 


THE IRRITABLE CUSTOMER 


He may be a chronic 


/ 


r yust tir 
when 


e must be handled wit patier 


Let him st it, but keer 
Show him a certain amount of 
Smooth } 


ruffled feathers 
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tight 


n 


justification f your price 


ned to misrepresent 


patiently ar 


and impatient. Since he wishes to 


( aN. 
\ 
a —_ = 
™ Bs \ 


THE DECISIVE CUSTOMER 
He's rt of a mart-aleck ck sure 
S decide 
for himself, let him d > with good hu 


respect ar i, part 


THE TIMID CUSTOMER 


nt know h wn mind and tends 
Present the facts of 
roposition to him 


Ther 


y indefinite 
cle arly and nt 
make 1 for him 


THE SUSPICIOUS CUSTOMER 


joubts your rity and the accuracy 
tatement In fact, he’s cynica 
ng a aim The best way to 
him is t give him a clear, de 
Ignore his aspers 


r temper. And show him a cer 


argument 


int * deference 


THE DELIBERATE CUSTOMER 
n't be hurried. He 


pn a L 
—~) y 


a 


THE SNOBBISH CUSTOMER 


THE TALKATIVE CUSTOMER 








On these new Mesta Cold Reduction Mills at Columbia Steel SEALTITE is indicated in black 


SEALTITE-anaconda’s flexible, liquid-tight conduit is 
used in Columbia Steel's new tin mill 


These Mesta Cold Reduction Mills were recently 
set up by Columbia Steel in their new tin mill in 
Pittsburg, California. Shown here is the way in 
which sEALTITE* —with its synthetic jacket and its 
strong, flexible steel core — was installed to protect 
control panel wiring from chemicals, water, oil and 
abrasion. Columbia used seavtirE because there 


was vibration from the mills, connections were 


for flexible, liquid-tight electrical conduit... 


sé 


very cramped, and sharp bends had to be made. 
SEALTITE — an ANACONDA Product — is available 
in long random lengths. It can be cut without 
waste. SEALTITE uses the same type of fittings as 
standard rigid electrical conduit 
The American Brass Company, American Metal 
Hose Branch, Waterbury 20, Conn. In Canada: 


The Canadian Fairbanks-Morse Company, Ltd. 


specify SEALY) TE an AnaconoA® product 
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NOW! Sell panels that adapt to the job 


...on the job! 





New BullDog Electri-Centers —just 5 in 
all—let you fill every possible lighting 
panel request up to 42 circuits 


Now you can fill orders for “custom” light- 
ing panelboards, right from your shelves, 
in minutes! 


It’s simple, with new BullDog Pushmatic 
Electri-Center® panelboards 

Flexible panel interiors accommodate up 
to 42 circuits, adapt readily to changes, 
present and future. Contractors can install 
Pushmatic circuit breakers quickly at the 
job site, add or remove them whenever 
requirements change, because they are in- 





dividual, fully interchangeable units 


Only 5 basic panel units in all fill any 
possible lighting need. You have fewer 
catalog numbers to worry about. For the 
first time, panelboard orders are simple to 
fill... and components are really practical 

Ses ee Ge eee ie ee, = tee en ae 
operate with simple PUSH action, need no resetting. Bolt to bus bars so For information on Electri-Center panel- 


they won't shake loose and require service calls later. Completely inter- a 
changeable. Listed by Underwriters’! boards, write today for Bulletin 513. 





LOOK HOW SIMPLE! A PANEL FOR ANY POSSIBLE INSTALLATION 
UP TO 42 CIRCUITS FROM THESE FEW STANDARDIZED COMPONENTS 


a 


' Just 5 Electri-Center in- 2 plus selected inter- } can be assembled right 4 to give panels that handle 

teriors, together with face changeable Pushmatic at the job in minutes with any present or future 

plates, boxes and fronts breakers (15, 20, 30, 40 only a screwdriver lighting requirement! 
and 50 amp.) 


JUST 5 ITEMS... YOU CAN STOCK THEM YOURSELF 


(Single-Phase, 3-wire, Solid Neutral ) (3-Phase, 4-wire, Solid Neutral } 
1 to 20 circuits, Mains 200 amp 1 to 21 circuits, Mains 100 amp 
1 to 40 circuits, Moins 200 amp 1 to 30 circuits, Mains 100 amp 

1 to 42 circuits, Mains 200 amp 





BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN e FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 


1902-1952 . . . SERVING INDUSTRY FOR 50 YEARS WITH FINER ELECTRICAL PRODUCTS 
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er t-of 


imp ideriel tit Mee [olilelalel| 

} mmbric wires and 
buy less copper, *equire 

duit 


pace, yet deliver the some load! 


NEasbestus wire can permissibly operate at 
higher temperatures than the same size rubber or 


thermoplastic insulated conductors according to the 
National Electrical Code. Thus 
of NEasbestus wire tc 


For example 


you can use smaller 


carry a given load 


MCM-RH—capacity 380 Amperes 


35 MCM-NEasbestus 
capacity 390 Amperes. (Approximately 


QJ savings in cross-sectional area 


Size 1000 MCM-RH—capacity 545 Amperes 


Size 700 MCM-NEasbestus— 
capacity 560 Amperes 


7G 


a/ 


(Approximately 


© savings in cross-sectional area) 


With NEasbestus wire you can use your present 


coenduit—save the cost of new, enlarged conduit 
runs and resultant structural alterations. Just pull 


out the old wires, pull in NEasbestus 


@ Save the cost of new, larger-sized cable. 
@ Save major carpentry, plastering, painting 


repair bills 


mel Mmuleh Ciilt imme selaliialtelts operations in external or 
internal hot spots, install NEasbestus today. There's 
a sales office near you. 


Write today for the free NEasbestus catalog 


National Electric Products ~ 


- £ 
a 


PITTSBURGH, PA. 
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BUT TO 
— BEAT HEAT 


Cutler-Hammer’s answer to the 


unavoidable internal heating 


that causes Safety Switches to fail. 


Engineering research authenti- 
cated by outstanding authorities 
has conclusively established “‘in- 
ternal heating”’ to be the principal 
cause of safety switch failures. 
This “internal heating’’ literally 
bakes the life right out of safety 
switch parts, causing insulating 
materials to disintegrate and 
metal parts to distort and corrode. 
The safety switch then either be- 
comes inoperative or it “burns up” 
through inability to carry the load. 


In properly constructed safety 
switches, fuses are almost entirely 
responsible for this destructive 
“internal heating.” This is not a 
criticism of fuses for any fuse op- 
erating up to its rated load must 
be near its melting point if it is to 


perform properly when an over- 
load occurs. And any metal oper- 
ating near its melting point must 
be hot... and fuse links are hot 
. with temperatures running as 
high as 700 degrees Fahrenheit. 


Since you cannot vent trapped 
heated air through a safety switch 
enclosure and still keep a safety 
switch safe, the only escape from 
the ravages of ‘internal heating” 
must come through the selection 
of materials for the internal safety 


ER-HAMMER 


LEE CE TOT 


GceOve FOR WIRINS 


TEST 


ih 


7 ! 
aba. 


ict [ice | 


switch structure and the design of 
that structure to withstand success- 
fully the unavoidable heat con- 
ditions met in safety switch service. 


Cutler-Hammer Safety Switches 
were completely redesigned in this 
way a dozen years ago to beat ‘‘in- 
ternal heating’’ when engineering 
research clearly indicated the 
need for such safety switches. 
Eleven years of experience shows 
the Cutler-Hammer claim of bet- 
ter safety switch performance far 
more than a mere promise; it is a 
proven fact that demonstrates 
why there can be no other an- 
swer in safety switch selection. 
CUTLER-HAMMER, Inc., 1327 
St. Paul Avenue, Milwaukee 1, 
Wisconsin. 
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YOU CAN OFFER YOUR CUSTOMERS 
THEIR CHOICE OF HUNDREDS 
OF STANDARD SIZES AND TYPES 


—plus countless custom variations . . . 
when you handle CAST BOXES by HOPE 


H1200 TYPE * 164 SIZES 
Surface mounted 


H7000 TYPE * $1 SIZES 
Flush mounted 


8000 TYPE * 87 SIZES 
Surface mounted 


unts 
favorable Rs at 
r 


- An e 
Profitable _ mort 
UStom CS o 


H6000 TYPE * 84 SIZES 
Surface mounted 


H3200 TYPE * 128 SIZES 
Surface mounted 


. . . AND EVERY ONE OF THEM MADE OF CAST IRON, HOT DIP GALVANIZED 


The Quality and Durability that build repeat 
business are built into every BOX by HOPE 


Here’s just a quick preview of what you can offer your custo- 


mers — easily, promptly, profitably — when you distribute the 


extensive line of BOXES by HOPE. 


First, you give them their choice of hundreds of stock sizes 
ready for prompt shipment. Whether they want outlet boxes 
and fittings, junction and pull boxes, hinged cabinets, terminal 
boxes or explosion housings, there’s a Box by Hope that will 


handle the job 


Next, you can meet their needs for custom-made boxes at a 
moderate cost to them — and can get quick delivery from the 


Hope factory. And you can be sure that every Box by Hope 
will give your customers the service that you and they expect. 
Boxes by Hope are of strong, dense cast iron that far outlasts 
steel, machines easily. Every box is hot dip galvanized for last- 
ing protection, attractive appearance and freedom from the 
need of recoating. 


REMEMBER, TOO, when you handle the Hope line, you're protected by 
a 100% distributor policy. You receive favorable discounts. You make sales 
without tying up space or capital to carry stock. And you're backed up by 
consistent, aggressive Hope advertising to your customers and prospects 


GET THE FACTS ON THE LINE OF BOXES BY HOPE— MAIL COUPON FOR 26 PAGE ILLUSTRATED CATALOG LISTING STANDARD SIZES AND TYPES AND CUSTOM MODIFICATIONS 


Hope 


Name 


HOPE 


ELECTRICAL PRODUCTS CO., INC. 


338 Wilson Ave., Newark 5, N. J Mitchell 2-4426 
City 
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Electrical Prod 
338 Wilson Avenue, 
GENTLEMEN Please $ 


ucts Co., Inc 

Newark 5, N- 3 Boxes by Hope 
nd me your catalog of 

e 


Title 


Company 
Street Address 















MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS 


1639 W. WALNUT STREET 










x 
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Fluorescent Service Co. 
finds CERTIFIED BALLASTS best 


WILLIAM H. STERN, President 
Fluorescent Service Company 


Fluorescent Service Company, outstanding Washington, D. C., firm specializing in maintenance of 
fluorescent lighting installations, reports CERTIFIED BALLASTS give the best lighting results. 


Mr. William H. Stern, president, says, “I find far fewer ballast troubles and better lighting 
performance when Certified Ballasts are used and I con- 
sider it good practice to install Certified Ballasts whenever 
replacements are necessary.” 


Ag \S 
Me Me 
er 
Experience is proving it pays to insist on CERTIFIED a 


BALLASTS because they assure — 


oo 


Full Lamp Life Rated Light Output Long Ballast Life 


CERTIFIED BALLASTS are made by 10 leading manufacturers to 
precise specifications, then tested by Electrical Testing Laboratories, 
Inc., which certifies they conform to these high standards 

Write for complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer 
Participation in the CERTIFIED BALLAST program is epen to any 


manufacturer who complies with the requirements of CERTIFIED 


, BALLAST MANUFACTURERS. 


FATIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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eee are Heavier— 
Stronger— 
Easier to Install 


There is a P-L Anchor to meet your requirements 
for any size job... all along the line... from the 





smallest distribution lines to heavy power trans- 





mission lines. Available in six, eight and ten inch 
diameters with holding power classifications from 
2500 pounds to 20,000 pounds. P-L Anchor su- 
periority has been proved by use in over a million 
installations. All P-L Anchors are made of heavy- 
gauge, high-strength steel... are easy to install... 
give maximum holding power with minimum in- 


Stallation cost. 


WRITE FOR DESCRIPTIVE LITERATURE 


TELEPHONE TERRYHILL 3-2525 7 122 N. KIRKWOOD RD . $T. LOUIS 22, MO S 
ORIGINATORS Oo F THE BEN OING Ge A- NMC MOR g 


PiEPER-LILLARD, INCORPORATED iL ; 
4% 
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in this 


Gerth CONDUIT 


CENTRAL 


r 
N\ OA tail 





OE ER») 


was a natural! 


In H. P. Hood & Sons dairy plant the emphasis is necessarily 
on rigid standards of cleanliness and efficient, dependable 
operation. 

It was only natural that in designing their Boston plant for 
the production of Grade A dairy products, H. P. Hood & 
Sons selected only Grade A materials. Which makes significant 
their choice of Spang Central Conduit . . . for control systems 
and many other needs in their original plant, as well as in the 
numerous additions which have been made during the past 
several years. 

Spang Conduit is well suited for rigorous conditions. At 
H. P. Hood, for instance, they find the outside wall never 
chips or flakes even when forming difficult bends . . . remains 
watertight and always dependable through continual scrub- 
bing and other sanitary techniques. All of which results in 
complete, life-time protection for all their electrical circuits. 

This is but one more example of the reliance that prominent 
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architects, contractors and owners place in the quality 
controlled conduits by Spang—**Cenlaco”, “Central White 
“Central Black”, and “Central EMT”. Wherever reliability 
is a must, faster installation important, you'll find Spang 
Central Conduit with its easier bending, threading and cutting 
characteristics is the best that money can buy. 


OWNER: H. P. Hood & Sons Company, Boston, Mass. 
ELECTRICAL CONTRACTOR: M. B. Foster Electric Company, Boston, Mass. 
GENERAL CONTRACTOR: William M. Bailey Company, Boston, Mass. 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICE 
PITTSBURGH 30, PA 

Tame@iiila tm iil eet Repr 


Principal Citic 











DOUBLE BRIDGE 


ASSEMBLY 


Spring tension, 
double contact area 
on link. 

Links centered in all 
casings. 

Double Fibre Bridge 
for Alignment and 
Strength. 

Screws Locked — 
Only one wrench 
needed. 

Insert either end in 
Casing. Minimum 
of parts. 


APPROVED BY UNDERWRITERS’ 
LABORATORIES 








The Fuse That Science Built Cool to Pre- 
vent Excessive Heating During Heavy 


Current Loads and Long Service 


When you make that next fuse installation, consider the World’s 
Best and Coolest Operating Fuse—try WARE HI-LAG. 


You will then see for yourself how the WARE HI-LAG stays 
cool under conditions that ordinarily cause overheating—you will 
see why it’s good business to standardize on a product that ends 
costly delays—needless production shut downs and interruptions. 


There’s higher lag for motor starting overloads—stronger lag 
for operating current surges—lower contact resistance, reduced 
heating and larger and stronger terminal connections. 


The double-bridge assembly at left is another cool construction 
feature, helping to lower contact resistance and excessive heating. 
We manufacture all of our own parts and are making prompt deliveries. 

Write for Brochure giving details of all the 


COOL FACTS, sizes and prices. 


WARE FUSE CORPORATION 


4420 WEST LAKE STREET + CHICAGO 24, ILLINOIS 
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“SCOTCH” NO. 33 
Electrical Tape in “Job Size” Rolls 


“SCOTCHFIL” 


Electrical Insulation Putty 


3M Co. presents four new 
profit-builders for you! 


(Get the facts on the next page) 


‘ aes , , AR “SCOTCHKOTE” 
“SCOTCHLOK” cme to ve , "% Electrical Coating 


Electrical Spring Connectors 





“SCOTCHLOK” Electrical Spring Connectors give 


es. Nos 


easy, compact, dependable spli 
loose 


Connectors will not shake 
and snap off winding s 
10 boxes to 


in record time! 


tools 
simply screw on 
100 to a box, 


rehka 
VAS 
y iy 


a carton 


mmpletes the splice 


Stock up on all four today! 


Fast, too 


te 


Scotch 


j 


Zz. no 


m. Packed 
33 


“SCOTCHFIL” Electrical Insulating Putty 


padding sharp edges on bus bars, 


Comes in a roll, applies like tape 


with moderate finger pressure to eliminate 
in 


air pockets. Individually boxed in 1 


12 rolls to a carton 


The term ‘Scotch 
made in U.S.A. by 
Tape,‘ Underseal 
Abrasives 3M" Adhesives 


Minnesc 


Electrical Insulating 
Products 


Rubberized C 


yulded 
ids and 
x 5 ft. rolls 


atin 
General Export 


122 


“SCOTCH” NO. 33 bi 


J 


and the plaid design are registered trademarks for the more than 200 pressure-sensitive adhesive tapes 
Scotch’’ Sound Recording 


a Mining & Mfg. Co 
Scotchhte’ 


E. 42nd St 


4 screw-toy 


St. Paul 6, Minn 
Reflective Sheeting 


[ Tape is available in 

packed 12 to a 
find this 
fect team-mate for 
Fiber container keeps 


nts bruised rolls 


ctrica 
‘Job Size" Rolls 4 in. x 
n ner will 
stretch 


“SCOTCHKOTE” Klectrical Coating is a strong, 


ective skin for wire and cable splices 
or abnormal weathering or mois 


Resists sunlight, soil acids, oil and 
ive-ounce tubes individu 


ydrocarbons. Five r 
a carton 


boxed, packed 12 t 


also makers of 
“Safety -Walk 
N.Y. In Canada 


Non-slip Surfacing 3M’ 
New York 17 London, Ont., Can 





6 Ud 


/ 
ELECTRONIC EQUIPMENT — 


/ 
CONTROL CIRCUITS— 
MOTORS, GENERATORS — 
ELECTRICAL’ DEVICES— 





used increasingly throughout industry for sensitive 
indicating and control applications. 


whether built into your products, used in your proc- 
essing, or rigged up in the lab. 


as well as relays, transformers, and similar electri- 
cal mechanisms. 


of all sorts...either at the test bench or right in 
the shop. 


@ Yes, you can check just about any circuit from sensi- 
tive electronic equipment to electrical motors with this 
Weston Model 785 Industrial Circuit Tester. Here, in 
one case, is all the equipment you need for most circuit 
testing: 


D-C VOLTS: 0.1/1/10/50/200/500/1000 volts. 

A-C VOLTS: 5/15/30/150/300/750 volts 

D-C CURRENT: 50 microamps; 1/10/100 milliamps; 1/10 amps 
A-C CURRENT: .5/1/5/10 amps. 

RESISTANCE: 0-3,000/30,000/300, 000 ohms; 3/30 megohms 


Other features not available in testers of this type in- 
clude: unlimited current measurements with the use of 
external transformers or shunts—voltage and current 
circuits completely isolated to provide greater flexibility 
and meter protection — potential and current connections 
can be made simultaneously. "Phone your local WESTON 
Representative, or write—WESTON Electrical Instru- 
ment Corporation, 617 Frelinghuysen Avenue, Newark 
5, New Jersey. 


WESTON Sudeumenls 
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It Takes “Follow Through’ 


Putting the merchandising program to work 


means showing customers where, how and when 


a promotion helps them build profitable volume 


irefully a 
Campaign 1S 


O matter how merchan 


dising display or 


planned or how much money 1s 


Spent in producing expensive, colorful 
tolders, posters and booklets 


through 


intriguing 

if the 

results will not be 
Merchand 

Generate ent 

own They 

$alc 

Stood 

Whole 


follow isn't there, the 
satisfactory 
inno 


] 


Saies on their 


The programs 


presented 
a sweeping review of the fundamentals 
Ot sales: 

Gially for appl 
problems The 
in particular sh 
ing the plans, selecting valuable, work 
abk leas and ettec 
tively 

@ Monowatt’s Program—Monowatt 
Electric 


r } 


inshi nd | 
t 


are idapted espe 


ication to present dal 
wholesaler's salesman 
yuld benefic from study 


employing them 


a department of the General 
Co., 
a nighr-lig 
stairways and closets. The department 


specializes in utility lights—such 


thts for bedrooms, dimly-lit 
also markets auxiliary auto lights for 
tnree 


floor 


emergency repairs, and indirect 


bulbs for table or 


lamps 


This fall 
full-scale campaign to help the 


saler boost 


Monowatt is initiating a 
whole 
selling five 


The 
main idea is simple. Instead of han 


his volume by 


of its heavily promoted products 


dling plug-in goods as supply items, 


the wholesaler will now have an op 


portunity to merchandise then 
through the dealer. All of the special 
Monowatt products to be featured are 
The 


wholesalers customers to de 


in demand line is “sales-rated” to 


help the 


cide how much to buy and stock 
Monowatt plans several full page 
advertisements in the Satur 


Post and in the Sunday 


four-color 


day Evening 


70 


supplements of 32 large 


The G.I 
the opportunity to stimulate trade at the 


newspapers 
lepartment offers wholesalers 
dealer's level and, consequently, at their 
own level. The plan is expected to aid 
the entire trade because of the heavy 
The 


into 


advertising 
retail 


promotion involved 


will bring customers the 
he counter displays should draw 
electrical 


Monow 


will be 


tention to the entire 


5S well as ft tne 


i. The 


repetitive to 


irems feature 1dvertising 


ul ind nsure in 


reasing demand. Once the customers 


n the store, the retailer Can 20 to 
WOrK 
Monowatt plans to help the whole 
salesman get this business by 
m with sale helps such as 
board displaying the five 
thts involved in this can 
1andise assortment order 


Post 


ure pages explaining the 


ns for advertised products 
e Catalog teat 
mportant selling points; and Post-ad 
vertuising re prints as self mailer pieces 
company offers the 


In addition, the 


following merchandising aids, at no 
wholesaler for the retailer 
f the P 


window 


ost, to the 
reprint advertisement, a 


store-selling streamer; attrac 


ve counter cards and displays whicl 
help put over the whole counter; and 
newspaper mats 

Monowatt looks forward to increases 
in sales and the widespread adoption 
of its promotion program by whole 
salers and retailers to stimulate trade 
this fall 


e Universal's 


ind Christmas season 
Programs — Landers, 


Frary & Clark, makers of Universal 


ts, have begun several cam 


overcome consumer resist 


recognizes the need for 


intensive training of retailers to sell in 


the face of the buyer's market. The 


company, with the assistance of local 
distributors, is holding vacuum cleaner 
clinics for retailers all over the nation 
© stress the need for grass roots sell- 
ing,’ and to help the dealers to pre- 
pare for the job 

The emphasis is on going to his 
backyard and featuring selling help to 
meet local conditions. The classes will 
be conducted as clinical workshops 
Each class will include product train 
ing, tested sales techniques, merchan- 


dising methods, store and home de 


monstrations promotion 


and publicity 1e-1f ocal 
motion, The sa itts of the 


how to 


rea pro- 
retail 
learn 


stores represented will 


handle trade-1 rvice, and house to 


nouse se lling 
salesmen 
This 


check for flaws in 


tnese isses tne 


During 


prese ntations 


new ideas to fit 


irried 


within a six-week per ring which 


sixteen strict man 


hundre 


n as 


P Ladte Brides 
H seautifi oman's Day, Cor 


net and many others. Numerous radio 


show tie-ins and large network tele 


vision shows will also aid in increas 


iw consumer acceptance ot the line 


Potential customers will first read 


hear and see the story of Universal's 


Coffeematic.” To help tell the story 


the con giving to dealers 


pany s 


point-of-sale “Cofteematic” visualizer 
which shows in full color transparen 
salient sales features of this 
Ad mats 
ible to run in local papers 


The 


will be on 


cies the 


coffee maker are also avail 


next promotion by Universal 


the “Cook-a-matic,” which 
1 for grilling 
toasting. Beginning with a 
in Holiday 


famed 


in be use frying, bak- 


ing, and 
four-color page 


Elsa Maxwell 


magazine 
party-giver, and 
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To Make Promotions Work 


the product will be seen in a full cam They are called the “Seven Steps.” In appearance to a customer, explains the 
paign using the top national maga- addition to them, the company offers value of signs, paint, lig 
zines. As a tie-in, the company offers supplementary material for the dealer. liness and neatness, and covers every 
the dealer free copies of a book by The whole problem of merchandis- thing from windows to the appearance 
Miss Maxwell titled, “Entertaining 


nting, ciean 


ing at the dealer level is broken down yf store service-men 


Hints,” and color display reprints of into seven distinct sections which tell e The sixth of the gro Using 


the national ad page. The dealer is the dealer what to do and how to d Displays 


ilso entered in the Coronet magazine it. The booklets are well illustrated cleanliness 


display contest, another Universa! pro containing many pictures ot 
[ i ) 


ro Sell stresses interior 
ind neatness; explains how 


pho to arrange merchandise effectively, set 


motion to create retailer interest genic girls making the sales points in p demonstrations, paint and | 
The third plan by Universal is a teresting for the reader. teriors for attractive presentation of 


Slumber Party Jamboree,” an eftor e The first booklet, “Making Every lisplays 


in n 


to sell the company’s electric blanket Employee a Salesman,” covers the sub e “Keeping the Public Sold on 


through unusual counter displays and ject of personnel from the standpoin the last the seven booklets 
national magazine advertising. The of building an effective selling organ tions and = the 
company offers special gift boxes for tion. It tells how to select a good nport it the dealer's reputation 
fall and winter weddings which can 1 and prepare him for the job 

be used as self-selling displays, both for g nformation on planning sales 

window and counter y stomers, demonstrating and calls, giveaways, and civic 
Universal plans to carry a listing ot ng the sale. Ir also discusses sales icipation in local events. It also gives 
ind sales contests tips on what makes acceptable news 
in 170 market areas over the natior ® “Building Business Throug! ind how to work with 


These will be published in November nal Contact,” another booklet, d With th of 


the dealer s name in two newspaper ads meetings 


newspapers 


DOOKICTS 


and December and tied in witl cusses aggressive dealer selling, sh« lection of “Tips on Setting Prices 
Life magazine ad, which will be time yw to uncover sales leads, how ¢ Controlling Overhead prepared 


ind how to appro Minneapolis-Honeywell f« 
selling season nding big sales. It also covers per The new books previously 


for the expected peak electric blanl kee hem alive 


The fourth drive by Universal will ial solicitations, modernization Honeywel 
promote the full line for the holiday to defeat seasonal 


selling season. The company will fea problems of how 


ture a Christmas buying promotion t t-price shopper and w! 


secure maximum sales. Universal wil stomer resistance are rev i ex justry. The 
advertise nationally with a two-page rensively 


equests from wholesalers and exec 
four color spread in Look magazin e A third booklet, “Selling Through 


n many Dusinesses that are tee 
An attractive gitt-house display ht ve Advertising, 2g omplet ng the 


holding the entire Universal line of ormation on all types of 


mpact of 
t 


sm I sales 


larger invent 


nd 
electric housewares will be provide tells why to advertise, where, and El 


for each dealer. Reprints of t h to spend 
azine ad can also be arrang on the not It 


ectrical wholesalers are conft 


is well as v t t d with a common problen Dealer 
discusses the Se ) cannot be ide better salesmen over 


lisplay ncluding publications, cele night. The wholesaler’s salesman « 


Universal expects its full promo sion and radio, car cards, theatres, and not hope to train all retailers by 
tion Campaign to develop much con billboards It also points Out adval self but ne 


can benefit fror 
sumer interest and to boost sales of its ges and limitations of 


programs. They all have a « 


line to new highs ments goal more sales ind less consumer 


e Minn.-Honeywell’s Plan — The e The details of a valuable approa resistance. From a careful study of eact 
Minneapolis-Honeywell Regulator Co to sales are explained in “Bringing in plan, the salesman can gain some basi 
has launched a major attack upon the the Customers by Mail.” It tells how ideas and 
problem of improving sales among its to build mailing lists that reach the 
own dealers and those of other com customer, and how to 


suggestions for helping 


1¢ problen 

prepare mail Vhile these promotions are not cure 

panies as well ing pieces. Postal regulations, rates, alls, they should help the salesman to 
ad 


tempt to make dealers better salesmen e “Putting on a Good Front, 


The undertaking is a long-range at- and mailing problems are include: form his own retailer-aid policy. Select 


the best ideas for your particular prol 
by teaching them—through an unusual points out the importance of exterior lem and put them 

medium—the fundamentals of effec 
tive and profitable merchandising. The 
center of the program is a set of seven 


booklets of the “how-to-do-it” type Turn page for more merchandising tools a=a=> 


to work for vo 
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Compact display introduces new line of electric 
push buttons to fit the narrowest and widest 
door jamb moldings. Display has ease! back 


Multi-colored, life-sized, walk-around “Gift House’ Christmas dis 
play features assortment of electric housewares. Holiday colors 


accentuate gleaming appliances, draw attention. 


Good Merchandising Pays 


“More money for everyone,” this young miss seems to be 
shouting. She's one of the many colorful attention-getters 
Minneapolis-Honeywell uses to illustrate its promotion. 
Westinghouse self-seller display carries 250 Christmas-type decorating 
lamps. Merchandiser is 16 in. deep, 10 in. wide, 24 in. high, with shelves 
separating each lamp class. Christmas lighting booklet is attached. 
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Your Dealers Sell 


WOMA ELECTRIC CORPORATION ; 
ll Ads “Bs Model is amazed at different types of ventilating fans on NuTone display 

Designed for stores where space is at a premium, this Pegg te a ge = a os yor - geo — 

Noma Electric floor-bin display includes the most pop ee ee ee ern ee ee eee 

ular sets and assortment of Christmas lamps. 


Neat-looking display features automatic toaster in setting 
approximating breakfast nook. Sales message is on each 
side of the display board, slogan is across bottom 


The principal characters in Monowatt's fall campaign on its line of 
plug-ins is pictured above in one complete merchandiser. Colorful 
backing cards with imprinted selling points explain each product. 
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oT 


om now has Guth fluores 
nuous rows of five fixture 
fiff 


School in Lafayette, Ind AFTER Completely renovated classr 
cent fixture mounted on three conti 
ling and floor, plu 


BEFORE Primary © m in Stockwell 


ontained two single-lamp fixtures suspended from ceiling 
Foot-candle readings under fixtures registered 12, and at some 
e to even get a reading at all panels at 


Sion 


each. Repainting of é ce 


f in the room it was imp | windows, round out the light conditioned classro 


Before-and-After Shots: 


They Sell Relighting Results 


BANK 


f Flint AFTER Mitchell uni mour 1 in pair r sh ceiling 
raised light intensity to enter of the room. Units 


raised level to 70 


BEFORE Cloistered atmosphere in the Genessee Bank 
Mich., was caused by inadequate recessed lighting fixtures on 
JES at left, working areas at upper right mounted in continuou 


high el 
fc Ceiling units cover riging j penings 


at lower right were always in shadow completely 


and cashier | 
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Pictures—particularly before-and-after ones—of lighting instal- 


lations are potent sales aids. They do more than save | ,000 words; 


they sell relighting results. Your contractor customers probably 


would be much better lighting salesmen if they were equipped 


with a set of shots such as these covering the markets they serve. 


MARKET 


BEFORE Improper lighting from these widely spaced fixtures in. AFTER Continuous rows of Day-Brite fluorescent fixtures are 
Omaha, Neb., super market failed to properly direct customers combined with incandescent accent units. Accent units flanking 
to display and produce cases where most buying is done. Old produce display counters are adjustable and are focused to fea 


installation also created no inducement for leisurely shopping tured displays. Cover plates tone down poor condition of ceiling 
PF 6 


DRUG STORE 


BEFORE Old-fashioned, cluttered appearance makes this drug AFTER Completely illuminated ceiling, designed by Sylvania, is 
tore in Muskegon, Mich., a poor risk businesswise. Inadequate uspended from the original high ceiling and hides unsightly 


lighting fixtures spaced at wide intervals give spotty illumina beams and scroll work, thus 
and directing their attention t 


eliminating distracting influences 


tion and a low overall lighting effect at counter-display leve n customer lisplay case 
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Joe Kimmel, right, talking to Honeywell representative Greg Manhart 


“Taking on the Honeywell line meant an 
extra $20,000 in business for us” 


says Uncle Joe Kimmel, Davenport's biggest and best known electrical wholesaler 


We rook on the Minneapolis-Honeywell line for sense. It was: ‘Buy your heatins ntrols at the 

a very good reason same place you ve been buyit g your orher electrica 
We found that most heating controls today supplies —right from Uncle Joe 

are wired by electricians—the same people wh« Our sales figures tell 


me most of 


buy our friction tape, wires, and switches we called on evidently agreed ! 
They're wired by electricians because the Honeywell controls now round t our line of 
general contractor, when building most average electrical supplies and appliances 1 ly. They're 
size homes, has found it more practical to have high-profit, over the-counter items with no ser 
one party do all th tring; and install all che vice problems. Last year we did around $20,000 
controls, all in one operation throughout the in additional business with ¢t 
house 

With this information, we had our salesmen Get your dealers to buy theu ating controls 
call on every electrical contractor in the Tri-City at the same place they buy their electrical suppl And 


area. The story they brought with them made good offer them Honeywell—first in cenrrols! 


Another Plus Profit 
Idea from Honeywell. 
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“Tri-City electricians now buy their 
heating controls from us!” 


“We carry a large and complete inventory of Honeywell 
controls at all times. Tri-City dealers know this. So 
regardless of what type control they need, they've 
formed the habit of coming to us. 

“Our heating control department is staffed with 
experienced personnel now, too. We are able to help 
dealers with their control problems. This gives them 
another reason for doing business with us 


Here are eight controls which we've found to be 


particularly fast moving with electricians 


Chronotherm TM850 

There's nothing like the Honey- 
well clock thermostat for any 
standard oil, gas or stoker instal 
lation. It has automatic night 
set-back and morning pick-up 
which gives homeowners a nice 
warm house to get up in 


intermediate Relay R19 

This control is used tor various 
line voltage switching devices 
It has a built-in transformer and 
provides a low-voltage control 
circuit. Electricians find use for 
it where remote line voltage 


control stations are desired 


For more detailed information 


Line Voltage Thermostat 144 

This snap-action job can't be 
beat for light dury line voltage 
installations. It really solves the 
problem, like no other control 
could, where direct control of 
small motors, unit heaters, line 
starters, and so forth, are needed 


Universal Relay R182 

The universal relay ts used ex 
tensively by dealers where the job 
involves control of line voltage 
loads, from low voltage thermo- 
stats or controllers. It’s available 
to electricians with a variety of 
switching actions 


and complete application 


data—on these and other famous Honeywell 
controls to sell your electrical dealers, call your nearest 
Honeywell office: or write Minneapolis-Honeywell, 


Dept. EW-10-97 


Minneapolis 8, Minne sot 
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Air-Switch Thermostat 1491 

For a control to operate under 
conditions ot extreme humidity 
dealers like the Air-Switch. It's 
perfect for heating and cooling 
heaters, refrigeration 
solenoid valves 


on unit 
compressors, 


and farm building ventilation 


Electronic Relay R7012 


Line Voltage Thermostat TA42 
For an lependable 
thermostat to control line volt 


accurate 


age devices in either heating or 
cooling applications, this line 
voltage model is the best The 


design allows maximum circula 


uion of air over the bellows 


Here are two of the most important controls use 
Honeywell electronic moduflow system —the most 
for maintaining ideal house temperatures yet devise 


Weathercaster, stationed outside the house, senses and 


} j 


ture changes to the electronic relay, located indoors. The 


relay, in turn, averages these with signals from the inside ther 


and sends the heat messages to 


heating plant, 


'NNEAPOLIES 


oneywell 


H 








its inn Cortiols 





PERSONALIZED 
DIRECT MAIL KIT 


CAN INCREASE YOUR INDUSTRIAL LAMP SALES! 


vou" at 
h 


This entire campaign, to any or all of your customers, is yours for the asking 


As part of the new Fall campaign to help you increase 
lamp profits, Westinghouse now has a Personalized 
Direct Mail Promotion Kit. Not just some more indus- 
trial direct mail—but a planned promotion you can tailor 


to your specific Customers 


Here's how it works: You simply fill out the 


coupon—mail it. And you'll promptly receive the new 
Direct Mail Promotion Kit. This kit contains tested 
direct mail of all kinds. You select the mailing pieces 
and tell Wes 


you want decide the mailing dates 


tinghouse to whom you want the mailings sent. That's 


ill there is to it. You pay only the postage Westinghouse 
D 
you CAN BE SURE...iF ITS 


Westinghouse 


foots the rest of the bill. And your customers receive the 


direct mail campaign you select 


with your company 


name and address on all mailings, of course 


So act AT ONCE! Mail the coupon today 


to step-up 


your industrial lamp sales this Fall 


MAIL THIS COUPON TODAY FOR YOUR FREE PROMOTION KIT 


WESTINGHOUSE LAMP DIVISION 
Bloomfield, New Jersey 


Rush my Free Direct Mail Promotion Kit. I'd like to look it 


over. If | like any of the material, I'll send you my mailing list 
NAME 

COMPANY 

ADDRESS 


city ZONE STATE 
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Modern Office Procedures 
Support Sales 


Here's how one wholesaler revised his order and stock control plan and there- 
by established clear-cut resf-onsibility for inventory control, eliminated non- 
essential practices and—most important—increased his service to customers 


ANAGEMENT is always faced 
with a basic problem when it 
comes to order and stock control 
Management, to succeed, must have 
facts and methods for controlling in- 
ventory, insuring Maximum turnover, 
a minimum inventory investment and 
a lower operating cost. It is only when 
management achieves these goals that 
improved customer service is assured 
and profit possibilities are enhanced 
The electrical wholesaler, of neces 
sity, must carry a large inventory of 
Ot every 
wholesaler has a system of order and 


diverse products course, 


stock control. Without such a plan, 
however crude it may be, the whole- 
conceivably 
operations. But when a company be- 
comes overburdened much 
detail in the processing of orders and 
managing stock inventories, then some- 
thing drastic has to be accomplished 
or else, the glaring defects of the order 
and stock control plan can well wreck 
the business 

in Point—One 
who started his business in 1935, with 


saler cannot conduct his 


with too 


e Case wholesaler 
distribution in his immediate area, had 
grown from a unit consisting of 3 peo 
ple to its present size of 16 employees, 
including management. His investment 
in inventory was in excess of $50,000 
His gross annual sales had 
$500,000 figure 


in estimated 


The order procedure, set up when 
the company was first established, fol 
lowed a conventional pattern and, with 
a few exceptions, was simple, direct and 
effective 

Customers orders, prepared in triph 
cate by the salesmen, were presented 
daily to the stock room. The required 
items were assembled and shipped to 
destination, and the original order, 
marked accordingly, was routed to the 
office. Here it was priced by the credit 
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By W. M. McDowell 


Sales Manager 
Business Services Departments 
Remington Rand Inc 


manager, extended by a clerk, invoices 
prepared (two copies), checked, and 
the customer billed. An 
ceivable 
charge” to the bookkeeper. A normal 
200 or 


accounts re 


invoice was routed as a 
week would see an estimated 
ders handled. 

The stock inventory comprised some 
1600 to 1800 items, with an estimated 
value exceeding $50,000. The mainte- 
nance of an adequate supply of stock 
items, the avoidance of out-of-stock 
situations as well as the receipt and is 
suance and delivery of stock was the 
responsibility of the chief stock clerk 

The determination of maximum and 
minimum balances to carry and quan- 
tity co re-order for stock replenishment 
was his function subject to the general 
direction of the office manager. An an- 
nual (count of stock) inventory of all 
items was made at the end of each year 
by stock room employees 

Stock control was a simple affair 
Stock issuances were based upon signed 
orders. As orders were received they 
were sorted by destination; items were 
withdrawn from storage and assembled 
for shipment to the customers. As the 
orders were loaded, they were checked 
and accompanied by delivery papers 
which were receipted by the customer 
upon delivery of the items. Each driver 
returned the signed delivery receipts t 
the shipping clerk who, after four or 
five days, routed them for filing 

Items taken from stock were replen 
ished by means of a shortage list in 
itiated daily by the chief stock clerk to 
This 


inspection of 


the office manager was based 


upon a visual bins or 


areas where stock was stored. The quan 


tity ordered was based upon experience 
and estimated normal usage. Determi- 
nation of maximum or minimum bal- 
ances to carry in stock were also predi- 
cated on the same factors 

The office manager, depending oa 
the nature of the item, consulted the 
chief stock clerk as to the proper quan- 
tity to order, though in many instances 
noe 


changed. A purchase order was then in- 


the former's suggestion was 
itiated to that vendor, who, experience 
would furnish the item with 


delivery 


indicated 
the best prices, quality and 
time 

A copy of the purchase order was 
sent to the chief stock clerk. Upon 
receipt of the item, it was checked off 
the accompanying packing list. The re- 
ceiving copy of the purchase order was 
then checked against the packing list, 
Next, the 
to the 


which was then destroyed 


receiving copy was forwarded 


office where it was subsequently 
matched with the vendor invoice, ap 
proved for payment and filed when 
payment was made 

e End of the Line 


order and stock control system initially 


Certainly the 


set up by this electrical wholesaler was 
satisfactory in every way. It had worked 
successfully for well over 15 years. But 
weaknesses 
could 


point a finger at. Something had to be 


there seemed to be some 


which no one in the company 


done—and done quickly—before the 


order and stock control arrangement 


got out of hand completely 
need of 


Recognizing the securing 


counsel in strengthening the operations 


of the order and stock control system 


the wholesaler called in the Business 
Services Departments of Remington 


Rand While Rand 


specializes in the manufacture and dis 


Inc Remington 


tribution of systems and supplies for 
record and administrative control, that 


79 








SELLING. Tt 


been placed in 


for the 
different hands 


responsibility 
many 
aling firm. A real 
ion of salesmen, exists 


ng and supervi 


company, in its desire to help business 
achieve maximum operating ethcrency 
at lowest cost, does provide manage 
ment with “better answers” through its 
Business Services Departments, com 
prised of management engineers, sys 
tems specialists and others well versed 
in records administration and manage 
ment controls. 

An appraisal by the 
Rand management engineers of the 
$ystem in use showed three weaknesses 


Remington 


in processing orders 
e The 
burdened with the clerical details in 


credit manager was over 
volved in the pricing task, partially be 
cause determining formulas 
was somewhat complex and required 


experience and particularly because the 


pricing 


pricing data was not readily accessible 
since it was contained in a variety of 
manufacturers 
and amendments to these sources. As a 


catalogs, price sheets 


result, correct order pricing was solely 
dependent upon the presence and 
ability of the credit manager to mem 
orize prices and discount formulas so 


ord 


that ers could be processed in a 
minimum of time. 

e A second weakness was expressed 
in the need for order typists to check 
closely each invoice prepared 

e A third weakness was holding the 
shipping clerk responsible for main 
taining the “back order” file and for 


80 


sales 
in the 
sales manager, to direct the hiring 
in too 


department has 
location 
the 
and back 


average whole assigned 


train products in 


few houses situations 


initiating action to complete back order 
shipments. In this connection, the sys- 
tem relied upon the shipping clerk to 
remember which items were on “back 
order” and to search his file periodically 
for “back orders” which could be ship- 
ped. Other than the “back order” file, 
however, there was no system of fol- 
low-up to insure that “back orders” 


were processed “first-come-first-served 


ind with a minimum of delay. 

e Other Weaknesses—A comprehen- 
sive study and analysis of the method 
of managing the stock inventory show- 
ed that the principal weakness was 
the exclusive reliance upon unrecorded 
(memorized ) estimates of the require 
for administering 
phases of the inventory and the lack of 


ments particular 
means for systematically and objective 
ly analyzing inventory 

Facts reflecting stock conditions were 
not recorded, assembled or subjected to 
periodic analysis. Instead, reliance was 
placed on visual inspection of items 
coupled with day-to-day 
with them. For example, replenishment 
of stock depended on a visual inspec- 
tion of the quantity in a bin plus an 


experienc e 


estimate of anticipated needs 
Overstock 
in some categories were not easily con- 


situations which existed 
trolled except when the lack of orders 
for an item or an overcrowded bin sug- 


gested that the item was oversupplied 


or thousands of 
correct 


WAREHOUSING —A good warehousing operation means an 


With the 
out of stock 


items right 
locations at all 


orders are held to a minimum 


times, 


Moreover, figures for maximum and 
minimum stock balances and re-order 
quantities were not fixed 

The purchasing function was also 
based on estimates and experience as 
to quantity to order and which vendor 
could and would supply an item on the 
best terms. Recorded data disclosing 
past experience with vendors was not 
available, though, of course, manufac- 
turers’ catalogs and price lists were 
used generally 

The system of taking an annual in- 
ventory was time-consuming and the 
figures produced were reported not to 
be fully reliable. This was because the 
chief stock clerk had to employ less ex 
perienced help to assist the stock room 
personnel to count stock and also be- 
cause crowded conditions in the stock 
room made stock counting difficult 

The total inventory 


could not be 


the 
determined, 


value of 
exactly 
though fairly accurate estimates could 
be made even though actual unit cost 
per item was not readily available. 
Hence, this value was approximated by 
employing the current purchase item 
cost prevailing in the industry at the 
time of the annual inventory. 

Finally, the system of checking in- 
coming purchased items against pack- 
ing lists rather than a receiving copy of 
the purchase order was time consum- 
ing 
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Basic Wholesaling Operations .. . 


PURCHASING 


framatically emphasized that 


purchase 


e What 10 Do—When the manage 
ment engineers completed their survey 
and appraisal of the existing order and 
stock control system, their recommen- 
dations were basic to successful and 
profitable future operations. These rec 
ommendations were broken down into 
two groups: Organization and Func 
tions, and Administrative Methods and 
Practices 

Under the Organization and Func 
tions recommendations 

1. Concentrate a greater degree of 
responsibility and authority for inven 
tory control in the office manager, 
specifically to include: establishment of 
maximum and minimum _ balances; 
quantity to re-order; exacting maxi- 
mum annual stock turnover; insuring 
minimum purchase cost per item con- 
sistent with adequate delivery and 
quality; and maintaining the minimum 
investment in inventory. consistent with 
sales demand. This added responsibility 
was predicated upon the establishment 
of a visible type inventory control rec- 
ord to include purchase, pricing and 
stock balances data, and maintained 
subject to the office manager's direc- 
tion. 

2. Require all stock purchases to be 
predicated upon prior analysis of con- 
ditions reflected by the inventory rec- 
ord, all other factors being equal. 

3. Relieve the chief supply clerk 
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The experience of the past 
the difference 
and loss often can be found in the purchasing office 
are essential in the wholesaling busines preg 


1? 
between profit 
Planned 


months ha 


CREDIT 


distributor 


Extensi< 
invests 
gnizing 


ared t 


from primary responsibility for deter 
mining maximum and minimum stock 
balances and reorder quantities, retain 
ing the requirement for initiating stock 
shortage lists, if required; and free the 
stock room of all functions not directly 
required for proper receipt, storage 
issuance and delivery of stock 

i. Replan and rearrange the stock 
storage area, including the yard, to 
minimize materials handling, to facili 
tate storage and to establish fixed and 
definite locations for all stock 

5. Reassign the task of pricing cus 
tomer orders for “charges” (invoices ) 
from the credit manager to a clerk so 
that his talents and experience could be 
devoted to credits, collections, accounts 
receivable and other vital work. 

6. Establish a stock list (catalog) to 
dissemination of current 
prices on stock items so as to relieve 
the office of handling all such inquiries 
while affording the stock room and 
salesmen this information as they re- 
quired it 

The Administrative Methods and 
Practices recommendations included: 

1. Route all customer orders, after 
shipment, through the inventory record 
so that the balance on hand could be 
adjusted and the order priced for in- 
voicing. 

2. Remove the “back 
from the stock room to 


facilitate 


file 
office, 


order” 
the 


the risks 


help his customer 


f credit is fi in which 


his customer busine 


that he 


capital 


involved important 


with practical uggestion 


by 


controlling 


which will maintain “back orders 


invoice number sequence 
and routing such orders to the stock 
room for shipment only when stock 
items are replenished 

3. Discontinue the double review of 
outgoing customer “charges” (invoices) 
by assigning the invoicing task to a 
trained and responsible clerk, requiring 
the office manager to insure that she is 
properly supervised at all times 

i. Require the shipping clerk to 
route receipted customer delivery or 
ders when received (eliminating the 
present temporary stock room file) to 
the office so that these can be attached 
to pertinent accounts receivable copies 
for a complete record. This also de 
mands that inquiries regarding such 
deliveries 

be handled from the office rather 
than through the stock room 
e What was Gained—The ultimate 
benefits the electrical wholesaler 
could be summed up briefly by saying 
that there was now a Clear-cut respon 
sibility for inventory control and stock 
room operations; greater specialization 
of effort in the office and stock room 
was promoted; non-essential practices 
were eliminated to save clerk time; the 
handling of stock and the best utiliza- 
tion of space was facilitated; and most 
important, 
improved and increased 


and their complete records 


to 


service to customers was 





Operating Expense Ratios of 


The operating cost picture of an electrical wholesaling 
firm is made up of many elements—administrative, selling, 
warehousing expenses, to mention a few. What these costs 
amounted to percentage-wise in 1948 for six classes of 


see SS | Establishments with sales of $200,000 or mose reporting analysis of expens«s 


b Y + T 
Type of establishment, area, sales size, | Sales, | Operating expenses (inc. pay roll)as percent of sales 

and corporate status | L . ‘ ' F i 

Total | Admins Selhng Shipping. Ware Occu Other 

trat debvery house pancy | expenses 

+ + + + + - 

ELECTRICAL GOODS TENERAL |. ! | 

United States, wots 


$5,000,000 and ee 
$1 , 000, 000--$4 , 999, FIP. ee eee ; 


$500, 000-9999 , 999... 
Corporate.... 
Noncorpore te 
$200 ,000--$4.99,, 999. 
4 metropolitan areas, total. 


New York-Worthesstern New 
hicago, Ill... ¥ 
Los Angeles, 
Philadelphia, Pa... 
wetroit, Mich. 

Booton, Mass. . 

an Franc isco-—Oaklant, 
Pitteburgh, Pa. 

St. Loule, Mo. 


ited States, t 
100, 000 and OVE... .ceeeeeeeee 


, 000 , C00-~$4 , FPF, FIP. cane 


4 metropolitan areas, total. 
New -York-Northeastern New 
hicago, 7 . ° 
Los Angeles, i 
Philadelphia, Pe 
Detroit, Mich. 
Boston, Mase. 
Pitteburgh, Pa. 
t. Louis, Mo. 
Washington 
Sleveland, 
Baltimore, 
Minneapolt 
Buffel 


APPARATUS AND EQUIPMENT 
United States, totel. 


$5,000,000 and over. 
$1,000, 000--$4 , 999, 999, 
500 , 000--$999 , 999. 


$200, 000-99, 999. 


14 metropolitan areas, total.. 
New York-Hortheastern New Jersey. 
Loe Angeles, Calif... ...eeseeveee 
Philadelphia, Pe.. 
Detroit, Mich.... 
Boston, Mass... 
Pitteburgh, Pe.. eres 
Cleveland, Ohio.......-- 
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Electrical Goods Wholesalers 


electrical goods wholesalers is presented below. Prepared 
by the Bureau of the Census, this expense analysis is 
based on the 1948 Census of Business and includes only 
those establishments with sales of $200,000 or more. 


RADIOS, TELEVISION SET 
United States, total.. 


$5,000,000 and 


$500, 000—$999, 999. 
$200, 000--§499, 999... 

rporate,. ° 
Noncorporete.. 

14 metropolitar 
New York-Northeastern New Jersey... 
hicago, | . coccccce 
Los Angeles, Calif.... 
Philedelphia, Pas. 
Detroit, Mich.... 


$1,000, 000--$, 999, 999. 

rporate..... sé 
Noncorpore te, 

$500, 000--$999, 999, 
orporate.... . 
Noncorpore te. 


$200, 000--$499, 999. 


ELECTRI 
Inited States, 
$5,000,000 and over. 
$1,000, 000--$4,, 999, 999... 
COTPOPBte.. 1s eeeeee 


Noncorpore te, 


$500, 000--$999, 999. 
$200 , 000--$499,, 999. 


Buffalo, WM. Y.... 
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73H, LAL 
312,517 
375,133 
343,605 
31,528 


6,728 
15,762 


392,092 


(x 


Estabhahments with sales of $200,000 or more reparting analyme of expenses 


T 


Operating expenses (mx pay roll) as percent of ales 


+ y rT T T 


| T 
Admins | Seihng Shuppang, Ware) Occu | Other 
Ten trauve debvery | house pany — 
+ + + ¢ 


715,318 
312,517 
355,429 


331,090 
24,3399 | 


vw 
ow 


- 


385,624 | 


7%, 8 
(x) 
41,133 
55,769 
x) 


os 
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Is your product 
getting up-front 
displays like these? 


Products advertised in The Saturday Evening Post deserve — and 


positions. As merchants know, reader 


yet — preferred display 


confidence in Post-advertised merchandise pays off at the point 


= a LIPMAN WOLFE & CO. buyer mpletely sold 
of sale. Is your product getting “top billing.”’ Are you in the Post a Mem (Mie aekel Wine, meine a. Mei ii 
prominent and att snother regular 


Post-advertised product 


The Saturday Eventos 


March 8 1962, 


MAISON BLANCHE of New Orleans puts 
the Easy up front in their window 
Flanked by Post cover and Post ad, this 


machine has long been a best seller 





R. H. WHITE'S department store in Boston is a firm be 
lever in the tremendous sales stimulus that Post ‘re 
minders” afford. This impressive window inspired by a 
Post cover was designed and built by the store 
Cleveland's famous HIGBEE CO. (at right) combined a 
Saturday Evening Post cover with the G E advertise 


-gets to the 
naart of America 


‘Best seller in our department” is the report from 
SCHUNEMAN’S in St. Paul. “As seen in The Satur 
day Evening Post" captions this G E spread 
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IN 
INDUSTRIAL 
_ CONTROL 


; \ 








One of the most commonly used of all pilot devices, limit switches are an indispensable part of practi 
cally every machine tool and other electrical installation requiring that movement be stopped or changed 
in direction automatically 


FLUSH 


i . —_ : MOUNTING 
Because they are vital to the proper operation of a wide variety of machines, Arrow-Hart Limit Switches 


are designed and manufactured to provide the greatest possible electrical and mechanical versatility, AMPERES 
dependability and high performance. The snap-action mechanism makes or breaks contact at the correct Normal Inrush 
speed regardless of the speed of travel of the actuating lever. Mounting to meet the requirements of AC Dc AC 
practically any installation can easily be accomplished. The sturdy, cast enclosure with gasket provides 

ample protection against oil, dust, dirt and other break-down materials 15 2.0 40 
Key to high output and increased profit is dependable performance — and Arrow-Hart Limit Switches ore 10 0.5 = 
basic for dependability. Send now for complete information stating your installation requirements. Write ~ 01 ° 
to: 103 HAWTHORN STREET, HARTFORD 6, CONN. ad 


BUY WITH CONFIDENCE PROFIT BY PERFORMANCE 
THE ARROW-HART & HEGEMAN ELECTRIC CO., HARTFORD 6, CONN., U. S. A. 


LO-SAFE 


TYPE “RA” RIGHT ANGLE 
EXPLOSIONPROOF MOTOR CONTROLS 


FOR COMPLETE PROTECTION, ADDED DEPENDABILITY 
AND PEAK PERFORMANCE -— ALL IN A CONTROL JUST 4 
THE SIZE AND WEIGHT OF ANY OTHER ON THE MARKET 


The C. M. KEMP MFG. CO. — specializing exclusively in the design and manufacture of industrial 
gas machinery — is, naturally, well aware of the importance of selecting only safe, dependable 
motor controls of fine quality for equipment to be used in hazardous locations. 


For this reason, Arrow-Hart EXPLO-SAFE was the logical choice for the Kemp Dual Tower Adsorp- 
tive Dryer shown above. Used for instrument air drying in a large southwestern chemical plant, it 
is equipped with an Arrow-Hart Size |} Starter, a Size 3 Contactor and an explosionproof Push 
Button Station. This installation provides convenient control with complete protection and the 
greatly reduced size of the EXPLO-SAFE units permits mounting on an unusually compact panel 
with plenty of room left over for straight-thru wiring connections enclosed in a heavy conduit. 


Like all A-H Magnetic Motor Controls, EXPLO-SAFE features the exclusive Arrow-Hart RIGHT 
ANGLE Operating Mechanism. This first real advance in motor control design in over 20 years 


makes it possible to bring full safety plus new standards of performance and long-lived depend- SIZE 1 


ability to every hazardous and exposed installation. NEMA TYPE Vil 
\MPLETE LINE OF PLO-SAFE TARTERS AND CONTACTOR 
N ZES 0 ANDO THROUG if l AUXILIARY EQUIPMENT 
For Full Information On 
© EXPLO-SAFE CONTROLS for hazardous and exposed locations, send for 
your copy of the EXPLO-SAFE Bulletin. 
© ARROW-HART “RA” CONTROLS for every motor control requirement, 
send for the complete new Arrow-Hart catalog, INDUSTRIAL MOTOR CON. 
TROLS. Just fill in and mail the attached coupon. 
*Approved by Underwriters’ 


Laboratories. NEMA VII, IX 
Sizes 0 thru 3 


ARROW-HART 


INDUSTRIAL CONTROL DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. . 
103 HAWTHORN STREET, HARTFORD 6, CONNECTICUT 


Please send me the foll NNE 
LIMIT SWITCHES A-H PUSH BUTTON STATIONS 
EXPLO-SAFE Motor Control [] A-H MOTOR CONTROL Catalog 


(] A-H MULTI-SPEED and REVERSING CONTROLS 


owing bulletins 


Branches in: ATLANTA, BOSTON, BUFFALO, CHARLOTTE, CHI- 
CAGO, CINCINNATI, CLEVELAND, DALLAS, DENVER, DETROIT, 


NAME INDIANAPOLIS, KANSAS CITY, LOS ANGELES, MILWAUKEE, 
POSITION 


% 

erecnsiinn a 

CO. NAME _—- _ | 
“ 

a 


MINNEAPOLIS, NEW YORK, PHILADELPHIA, PITTSBURGH, ST. 


CO. ADDRESS _ : _ LOUIS, SAN FRANCISCO, SEATTLE, SYRACUSE. In Canada 


crv... ZONE STATE a Arrow-Hart & Hegeman (Canada) Ltd., Mt. Dennis, Toronto. 


Printed in U.S.A. 





A Merchandising Primer 


Part Il 


By |. Herbert (Bud) Wilson 


President, Twining Sales Corp 





In his book, "A Merchandising Primer," to be published in November by the Mc- 
Graw-Hill Book Co., Mr. Wilson defines merchandising as marketing strategy to 


get the right product to the right place in the right quantity at the right price at 


the right time in the right light. Excerpts from Mr. Wilson's book presented in the 
September issue of ELECTRICAL WHOLESALING examined merchandising as 


such in its relationship to other sub-functions of marketing and established the 


principles of the merchandising approach. Now, excerpts from additional chapters 


of "A Merchandising Primer’ further clarify the meaning of merchandising. 





HE value of an article of merchandise is the sum of 


two components: intrinsic quality, which covers the 


physical characteristics of materials, processing and/or 
fabrication per se; and merchandising utility, which covers 
the relatively non-physical characteristics of the product 
the things it will do for the buyer or user, the results of 
materials, processing and/or fabrication 

A pair of ice skates, for example, has the same intrinsic 
quality in Maine as in Florida. But its merchandising 
utility obviously is much greater in Maine than in Florida 
A left-handed golf club has the same intrinsic quality as 
a right-handed golf club. But the right-handed golf club 
has much greater merchandising utility than the left- 
handed club. Two chairs have incurred approximately 
the same manufacturing costs. But one chair has been de- 
signed for special support of the lower spine and hence 
encourages better sitting posture. Although these two 
chairs are of comparable intrinsic quality, they vary 
greatly in merchandising utility. 

Intrinsic quality is the special province of the produc 
tion man, who is striving for technical excellence. Mer 
chandising utility is the special province of the merchan 
dising man, who is striving for buyer acceptance. The 
merchandising man is interested in the details of intrinsic 
quality only insofar as they affect merchandising utility 
The production man wants the product to be good. The 
merchandising man wants the product to be good and 
right 

What makes a product right? What are the checkpoints 
of merchandising utility? They are: (1) intrinsic qual- 
ity, (2) styling, (3) size and/or weight, (4) variety, 
(5) features and plus features, (6) service, (7) utilitarian 
aspects of packaging, (8) identification, (9) guarantees 

1. Intrinsic Quality. Yes, intrinsic quality is the first 
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essential of merchandising utilit below phys 


l and technical par can never The most com 
prehensive marketing program cannot build a permanent 
business if the car breaks down; the suit doesn’t fit; the 
pen won't write; or the blanket doesn’t feel right 


2. Styling. To give a product its maximum degree of 


merchandising utility on the count of right styling in 
volves three components: color, line and design 
Color shades and combinations for products were first 


generally selected to please the seller. Then, with the 


1 1 7 
advent ot modern marketing, colors were selected in an 


effort to please the buyer. Now, in the evolution of scien- 
tific marketing through more comprehensive nerchandis 
ing, a beginning has been made in the scientific selection 
of product and package color based on research in human 
reaction to color and color combinations 

Line and design are, of course, inter-related. Line is 
the very essence of the visual impression created by a 
product. As such, it conveys at a glance the design char- 
icter of the product 

Design is the substance that underlies line. Effective 
design gives a product beauty, as expressed in the prod 
ne produc 


uct’s lines. But, more important, it give 


t 
t 
j 
| 


maximum utility, ease of use, effectiveness, eft lency an 
what all merchandising aims at—buyer satisfaction 


3. Size and/or Weight. Shall we market the crackers 


in packages of 12 ounces or ound? Shall we publish 


the magazine in Reader's Di ensions or Saturday 
desk be small to 


conserve space or large to inspire a\ Shall the ham 


Evening Post size? Shall the 
mer be light for a won to | r heavy to deliver a 
blow? Shall the unit quantity large to give greater 
value through savings in handling cost or small to make 
possible a lower purchase price? If a product is to be right, 
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WHAT WILL THE PRODUCT DO 
FOR THE BUYER? 


1 


. Will the caffein-free feature of the cof 


L 
“nw 


L 
fee bring steadier nerves through undis 
| turbed sleep? 


Will the electric dishwasher give Mom d 
more free time for only 3¢ a day? 





Will the mortgage give the family the 
suburban home ‘on time'’? 


Will the mouth-wash prevent halitosis? 


nd/or weight right for distribu 


for selling, right for use 
i. Variety. Pity the plight of the family of six unable 
iny car but salesman who tries 


to obtain a coupe, or the 


ike a living selling a coupe to this family. There 

left-hand golfers and right-hand golfers. Big men who 

like big pipes, small men who like small pipes and small 

men who like big pipes. Women who like black dresses 
ind women who like green dresses. 

t is to have optimum merchandising utility 

in models colors and other 


available Sizes 


gradations of line make-up corresponding to the buyer's 


wants and needs. The right product is available in the right 
whetner right means one variety ofr i preat 

5. Features and Plus Features. What will the prod 
ct do for the buyer? Will the caffein-free feature of the 
coffee bring steadier nerves through undisturbed sleep? 
Will the electric dishwasher give Mom more free time for 
Will the mortgage give the fam- 
Will the mouthwash 


only three cents a day 


suburban home “on time 


ily the 


prevent OSIS 


The keystone of a product's merchandising utility is 
its feature or features—the advantages it offers the buyer; 
or preferably its “plus” features—the advantages it offers 
exclusively because no other product offers them. Some 
features and plus features are naturally present in the 
product. Some are built into the product. And some are 
added by the ingenuity of words and ideas 

6. Service. One reason people bought the Model 7 
Ford was because they could obtain repair service econom- 
ically and conveniently in almost any town or hamlet 
bad buy 
if you cannot have it when you need it. And a laundry 


But the lowest priced highest quality fuel is a 
service may be good but it cannot be “ri if delivery 
s consistently late 

Service is one of the most promiscuously used and 
abused words in the business dictionary. Where service 
1s involved in the marketing of a prod ict, 1tS importance 
cannot be underestimated. Service may not make the sale, 
but poor service often wrecks the prospect of a repeat sale 

7. Utilitarian Aspects of Packaging. We refer here 
as a check-point under right product, only to the physical 
factor in packaging aimed at consumer satisfaction. The 
styling factor in packaging will be covered under right 
light 

The package that is “right” in its utilitarian aspects to 
enhance the merchandising utility of the product 

© Has the right material to withstand the rigors of 
handling and climate 

© Is designed for the consumer's convenience in stor 
age and use 

@ Gives the consumer clear information for maximum 
satisfaction 

@ Has a 
function 


8. Identification. The 


cost commensurate with its merchandising 


right product must of course 


be readily discernible from other products by its indi 
viduality of styling, its mark on the product itself or by 
its package 

9. Guarantees. The merchandising utility of a product 
naturally is enhanced when the seller is known to guar 
either through formal 


intee its performance— guarantee 


or through “the name and reputation of the seller 


The Right Place 


Planning to get a product to the right place for maxi 


mum profitable sales involves consideration of (1) market 
ing area, (2) marketing geography, (3) location of the 
point of sale, (4) channel to the point of sale 

1. Marketing Area. How far from home base shall the 
product be sold? Shall distribution be local, regional, na 
tional or international? Beyond the wishes of the marketer, 
the answer to this question depends on shipping cost, thick- 
ness of market, production capacity and financial capacity. 

Shipping cost in itself sometimes places a limitation on 
the marketing area. This is more apt to apply in the case of 
a commodity than a specialty. Generally speaking, in mar- 
keting a commodity it is wise policy to place the bounda- 
ries of the distribution area at those points beyond which 
the shipping cost takes the price over the local competitive 
price level. A certain northeastern sugar refiner, for exam 
ple, does not ship west of Chicago for this reason 

Thickness of market also is an important factor in limit 
ing or extending the area of distribution. If the market is 
thin, as for example in the case of a technical book, the 
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make reasonably 
nomical production possible. On the other hand, bread can 
be marketed within a local area because bread generally 
has a thick market 


Production capacity sometimes dictates limitation or 


marketing area must be wide & eco 


extension of the marketing area. The low outpost of a small 
plant may make it necessary or desirable to confine dis 
tribution. The high porential output of a large plant may 
make it necessary to go farther afield for orders 

Financial capacity also is an important consideration in 


determining the area of distribution. It generally takes 


increased capital to increase production capacity and in 
creased working capital to make and sell more goods 

2. Marketing Geography. What type of market con 
stitutes the right place to sell the product? Which markets 
are so “right” for the product that they should be cultivated 
aggressively? Which markets are so wrong for the product 
that they should be avoided? The answers depend on geog 
raphy, marketing cost and competition 


Geography is used here in its widest sense, covering 
industry, people and how they live; as well as climate 
topography and other physical characteristics of places 
The broad basis of selective marketing geography is a 
study of the geographic facts in themselves. For example 
mode of life 


e Area differences in are 


marketing geography. There are farm markets, rural mar 


Imp tant in 


kets, urban markets and metropolitan markets. A rural or 
small-town family is a more natural prospect for a cake 
flour than a metropolitan family. An urban territory is a 
more natural market for a man’s opera hat than a rural 
territory. And an imported champagne certainly is more 
salable in New York City than in Albuquerque 

e Area differences in facility of product use are some 
times factors in marketing geography. For example, it takes 
a high penetration of the spread of electric home wiring t 
make an area the right place to sell electric appliances 

e Area differences in vital statistics of population are an 
important factor in marketing geography. Age and sex 
groupings, birth, marriage and death rates make one terri 
tory a more natural market than another for certain prod 
ucts. Consider, for example, the effect of births and deaths 
on the sale of infants’ layettes and caskets 

e Area diffe rences in industry may present no question 
of selectivity in marketing a chewing gum. But they have a 
far-reaching significance to the marketers of such lines as 
farm machinery or office equipment. Moreover, since deter 
mination of the right place to market a product involves 
ability to buy on the part of the buyer, the degree of 
prosperity in the industries of an area is of concern to 
almost all marketers. For example, farm areas have been 
lush territory for sellers of practically anything in the past 
several years because of widespread farm prosperity; while 
the fertility of Detroit as a market for men’s clothing 
certainly was diminished during the automobile strike of 
1945-46 

Marketing cost is our second check-point under market 
ing geography as a factor in planning to get a product to 
the right place. Questions to be answered include: 

e Can the price of the product stand the costly coverage 
of a thin market? Or is concentration of prospects essen 
tial? 

e Is the product normally bought on a one-sale-call 
basis? Or are innumerable follow-ups required? 

e What is the relationship between unit price, unit 


October, 1952—ELECTRICAL WHOLESALING 


RIGHT PLACE 
FOR THE RETAIL OUTLET MEANS... 


The Right Town 


The Right Section 
of the Town 


The Right 
Shopping Area 


The Right Side 
of the Street 


The Right Part 
of the Block 


profit and average frequency of purchase? Between fixed 
cost of maintenance or repair service and ave rage tre quency 
of service? 


‘} 
determine whether the economically right place for dis 


These are typical questions of marketing cost that he 


tribution is represented in cities OF 59O0,000 populat on of 


more, over 250.000. over 100.000. over 25.000. over 10 


000, etc.; whether marketing cost must be shared with t 
of other products through brokers, jobbers, etc.; or whe 
the right place for the product is a mail order commut 
cation 

Competition naturally is a consideration in marketing 


geography. There are certain markets where 


is strongly entrenched and other markets that are 


competition 
wide 


There are some markets where our competitive ad 


open 
vantage is strong due to price or the features of our prod 
uct. There are apt to be other markets where our competi 


tive ad 


vantage is weak due to the price or features of 
competitive products 

3. Location of the Point of Sale. What is the right 
place at which to expose the buyer to the product? What 
choice of point of sale does the marketer have? The answer 
is based on consideration of the rightness of four con 
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EXPECTED SALES VOLUME 
IS THE FIRST CONSIDERATION 
IN STOCK PLANNING... 


Long-range sales forecasting for a national 


market is a specialized science in itself 


By contrast, long-range forecasting for a 


local market is surprisingly simple 


ponents: scene of represent 

density of representation, p 
Scene of representation 

selling impact can be planne 


ot 


mail selling 


of business thr 
as in “at home 
ing direct by mail selling ( 

Seller's place of business covet ry type of representa 
tion in which the buyer cus | ts the premises of 
the seller—from a fact 

manufacturer's select 

r, that offers the mos 
for the product 

Selection of retail | 
location of point of sale 


the right town 


lets; general distribution 


The policy decision on d 
the balance of urgency between 


of product to buyer and th 


are, of Course, some ¢ 

be rempered because 

of financial or credit problems. In general, the prospect of 
obtainin retali Seilin if ror Df ct ries 1n 


versely with the densit resentation a 


} nd inversely 
with the number of lines which iiler has to sell 
Another consideration in approa a neral policy 
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lecision on density of representation is depth of distribu 


tion. Thus far we have considered the horizontal density 
of representation. Depth of d ibut refers to the ver 
density of representation—tl ind variety of 

the outlet keeps on nd enerally spe iking, the 
prospect of vertical density of re n 
versely with the horizontal density rept ntation 

To a marketer of a wide line of men’s clothing, depth 
of distribution at the points of representation is important 


nd helps to influence a policy decision 1n favor of selective 
or exclusive distribution. A marketer of a single variety of 
clothes pin, by contrast, arrives at < cy of general dis 


bution without worrying too much about depth of 
listribution at the point of sale 

Point of presentation 1s the fourth c mponent in locat 
ng the point of sale. What is the rig lace within the 
scene of representation? What is the ri tht place for each 
kind of merchandise in the store 

e Goods usually bought impulse are located at high 
traffic points within the outlet, such as the street floor of a 

partment store. the cash register area of a drug store, or 
the check-out area in a super food market 

e Goods usually bought in routine are located in one of 
two areas depending on store policy: at points conveniently 
near exits and entrances if the objective s customer ac 
commodation; at points which make it necessary for the 
especially goods normally 


mer to pass other goods 
on impulse—if the objective is aggressive selling 
j 


e Goods usually bought under deliberation are located 


in the far reaches of an outlet where the value of space is 
a less critical factor and where the customer can “deliber- 
te” unmolested by noise, traff other deterrents to 


concentration on the part of eit or salesman. 


{. Channel to the Point of Sale. It is a long road from 
point of production to point of sale. And the distance is 
measured in days and dollars as well as miles. In addition, 
perhaps the most important consideration in selecting 
channels of distribution is the amount of spring in a chan 


nel. Some channels are forcefully active. Some are sluggish 


Planning to establish the right place for a product in 
the channels to the point of ultimate sale involves study of 
three components: physical handling, selling support, cost 


Physical handling bri question of area 


rehousing 
e How close tl ut lat sale must large 
I inventories be 
} 


nat 


stocks be kept? At what 
main d? Or is the isiness such t 
distributors can maintain rements of the 
market on direct factory shipment 

e Is there a technical aspect to installation, repair or 
use of the product? Must d bution be confined to chan 
nels specially equipped for technical service? 

Selling support is of course the prime factor in establish- 
ing a policy on intermediary dist ibution. Whether the 
out t | machin to factories or 


sion must be based 


marketer is setting 
on three considerations 

e Shall representation be through full-line representa 
tives, limited-line representatives or single-line represent 
itives 

e Shall this representatic controlled rep 
resentation (company salesmen, c owned branches) 
or independent representation selling agents, 
wholesale distributors ) ? 

e Shall the policy be exclusive intermediary distribu- 
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tion, selective intermediary distributi 
diary distribution? 


n or general inter 


In establishing a policy on full, limited or single-line 


tion and a policy on exclusive, selective or gen 


ion, the same principle follows as in establish 
a retail representation policy. In general, the prospect 
I ntermediary selling support va 
with the density of intermediary representation and 
versely 


with the number of lines the representat! 


to sell 

Cost of selling through an intermediary channel is the 
complement of selling support as a factor in the policy 
ecision. In general, the type of intermediary representa 


tion that involves the higher unit cost delivers a h 


gher 
concentration of selling support 


The Right Quantity 


What is the right quantity of merc] for the man 


ufacturer to make, for the distributor to stock, for the buyer 


buy? The answer depends on ted sales vol 


of stock turnover rce 
ite of stock depreciation trend in supply and 
6) credit, | service requirements, (8) display 
requirements Sf requirement tO create sell ng incen 
10) attraction to buyer 


1. Expected Sales Volume. It is ti 


in stock planning. Long range sales forecasti 
ke l eC alize 


I science in itself 


ing for a local 

ngly simple. One meth« 
ration 

performance trend 
example, assume that sales previous six 
months were 10 per cent higher 
j 


he corresponding 
ended twelve months ago; and that sales for the 


innual sales for 


month ahead have averaged 8 per cent of 


the past five years. Then, barring unusual circumstances 


we may expect sales for the month ah 


mately 8 per cent of an annual fig 


per cent higher than the previous year 


In estima ing short range quantity req rements for 


factory production planning, a marketer must be especially 
careful to look beyond factory 


shipments 
ments sometimes are up or down as a result of distributors 
loading or unloading operations that actually may be run 


Factory ship 


ning counter to the trend in consumer buying 
2. Rate of Stock Turnover. It is our second considera 


tion in determining the right quantity to make, buy or sell 


ratio of sales to 


Stock turnover is the stock for a 


given period of time. For example, if 10 units of an item 


are stocked on the average and 100 units 


the annual stock turn is 10 


The objective of sound mercha ng is to keep work 


ing capital working by operating w 1 minimum stock 


d for effective marketing igent unit 


1e road to this objective 


control is 
tt ind rhe 


more irieties Of mer 


chandise handled, th re important it is nalysis of 


idends to manufacturer 

1is Means analysis of 
arieties of assortmen 

sons, per foot of retail floor space 

3. Accessibility of Source. It must nflue 


the determination of the right quantity source of 


the merchandise is three thousand miles away, larger stocks 
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must be maintained than he 1 is “around the 
corner 
f. Rate of Stock Depreciation. Is the merchandise apt 


so novel that it might 


CK n Sold WIth ¢ ron 
5. Trend in Supply and Price. the out r the 
| stock 


r an increasing supply 


S$ pessimisti 1e rig u ty to 

itive lest the maker or 

1andise priced above the 

pplies t er} ng from raw materials to 

ods because buying is an important factor 
sellin 


ftective 


6. Credit. It 


letermining the 


tory credit pol cy 


SCTVICE 
8. Display Requirements thing lls merchandise 
ke mer ndise.” One way t re a product 


is Wwe ll 
le 
9. Requirements to Create a Selling Incentive. Par 


st KiIny strip I the rignt quant 


ity 1s 
stributor's interest 


h with 


reminde¢ tO tne ) put 


Attraction to Buyer. Rig 


q ntitv f - cf 


More excerpts from “A Merchandising Primer’’ (copy- 
righted by the McGraw-Hill Book Co.) will be presented 
in the November ELECTRICAL WHOLE 
SALING. 


issue of 





WHOLESALE ELECTRICAL SUPPLIES AND LIGHTING FIXTURES 


-FFICE BOX 317 PRESTON AT CRAWFORD 


Phone CA pitol 0113 


HOUSTON 1 TEXAS 


The Sditors August 7, 1952 
Electrical Wholesaling 

330 West 42 Street 

New York 36, New York 


rentlemen: 


I thought you people might be interested in hearing about the opening of 
our new branch in Corpus Christi, Texas, so I'm sending along a few of the 
details, plus some pictures of the personnel attached to our new headquarters. 


Last April, we rented the old L. ©. Garrison lumber yard which has been 

a landmark in Corpus Christi since 1913. Converting it to an electrical 
supply house entailed quite a bit of planning and a lot of hard work. But 
after it had been completely renovated, we are of the opinion that a lumber 
yard makes ideal headquarters. 


The building is 64 feet wide and 208 feet long, with an office off to the 
side comprising about 35 x 15 feet. We have approximately 25,000 square feet 
of actual storage space and office. The spaciousness of the new branch makes 
it possible to drive a six-wheel truck down the middle of our warehouse and 
unload to either side with a minimum of handling and, of course, a minimum of 
expense. By using gravity conveyors from the truck to the bins in which our 
merchandise is to be stored, we handle the merchandise only once. 


The location of our warehouse, too, is a great asset. It is at 1221 

Mestina St., which is one block off Leopard St., the main artery that lezds 
to the Lower Rio Grande Valley as well as the trade territory to the west and 
the north of Corpus Christi. 


Prior to 4pril, Lonnie Price, our salesman, lived in Corpus Christi and 
operated a small office there with a teletype which was connected directly 
to our Houston, Austin and San Antonio offices. Before that, in pre-World 
War II days, we use to be in Corpus Christi, but during the war the Army 
irafted practically all of our personnel and we were compelled to close up 
our branch office there. 


We're now back there with approximately $200,000 worth of merchandise. And 
let me tell you that this stock is being handled by one of the finest crews 
in Texas. Each of them, with the exception of Mrs. Harris, has been with 
Sesco at our other branches. 


Well, that's the full story of our new branch office in Corpus Christi. 
Thanks for the opportunity of letting us tell you about it. If you want any 
further information about the operations, please don't hesitate to drop me a 
line. 


With kindest personal regards, I am 
Very truly yours, 


ARI GL 


F. A. DeWalch 
Executive Vice President 











Sesco Writes About Its New Branch 





Taken just before we moved into new branch 
Photo shows Jack Roberts, mfrs. agent, myself, 
C. Carmichael, General Mills, and Lonnie Price 


our salesman. 





Here is our sales manager, Jeff Bartlett (left), 
along with Bob Barber, a newcomer to Sesco. 
They're inspecting @ housing project in the 
Corpus Christi area 





Charles Mullenweg. He's our business man- 
ager at Corpus Christi. Been with the company 
for the past 16 years in every department of 
our business. He's a very capable man. 





Mrs. Burnetta Harris is the newest newcomer 
at Sesco. She is secretary of the new branch 
Teletype which connects to our other branches 
is directly behind Mrs. Harris 


This is a familiar pose on our R. H. Burton, 
head of the shipping and receiving dept. He's 
been with Sesco about two years now, and 
just transferred to Corpus Christi. 





Vernon Hill, our truck driver in Corpus Christi, 
has lived in this town for a number of years. 
He is well known—and well liked—in the elec- 
trical trade in these parts. 








THIS COMPLETE LINE Meets EVERY NEED FOR 
DRY TYPE— AIR COOLED 


TRANSFORMERS 


@ Name your transformer requirement, 
there's an Acme Electric design to do the job exactly. 
Whether the application is to eliminate double 
wiring, distribute power at high voltage, provide 
3-wire secondary circuits, operate 120 volt equip- 
ment from power circuits, boost voltage, balance 
voltage or insulate circuits. Acme Electric dry type 
transformers provide an economical way of solving 
the problem. 

Available in capacities from 1/10 KVA to 167 KVA 
single phase and 9 KVA to 500 KVA 3 phase. 
This capacity range meets the needs for 99% of 
all applications. 

The all-steel construction results in more capacity 
per pound, greater efficiency and long trouble- 
free service. 

There are hundreds of sales opportunities where 
you can supply profitably Acme Electric dry type 
transformers. 


Aemextitiz Electric 


ACME ELECTRIC CORPORATION 
6710 WATER ST. CUBA, N.Y. 


Design F For three phase service. Enclosed type 
with drip proof covers. Class ‘'B’’ insulation. Capacities 
up to 500 KVA 


Design A — 1/ 10th to 2 KVA. Class 

A’ 55°C insulation. Heavy duty, 
may be mounted vertically or 
horizontally 


Design C — Compact, with 
mounting feet an integral part 
of housings may be installed 
vertically or horizontally. Class 
“A” insulation 55 C temperature 
rise. 1 KVA to 10 KVA 


Design G—Totally enclosed in shock 
proof steel case. For indoor or 
outdoor service. Wall or platform 
installation. Class ‘*B’’ insulation, 3 
KVA to 10 KVA 


Design J — Full 
enclosed, drip proof 
for floor or platform 
mounting. Class “'B” 
insulation only, 80 C 
temperature rise. Up 
to 167 KVA, 


Adis: 


, 
pe ae, 


; 


a] 
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HERE’S ANOTHER PROFITABLE BLACKBURN 
ITEM FOR YOU 


The Blackburn TWO-BOLT CLAMP is de- 
signed for both inside and outdoor use. Thus, 
one stock will suffice for both the utility and 
the electrical contractor trade. 


In recent years a large demand has de- 
veloped for this type of connector because 
of its high efficiency on stranded wire and 
cable from 1/0 to 1000 MCM. It is used out- 
doors for taps, service entrance connections 


Jasper Blackburn Corporation 
35 MADISON ST. e ST. LOUIS 6, MO. 
Phone CEntral 3007 
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and dead ending. It is particularly good for 
the latter because its exceptional grip on the 
wire produces a joint which will not slip. It is 
used inside for splices and taps and is fully 
Underwriters’ approved. 


Blackburn Hi-Strength TWO-BOLT CLAMPS 
cost less than other types of connectors com- 
monly used and are priced to give the 
wholesaler a good spread. 


Mail Coupon for Sample and Full Details 


Send me sample and further information on the BLACKBURN 
TWO-BOLT CLAMP 


i] 

t 

Wire Size Used ' 
; i 


City & Stote Ewn 
= BRE 





NOW G-E FLUORESCENT ADVANCES 


NEW RAPID START LAMP NEEDS 
NO STARTER, CUTS MAINTENANCE 


Latest development of General Electric lamp research is 
the revolutionary new G-E 40-watt Rapid Start fluores- 
cent lamp. Combined with General Electric’s new Rapid 
Start ballast, it eliminates the starter required in standard 


This is better... 


lamps to preheat the cathode. This gives almost instant 
starting, makes for smooth, simple operation. Maintenance 
is easier, more economical. And the cost of light is as low 
as standard preheat lamps. 

General Electric Rapid Start lamps are rapidly becoming 
available. Many leading fluorescent lighting fixture 
manufacturers are incorporating the new lamps and 
ballasts in their latest equipment 





Water Too Pure To Drink — 
Helps Give More Light 


G-E uses special water to make phosphors, 
wash lamp tubes 


Drop a chemical reagent in the water on the left and it 
clouds up from mineral impurities. It’s ordinary tap 
water, safe enough for drinking—but not for G-E fluo- 
rescent lamps. These impurities would cut light output if 
they got into the phosphor coating, would create a 
streaked look on the glass tube. 

The water on the right is what General Electric uses 
in making their phosphors and to wash their lamp tubes. 
It’s so pure it’s tasteless because it’s specially demineral- 
ized—twice as free of minerals as distilled water. It’s a 
small precaution but it helps give your customers more 
light and better looking lamps. 
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HELP MAKE LAMPS EASY TO SELL 





New Bases Help Insure Full Lamp Life 


General Electric’s new aluminum 
bases eliminate one reason why fluo- 
rescent lamps sometimes fail before 
they should. Aluminum won't crack 
from rough handling. The bases can 
be heated hot enough to make a 
tighter seal with the tube. Yet cold 
can’t shrink them enough to make 
them crack the tube. 

It took five years of G-E lamp re- 
search to find a way to adapt alumi- 
num for this use. It’s one of many basic 
differences your customers get with 
General Electric fluorescent lamps. 


General Ele 


7. 
- ——— , an 
Aluminum bases are now used on 
both single and bi-pin General Electru 
fluorescent lamps 


tric triple coil tungsten cathode is one reason G-E lamps last longer 


Extra Coil Gives Extra Light 


from G-E Slimline Lamps 


In most fluorescent lamps, the starting 
chemical is deposited ona tungsten wire 
that’s twisted into a double coil to hold 
as much of the chemical as possible as 
long as possible. This chemical helps 
start the flow of electrons that brings 
you light. When the chemical is finally 
exhausted, the lamp goes out 


A new General Electric technique 
coils the coil again—to make a triple 
coil. This triple coil holds more of the 
starting chemical, holds it more secure- 
ly. It’s now used in G-E slimline and 
other G-E instant-start lamps. Cus- 
tomers get extra light for their money 
because G-E lamps last longer 


Improvements Give 
Customers More For 
Their Lighting Dollar 


When you sell General Electric fluo- 
rescent lamps for commercial and in- 
dustrial installations, you can be sure 
you're giving your customers the best 
lamp value. They get all the benefits 
of General Electric’s famous lamp re- 
search and they get them first— gains 
in light output, longer-lasting lamps 
and new types of lamps 

A few of these General Electric 
fluorescent lamp developments are 
shown at left the revolutionary 
Genera! Electric Rapid Start lamp, 
use of specially demineralized water, 
the aluminum base and the triple 
coil cathode 

Other recent achievements include? 
an improved ‘“T’’ phosphor with bet- 
ter light-giving properties, improved 
phosphor manufacturing methods and 
uniform end-to-end control for an 
even phosphor coating to give maxi- 
mum efficiency 

Proof that these research advances 
pay off is the fact that light output 
of General Electric fluorescent lamps 
has climbed 17° 1945! Under 
average conditions, current and main- 
tenance account for 90°; of 
lighting cost, the lamp itself accounts 
for only 10°;. That 
Electric’s gain in light output is worth 
more to your customers than if they 
got their lamps free! 

Be sure you and your 
get the best value in lamps 
specify General Electric! 


since 
about 


means General 


customers 
. always 


GET MORE COMPLETE 
INFORMATION TODAY 


To learn more about General Elex 

tric’s recent fluorescent developments 
call your nearest General Electric lamp 
supplier. He’ll be glad to help you solve 
your lighting problems, too! Or write 
General Electric, Div. 166-EW-10, 
Nela Park, Cleveland 12, Ohio. 


GENERAL @@ ELECTRIC 
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Advertising in n th 
ELECTRICAL CONST, 0h an ne 4 
NCE 


RUCTION A 


Everybody who's ever driven a car, plane 

or power mower knows that performance depe 
on the octane rating of the gas. If the 

o.v. 8 high, the engine purrs and pertorn 

1s ata peak. If on the other hand, oa.r. is | 


the engine chugs and performance ts sp« 


The same 1S true 


supplying the 


Conversely when 
that are not advertise 


tt 


acceptance your Sales efficiency 


These are ¢ nt turers 
advert 

nis 

Sepre 

CONSTRUC 

In reaching 

best cust 


electric 


ur sales 


Sales citorts t 


If you want extra | 

your sales efforts, make sure the pr 
you handle are being adequately 
advertised in ELECTRICAI 
CONSTRUCTION AND MAINTENANCI 
the industry's leading sales builder 


for over 50 years 


ELECTRICAL = 
CONSTRUCTION = 
AND MAINTENANCE === :=~--»=2==— 
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Another new engineered 
unit by REVERE ...a 
horizontal fluorescent 
Service Station Island 
Lighter that concentrates 
the light on the selling 
area only. Gives ample 
light without glare. It 
invites as it lights. Con- 
verts any Island Light 
Standard to a modern, 
attractive Station Light- 
ing Unit. Write for 
details 


THE GREATEST 
NAME IN LIGHTING 


Out of the courage to pioneer have 
risen many major contributions to lighting equipment 
progress. We of REVERE are always eager to prove the 
worth of new ideas in actual service and constantly 
strive to improve engineering principles and applica 
tions. The complete REVERE line is an indicator of 
how well we have achieved our task 

Electrical Wholesalers everywhere are unanimous in 
their approval of the saleability and universal consumer 
acceptance of the complete REVERE line. It will pay 
you to keep posted on REVERE DEVELOPMENTS 
Write for literature 


REVERE ELECTRIC MANUFACTURING COMPANY 
6011 BROADWAY . : CHICAGO 40, ILLINOIS 


SERVICE STATION - AIRPORT + STREET 


SPORTS: 


OUTDOOR THEATER - MARINE 


AND INDUSTRIAL LIGHTING 





BM 7u 


ARE APPROVED AS 


CONCRETETIGHT 


When setting E. M. T. in concrete 
you can make each job easier and 
more profitable by using Briegel 
All Steel Indenter Fittings that 
have UL approval as CONCRETE- 
TIGHT. Contractors the world 
over recognize their cost cutting 
qualities and the fact that they 
make each wiring job a better job. 
It is only natural that Briegel 
Fittings are the most widely used 
E. M. T. connectors and couplings. 


@ ANIL & 


GALVA, * ILLINOIS 


Cross Section 
Showing 
indentations 





The M. B. Austin Co., Northbrook, Ill.; Clayton Mark & Co., Evanston, Iil.; Clifton Conduit Co., Jersey City, N. J.; General Electric Co., 
Bridgeport, Conn.; The Steelduct Co., Young . Ohio; Pittsburg Standard Conduit Co., Pittsburgh, Penn.; Wagner Mallecble 
Products Co., Decatur, Iil.; J. R. Richards Co., Carnegie, Penn.; Kondu Mfg. Co., Lid., Preston, Ont. 
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These G-E Ads In October 
are building Sales for fixtures 


Take advantage of this strong promotion 
to help close fixture sales. Include 
Watch Dog starters in every bid. 


Here's a thought to help you increase your 
fluorescent fixture business: Promise lower 
maintenance costs to every prospect— 
which you can confidently do if you in 
clude General Electric Watch Dog* no- 
blink fluorescent starters in your quota- 
tions. With Watch Dog starters in your 
bid, you sell longer life for starters and 


they don't make repeated attempts to start 
dead lamps—attempts that cause blinking 
wear out ordinary starters, destroy bal 

lasts, and run up replacement costs. With 
Watch Dog starters the failing lamp is 
automatically cut out and stays out—until 
the red reset button is pushed and a new 
lamp installed. No repeated attempts t 

start—no blinking—even when lights are 
switched 


This is a story that means money in the 


eeereee ee eee eee eee eee eee eee eee reese eee ee ee 


ballasts with every fixture pocket of every fixture buyer. Our advertis 


Watch Dog starters last longer because ing is helping you to tell it 


PRAT: 


eeee ee eee e eee eeeeeeeeeeeee 


The Magazines 


Chain Store Age 

Illuminating Engineering 
Institutions 

Electrical Con. & Maintenance 
Plant Engineering 


Time Architectural Record 

Dun's Review Purchasing 

Factory Industrial Equipment News 
Mill and Factory Contractors’ Elec. Equipment 
Electrified Industry Today's Business 


Every month this Fall and Winter 





Tie in with the biggest advertising campaign 
to fixture buyers in the history of 
G-E WATCH DOG STARTERS 


THIS TAG identifies fluorescent fixtures equipped witt 
famous G-E Watch Dog no-blink storters. Make sure the 
fixtures you manufacture and sel! display this tag tc 
tell the Watch Dog starter story to your customers. These 
tags are featured in General Electric advertisements 


FOUR PAGE FOLDER 


Folder imprinted with trade name of fixture is available 
to fixture manufacturers. The folder describes how Watch 
Dog starters add value to the fixture 











No charge to fixture manufacturers for either of these sales aids. Ask your G-E Construction Materials 
representative for o supply today or write to Section Q44-1026, General Electric Company, Construction 


Materials Division, Bridgeport 2, Connecticut. 
Registered 7 le irk General Electric ( 


Sf can foul pour confei lence tn — 
GENERAL @@ ELECTRIC 
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EPR connector sizes 
needed on this job! 


ITE connector size is 


plenty with this 
XTP! 


For Tee or Parallel Taps! 


rte 0. 2. rirtinc poes tHe work or EFS 


One typical XTP connector replaces up to 32 different 
parallel or tee connectors because each XTP accommodates a 
wide range of wire sizes. All told, the XTP line of but 
25 connectors will receive over 400 wire-size combinations! 

For either tee or parallel taps, just snap special hinged 
clamp over main and tighten—the connector is permanently 
(in place, positive contact assured. When you're ready to con- 
nect the tap, simply insert wire in tap end of connector. A 
wrench-turn or two and the job’s done! 


25 CONNECTOR SIZES do practically all tap jobs. 
@ Accommodate over 400 combinations of wire sizeg 
@ Fit wire from #8 to 1,000,000 CM 


HINGED CONSTRUCTION for quick installation. 


SPRING STEEL LOCK WASHERS (tin plated) maintain pressure, 
@ Hold resiliency—assure permanent connection 


PRESSURE PLATES designed for maximum contact and grip. , 
@ Serrated for firm grip 
® Can not rotate during installation XTP as o porallel tap 


HIGH STRENGTH, HIGH CONDUCTIVITY. , . 
© High conductivity copper alloy for body They re O.K. if They re 0.2. Qu 


@ Extra strength copper alloy for pressure plates and 
hinged parts 
Get these combination fittings from your wholesaler ELECTRICAL 
now...and put an end to bulky assortments of MANUFACTURING 


tap connectors. 


CONDUIT FITTINGS °* CABLE TERMINATORS e . COMPANY 
CAST IRON BOXES * SOLDERLESS CONNECTORS 
GROUNDING DEVICES » POWER CONNECTORS 


XTP as. aT” top 


262 BOND STREET - BROOKLYN 2,N.Y 
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They want the tape that’s up-to-date! 


The amazing space-saving U.S. Royalastic 


Your customers want the tape that 
Saves time, saves space—that’s easy to 
apply. They want U.S. Royalastic Vinyl 
Tape! 

Royalastic keeps wiring neat and un- 
cluttered; provides up to 200° more 
dielectric and 50 to 100% more me- 
chanical protection. It is resistant to 
acids, alkalies, oils, water, temperature 


changes and all kinds of weather con- 


ditions. It has high tensile strength. 

Stock up on U.S. Royalastic—it is 
made by a company your customers all 
know and respect— United States Rub- 
ber Company. Give them the up-to-date 
tape — and assure yourself of repeat 


business. 


UNITED 


MECHANICAL 


STATES 


GOODS DIVISION - 


RUBBER COMPANY 


ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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NEWS PICTURES OF THE MONTH 


sat* 
ety ee 
pean rth te*, 
pe 


RED BEACON UNIT atop the TV antenna on New York's Empire State Building 
3S a warning light to planes f g over Manhattan. Performance of 
mproved by special heat-re ting glass bulbs 


lamp developed 


the | 


bea 
by Gene 


" 
ral 


PIGGY BANKS will help el 
next September jeal 
which will be awarded 


ectr 


ical 


donated the 
a prize at the 


inspectors save for IAEI's Silver Jubilee SALESMAN Murray Davis (center) awards 

Industrie banks, the ‘“‘best-dressed’’ of winners in Gesco distributors vacuum cleaner 
onvention. Vince Mulligan rides herd contest. R. Schoen, dealer 

104 





assists Davis 
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LUSCIOUS BEEFSTEAKS, games of skill and chance were the in 
ducements to come early and stay late at the Passaic County Electri 
cal League's 14th annual outing. More than 2 persons attended 


“HOW DRY | AM” 
dryer. Designer W. A 


B. H. RICHARDS, 
manager of Lander 
cusses heating pad witt 
Cc representative 

A. C. Jewe Mr 


THE REIGN of Queen Eleanor Charles at the National Electrical Industries show wi 
be from October 21 to 24. The Eastern Electrical Wholesalers Association is the spon 
sor of the show which will be held at the 69th Regt. Armory in New York City 
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WIRED. WITH CRESCENT 


; : 
South Station eae Bui os 
Boston, Mass. as, Tons 


tim 
PP 


if] fiat 





in 
ud 
' THY th Y thd 
fi OF HER 
ye, 


CRESCENT - 


WIRES - CABLES - CORDS 


EXPERIENCE 
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NEWS OF THE INDUSTRY 


Fluorescent Dimming 1 2 p.m. to 10 p lay. When Does Your Town 
System Demonstrated mica” pr —peines seas Get TV?—It Depends 
CHICAGO, ILI The brightness of ‘ leading actu al DUMONT 


rescent lamps may now be con eoing to ha ucationa atu { given 
n of a knob. A prac addition 
dimming fluorescent will be held 
lamps was demonstrated at the annual 35-minute und and « film 
technical conference 1¢ Illuminat- group replacement of fluorescent lamps 
Engineerin 
Electric ligt 


The si 


g Society by General will be shown by the Westingh« 

iting engineers Electric Corp. Another film, sponsor 
stem consists of dimming by the Federal Electric Products Con 
nd 
nd 


especially designed ya on the subject of the firm's new 
: ; 
circuit breaker is another feature of 


the show. Harvey Hubbell, Inc., pl 


but « ’ the current to aftect ) announce 
light output fluorescent lamps at new line of single 
turned instantly at any tonthe nectors which wil 
dimming ran 1¢ lamps ma their booth with 
immed = tre 

until they pri 


b twisting, dn a Barrett Supply Co. 

yrightened in the same manner 2 H 

General Electric engineers John H Appoimts & 5. =e , 
umpbell and Harry E. Schultz. whe ST. LOUIS, MO.—The Barrett Ele 


] 


} ] 
aesigned 


the circu ads ad tate trical Supply Company has announce 
system possib! uintain tl | the ippointment of C. 5 Kidd as man 
ager of the expanding Allen-Br 


IT tor contre division 


] 
( I 
Mr Kidd has had extensive expel 


ence in industrial control, engineerin 


ind application. He had been with the 
Allen-Bradley Company of Milwaukee 


for | years an ecentiv h 


ettectively in 
Ss exp 1 
Is expected 
reate special effects, partic 


1 colored fluorescent lamps 





rhe control system will be produced 
G.E.’s_ specialty transformer and 


vartment. Ir will be available Joe Williams 


: ; . 
either the conventional] ric 
: . . A 
n type of mp of { 

t Nuorescent lamps 

Is will be made 
up to 8 lamps and tl 


lamps 


Announce Show Hours 
For EEWA Exposition 
NEW YORK. N. ¥ More than 


hundred manufacturers have reserved 
booths and will display the latest in 
electrical equipment at the National 
Electrical Industries Show to be held 
October thro 4. The show 
sponsored by the Eastern Electrical 
Association, will be at rhe ry 
Armory, 26th St. and Lex Paid tribute 
Ave.. in New York City 
rospect s problem the need t 


Tuesday, October 21 through ‘ 


hasi m persona rvice t 


making r ‘ 


October 23, the show will as good 
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How not to 
“SHORT-CHANGE” 


Your Customers 


...- WHEN YOU SELL THEM TAPE! 


While minimum length can be 
depended on to be accurate in every 
roll of tape. it’s the weight of the roll 
that you must watch. It is important 
for you to know: Does the No. 4 Roll 
actually weigh 4 ounces, as it should; 
or the No. 8 Roll 8 ounces? 


For weight reveals whether tape is 
full strength in substance, or whether 
its protective and adhesive properties 
have been weakened due to skimpy 
materials. Underweight tape results 
in customer dissatisfaction. 

You can always weigh every roll 
you buy, of course, but why bother, 
when HAARTZ-MASON publicly 


-Jors mn Tare” 


TRONGHOLD 


BBER TAPE 
pode 


— re 
rare 
ase 








makes you a DUAL GUARANTEE — 
a guarantee covering both weight and 
length, and prints this information 
boldly on every roll and container. 


HAARTZ-MASON is currently pro- 
moting the importance of weight to 


your tape customers and urging them 
to look for weight information on 
every roll they buy. So avoid possible 
loss of tape sales by putting in a stock 
of the DUAL GUARANTEED HAARTZ- 
MASON brands today. 


Haartz-Mason, Inc. 


WATERTOWN 72, MASS. 


One Roll 
1 BLACK. LENGTH 66 FT. 


: Emblem of 
BUSINESS CHARACTER 


| of the Morid 
| Alssociation 





Note: Weight and length information are printed boldly on every roll and container. 
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hile for a station 

local channels 
ure UHF or VHF will also determine 
when a community will get its own 


Whether or not the 


station. Most of the applications re 
ceived by the FCC so far are for VHI 
Many UHF 


few applicants asking for them at this 
time 


channels channels have 


The Du Mont experts point out that 
TV 
will not get another VHF statioa for 


Pittsburgh, a city already with 


two or three years. Denver has one 
VHF station operating and four appli 
for more But a 
UHF station will go on in Denver in 
October 


Dealers in 


cants two channels 
uncontested 
television fringe 


near towns with their own TV stations 


ireas 


will be selling sets long before the 
home town station arrives, say the 
Du Mont experts. They note that there 
is little to worry about as to whether 
a town will get a UHF or VHF sta 
tion. Some television sets require only 
minor adjustment to be adapted to 
UHF. Others may get proper reception 
with the addition of an external con 
verter 

The statisticians predict that in a 
few years virtually every home in the 
country will have access to TV. At the 
present 


stations 


time, with over 100 hundred 


in operation, there are over 
18,000,000 sets in use 

Just six years ago, the Du Mont ex 
perts note, there were 6,400 sets in the 


entire country 


JANUARY: 


robes.’ 


JUNE: 
JULY: 


will come out.” 
NOVEMBER: 
DECEMBER: 





STANDARD ALIBIS HEARD BY SALESMEN 


As a special service to salesmen who have to overcome the sales man- 


ager’s blasts, here is a standard alibi chart for a full year: 
“People spent all their bucks for the holidays 


haven't anything left but due bills.” 

FEBRUARY: “All my best customers have gone south for the winter 
MARCH: “Everybody’s worrying about income tax.’ 

APRIL: “People spent too much for Easter clothes and spring ward 


MAY: “Too much rain; the farmers worry.’ 

“Not enough rain, the farmers worry 

“Everybody is away on vacation.’ 

AUGUST: “Everybody is still away on vacation.’ 

SEPTEMBER: “Everybody's back from vacation and broke. 
OCTOBER: “My customers are waiting to see how the fall clearance 


“Everybody's too upset over the elections.” 


“Customers are spending all their money on Christmas.” 


They 








Southeastern Assn. 
Holds Meeting 
SAVANNAH, GA The 
Electrical Wholesalers 
held their 


South 
eastern Associ 
annual 


tion, Inc., seventh 


general membership meeting recently 
t the General Oglethorpe Hotel. J. B 
Carson, president of the association 


presided at the one day meeting at 


, 
which 32 companies were represented 


Guest speaker for the occasion was 
H. E. P. Clifford, treasurer of The Se 
curities Co., Kingsport, Tenn. His 
The Golden Rule of Business”, 


has bee n 


speech 


was so well received that he 





LEROY L. WILLIAMS (right 


president of the | 


A. Williams Company, 


Pittsburgh distributors, reviews the new franchise for Westinghouse electric 


housewares and floor 
Williams are: (1. to r 


polishers 


Company executives pictured with Mr 
A. H. Wagman, merchandise manager; A. M. Jaffe 


treasurer and general manager; A. A. Colomb, sales manager; and C. W 


Haney, Westinghouse factory representative. The | 


A. Williams Company 


serves 6,500 retailers in Pennsylvania, Ohio and West Virginia. The com- 


pany, with offices at 401 


in 1899. 
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Amberson Ave 


Pittsburgh, Pa., was established 


invited to repeat it at the association's 
annual Industry Day meeting 


M. | 


lined plans for the Industry Day meet 


Tice, managing director, ou® 


ing 


which will be held in Atlanta, Ga, 


on January 15 and 16, 195 

Engineer Sees Machines 

Replacing Muscles 
CHICAGO, ILI 


farming is still a long way off but we 
time when 


Pushbutton 


are fast approaching the 


muscle power will be almost entirely 
replaced by the power of machines.”, 
so said W. D. Hemker, an agricultural 
engineer American Society 
of Agricultural Engineers. Mr. Hem- 
ker, Westinghouse 


Electric Corporation, spoke at a meet- 


before the 


who is with the 


ing held in conjunction with the Cen- 
tennial of Engineering 
natural for 


Electric power is a 


chore power he said. However, the 


Westinghouse agricultural engineer 
pointed out that laboratory devices for 
chore work have not been developed 
to the extent of those for field oper 
mn table SS s be ing 


ations, but progre 


made 


Chief Lighting Source? 
—Fluorescent Lamps! 
CLEVELAND, OHIO—The ff 


cent lamp has caught up with and 


ores 


passed the incandescent lamp as the 
chief electric source of general lighting 
in the United States. They are at pres 
ent being used at a rate of about 85 
million annually. Only 13 years ago, at 
New York World's 
fluorescent lamps first used 

(Continued on page |!!!) 


the Fair, were 


















































ALL-STEEL EQUIPMENT In¢.—so0 Kensington Ave., Aurora, Illinois 
""'A BOX FOR EVERY NEED‘ 
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Be Sure to Vote! 


HIS nation has done well for over 
175 years by trusting to the average 
good judgment of its citizens. Their 

opinions have been proven right in the 

If half the 


trom the polls, there is no 


long run voters stay away 


rule of, by, 
and for the people, and government is 
no longer responsible to che people 


Ir is vital to our existence free 


men that we do not regard government 


as an independent power. A look at our 
j 


shameful voting record seems to indi 


cate such an indifferent attitude 


instituted 


Governments are 
imong Men ir just powers 


trom the f the governed 


consent 
Dec lar i 


In these days of far-reaching federal 


states the ion of Independence 


control, we occasionally lose 


sight of that 


and State 
ital principle of 
of the 


ill-powerful ma 


democracy 

government as some 
chine which 
What we 
hold the px 
four 


use it wisely 


operates on ifs own power 
seem 
We 


servants who 


wer lend it out 


years to new 


ind well for our benefit 


Government serves u th privileges 


but privilege entails ion. One 
; 
hese obligations is t 


vor 


Our 


every four years 


tions | elect 

only half of 
gible bother to vote. Other 
he 


once yet 


those eli 
countries 


year Vort 


cabinets parties, and 


lack of centra power all contribute 
to the frequency of elections in Europe 


tor example 


In spite of these repeated elections 
Europeans consistently go to the polls 


in large numbers. A few of the repre 
Bel 
Sweden 


Italy, 


Apparently the citi 


sentative France, 75 


90 


turnouts 
England, 83 


an eye-opener 


gium 
80 
89 


and here's 
Japan 
zens of these former itiOns 


enemy ni 
have learned their lessons on democracy 


so well that they know more than their 
teachers 

To paraphrase Mark Twain, “Every 
one talks about the government, but no 


j 


body does anything about it.” Here is 


your chance to do something about it 
Perhaps you like it. If ye u lo vote for 

if you don't, vote it out of 
Perhaps you don't like any of the 
lates or platforms. Don't 
back in disgust. Think of what your 
one means. Not Thirty 


million people who could have voted 


power 
candi 
turn your 
vote much? 
n 1948 turned their backs on the polls 
No one 


bad habit of not voting hurts the 


can prove exactly how much 


nation, but we know it deprives good 


men and policies of deserved support 


discourages able men from seeking of 


f and ex 
of it 


enables mediocre or dishonest men to 


ice, encourages inethciency 


travagance by failing to get rid 


secure office, and undermines our basic 


» 1 ] 
principle of government—that dec 
| 


sions should be made by all the peopk 


through their votes 


Today, above all, when everything 


we stand for is in mor 


can't seem to realize 


enemy can threaten our American sys 


tem of freedoms as much as our own 


let George do it” indifference. We all 


believe 
question ts ! 


in it. Back in when 


many of our C1 
78.4 


1900, 73 


tizens were for 
of those eligible d 
went 
1940 and 1948 
decisu 


tor th 


of their vore 


whose 
course 
tes were 
n 


befor ty milli 


cast than ever 

were Missing 

When this nation w 

fathers 
j 


ind st 


uur founding 
ugh mud 


Declar 


ivileve 
il freed 


terest 


inything more 
our freedom 
valued more 
izen of the worl 


Vote as yi 





(Continued from page 109) 


According 


the market resear 


General Electric 


the h gh efficiency 


commer 
until the latter 

they were found 
the majority of homes 
In 1941, fluorescent lamps supplied 


October, 1952—ELECTRICAL WHOLESALING 


tal lig 


it had jumped to 


per cent of the t hting 

by 194¢ 
per cent. Since then the percentage 
1 the 
escent lamp is 


Over 950 


than doubled. However 
idy showed 


more 
the ine 1 


ir from dead million of 
them were made in the Unite tates 
ilone in 1951 


Federal Power 
Policies Discriminatory 
NEW YORK, N. Y 


eral power policies are unfairly dis 


: , 
Present Fed 


criminating against 80 per cent of the 
population and grossly unfair to elec 
tric Companies in many areas, charged 


B. L. England, president of the Edison 


Electric 


of produ 
electric power 
(Continued on page 120) 








BRIGHTEST IDEA IN... 


f. LIGHTING 


=—=— 
"1 —— 


New, Money-Saving MIROFLECTOR* 
. the permanent, low-cost reflector . . 
replaces costly reflector type bulbs with 
ordinary low-cost household bulbs . . 
generates high-intensity directed light 
. is designed for use in theaters, dis- 
play and store interiors. Over 100,000 
units now in use 
MIROFLECTOR fits any standard 
socket .. . Hi-Hat, Open Socket, Bullet. 
Two models, the +10M, 150 watt unit 
and +2000, 100 watt unit use clear or 
frosted bulbs for spot or flood lighting. 
MIROFLECTOR’s patented pre- 
oxidized finish and exclusive contour 
MIROFLECTOR . . . the brightest idea in control boost lighting output, slash 
lighting sales. power consumption, guarantee perma- 
Attention Wholesalers and Manufacturers’ Rep- nent high reflectance from low cost 
resentatives! Some territories are still open. If household bulbs 
you're interested in the high-volume, repeat-sale Electrical Testing Laboratories, Inc.'s 
MIROFLECTOR line return the attached cou- reports on MIROFLECTOR are avail- 


pon. You'll profit by fast action able upon request 


MIROFLECTOR CO., INC. 


148 Nineteenth Street, Brooklyn 32, N. Y. 


I'm interested in taking on the profitable Miroflector line. Let’s get together 


|] Distributor [ ] Manufacturers’ Representative 


NAME TITLE 
COMPANY 

ADDRESS 

CITY 











ELECTRICAL WHOLESALING—October, 1952 





News Notes 
.A.E. D. 


From N 


PACIFIC ZONE MEMBERS 
HEAR HESSLER AND PYLE 
NAED’s Pacific Zone held its fall 
meeting at Coronado, California, on 
the 6th to 8th of this month. It was 
reported as a very successful meeting, 
with a large attendance and an excellent 
Pacific Zone Chairman Nel 
son Thomas presided, assisted, ably as 


Pacific Zone Secretary R. A 


program 


usual, by 
Balzari 
Mr. George F. Hessler, NAED pres: 
dent, and Mr. Pyle were among the 
principal speakers. These also included 
Mr. B. A. Graham, president, Sunbeam 
Corp., who spoke at the Monday ses 
Honorable Lowell B 
Mason, member of Federal Trade Com 


sion, and the 
mission, who addressed the group on 


the final day 


BYERS ATTENDS 


|.A.E.L. CONFERENCE 


NAED’s executive 
reporter ) 


secretary 
represented the association at 


the 17th annual conference of the In 


ternational Association of Electrical 
Leagues, held October 1 at the Radisson 
Hotel, Minneapolis. He appeared for 
Mr 


panel on the subject 


a member of a speakers 
How Can We 
Attain Greater Coordination on Indus 


Pyle as 


try Objectives and Promotions? 


EXECUTIVE COMMITTEE MEETS 
WITH COMMITTEE CHAIRMEN 


The Executive Committee meeting 
with the chairmen of the numerous 
NAED which held 


last month at association headquarters 


committees, was 
was most constructive, and attendance 
excellent. President 
Hessler declared at the conclusion of 


was George F 
an all-day session that the meeting re 
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By Alfred Byers 


Executive Secretary 


National Association of 


that xroblems still exist 


industry 


vealed many 


he coming years 


I 
in the T 
NAED program indicated 


to them by NAED committee chairmen 


an alertness 


whose proposals hold high hope for 


solu 


considerable progress toward their 
tion 

In addition to the general conference 
of chairmen, the chairmen of commit 
tees in the Appliance Division and the 
Apparatus and Supply Division met 
separately to discuss the committee ac 


tivities of their respective divisions 


BOARD OF GOVERNORS 
The Board of Governors of NAED 


will hold its regular fall session at The 
White Sulphur Springs 
7th to 29th of this month 


Greenbrier, 
W. Va.., 


On the 26th, the executive committec 


> 


the 2 


will meet 
Among the subjects on the agenda is 
the for the 


a discussion of program 


annual convention at (¢ hicago next 


May. This will be NAED’s 4° 


convention 


ith annual 


Mr 


Pyle has reported that more space will 


As a matter of general interest 


be available in the Manufacturer Con 
ference Booth Center next year. Orders 
for booths received from manufacturers 
already exceeds last year's registration 
Deviating from previous arrangements 
the booth center next year will be set 
up with separate areas for appliance 
manufacturers and for apparatus and 


supply manufacturers 


SALES BOOSTERS RESUMED 
One of NAED's 


efforts to aid members in sales training 
and sales building has been the NAED 
Sales Publication of 


was begun five years ago. From 


most successful 


Boosters them 
the 


very beginning, this timely, lively and 


Electrical 


Distributors 


lictle 

with members and n 
Albert Pfaltz, NAED’s publ rela- 

tions manager, was assigned the job of 

tor 

1 presentation. Each 

gence 


yun gent 


inufact 


preparing them. He has a real flair 
this type of printe 
issue has been marked by the dil 
ct his research and by 
ing of the m 
salesmen to increase 
sands of copies have been pr 
wi lely circl i 
Becau 101 
volume at th itset t national 
letense Boosters 
were tem I 
tion is | 
requests by 


view of numerous 


mittees and by n Exec 
Director Charles G 
, ‘ 

nounced that forthco! 

being prepared for 
Supply Division 
App! nce Division 
The sche lule 


Sales 


at present 
Booster each n 
Februa 


vision will be supplied, as u 


embe rs of 
sual 
distribution 


copies for mong 


ir salesmen. Dur g five 


and probably lon 
NAED’s Sales Booster wi 
popular number with the men 


selling line for NAED members 


months 


] 
Li 


FAN AND VENTILATING 
COMMITTEE MEETS 

A very interesting meeting was held 
last month in New York by this 
NAED 
Butler, Jr., the discus 


morning 


long 


standing committee. Under 


chairman C, I 


sions at the session of mem 


bers and the afternoon session with 


manufacturers were kept moving and 


(Continued on Page 119) 





- Hinellays 





Top and bottom brackets have key 

a EASY MouwTING! | hole slots for easy positioning and 
two holes for locking bolts. Brackets 

are removable or reversible for messenger wire suspension, etc 


One-half and %4” knockouts in sides 
of wiring compartments at each end. 


Two '2" knockouts in each end plate 


Oven baked polymerizing varnish im 
pregnation assures permanent insula- 
tion and protection against moisture 


3 DOUBLE VARNISHED 
CORE AND COIL! 





For fast and convenient wiring of 
combination mercury vapor and in 
candescent lamp fixtures. Mercury 
lamps can also be wired from either end of transformer 


For positive uniformity of manu- 
S PRESS FIT RIVETED CORE! facture and maximum quality 


You find all the extra-values only in the newly revised 
line of Jefferson Transformers. Every feature vital to top- 
flight service, economy, and ideal lamp performance is 


built-in to give you unmatched value in every detail 


FOR INDOOR 
MERCURY LAMP 
OPERATION 


JEFFERSON 


TRANSFORMERS 
have ALL these 
EXTRA-VALUE FEATURES 


INTERCHANGEABLE Pryouts on both ends expose standard 
OG ek 14" conduit fittings for suspension type 
mounting of transformer and/or lamp. 

%” fittings quickly interchangeable 


Color-coded tagged leads for positive 
identification and quick wiring. Three 
primary taps (not just two) for close 
voltage, and moximum lamp and trans- 


‘7. TWREE PRIMARY TAPS! 


matching with line 


former performance 
Condenser located to allow ample wir- 
ing space when any knockout is used. 


conrARTMENTS! Condenser is solidly mounted to pre- 


vent damage by vibration to condenser and leads. 
conduit fittings to run wiring through 


ke ial lamp suspension conduit. Save time, 


trouble, and outside wiring. End cover knockouts are completely 
free of obstructions for quicker installations 


Plenty of room between condenser and 


Get the most out of your mercury lamp installations by in- 
sisting on Jefferson Transformers. They operate all H-1 400 
watt mercury lamps. Models are available for all indoor and 
outdoor applications. Underwriters’ Laboratories approved 


Write for 16-page illustrated Bulletin 521-5 now. 


The Jefferson line also includes the finest transformers 


for both H-12 and H-15 1000 watt mercury lamps 


JEFFERSON ELECTRIC COMPANY 


hinifow 
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NEW PRODUCTS 


RECESSED DOWNLIGHT____ 


Pittsburgh Reflector Co., 407 Oliver 
Bldg., Pittsburgh 22, Pa. 


{ new, square recessed downlight is 


for use with 200 or 300 watt lamps 


The entire unit recesses into the ceil- 


ing except for the one-piece, die-cast, 


hinged fran 


e. Latch and hinge are con 


cealed. Internal baffles prevent light 
leakage around the frame. The exterior 


finis| 


s synthetic white enamel 


FLUORESCENT FIXTURE 


Leader Electric Co., 3500 N. Kedzie 
Ave., Chicago 18, IIL. 


lighting 


and 


fluorescent fixture 1S 


construction comes in 


for 
lamps. The 


closed styles It is use 

three 40 watt 
unit may be used singly or in continu 
ous rows, ceiling mounted or suspend 
by hangers. The reflector is finished 
ba cake 


ed 


in both gloss baked enamel or 


n enamel 


LEAD-LAG BALLAST____ 
Jefferson Electric Co., Bellwood, III. 


been 
40-watt 


This lead-lag ballast has 


developed expressly 


new 
tor two 


rapid start lamps. Advantages over 
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series circuit ballasts 
independent lamp 

erating of ballast and ren 
fail and 


correction. The 


if one lamp should maxim 


stroboscopic new 


lost weighs about 614 pounds 


THREE-PIECE GEAR MOTOR__ 


General Electric Co., Schenectady 5, 


N. Y. 





SAFETY SWITCHES 
Federal Electrical Products Co., 50 
Paris St., Newark, N. J. 

pe “A 


are designed for 


stallations. The “Off” and “On” posi 


New front operated t 


outdoor in 


switches 
tions are plainly marked on the front 
of the enclosures enabling the positior 
of the blades to be clearly indicated 
The new 
40. 60, 100 and 


rly 
all times switch 
able 


ratings 


CHAIN NOSE PLIER__ il 
Mathias Klein & Sons, Chicago, III 


A very 


ic 





LIGHTING FIXTURE 

% - 
A tempered flat glass lens is spun into 
the 


Crouse-Hinds Co., Syracuse 1, } 


edge of a new lighting fixture 
making a dust-tight and vapor-tight 


joint. The lens is highly impact and 


heat resistant. The canopy is ma 

cast aluminum and contains 

lamp socket and inner auxiliary reflec 
An 18-inch Alzak 


: 
ished aluminum reflector is 


CLOCK-RADIO innova 
Mitchell Mfg. Co., Chicago, Ill. 


diameter fin 
main 


alart ClOCK-radio tunes 


AM wave band from 


Antenna is 


threaded into the canopy. The fixture’s 


I 
shape is designed to avoid the accumu fi 
k 


lation of dust 





control is located on side 
The clock IS 
automatic buzzer 


for extra sound sleepers. Incorporated 


ind volume 


of the plastic case 
equipped with an 

, , ' 
in the set is an outlet for starting the 


orning coffee or other appliances 


sieations 





PANELBOARD_._ 


Crouse-Hinds Co., Syracuse 1, N 


will accommo 


pole LOO 


amp 


rs. The external 


is been insta 
izned tor eitl 
breake rs 


un busses 


NON-METALLIC BOX 


Union Insulating Co., Inc., Parkers 
burg, W. Va. 


Non-metallic bracket and oct 


mounted to a 


won box 
issembly can be 
stud. The use of bar 


nated 


joist or 
hangers is elimi 
in all applications where ceiling 


boxes need not be exactly centered in 


the ceiling. The box is constructed so 


that a fixture can be attached from in 


side 


DOOR CHIMES 
NuTone Inc., Cincinnati, Ohio 


itial door chimes are for use on 


{ Unit 


agoors 
] 


wound 


has 


border and a 


copper 
I 
the ham 


copper centerpiece Tubes are 


re with matching hammered treat 


ELECTRICAL TAPES ——____ 


Ideal Industries, Inc., 1047 Park 
Ave., Sycamore, III. 


include 
The 


dielectric 


New line of electrical 


friction, rubber and plastic types 


tapes 


vinyl plastic body has a 
strength of over 8,000 volts. The min 
tape ( 007 ) 


plus its TWO Way stretch lets it fit easily 


imum thickness of the 


to irregular shapes and surfaces. Tapes 


are free of corrosive substances 


4 


TRAVEL IRON 


Landers, Frary & Clark, New Brit 
ain, Conn. 





Light weight, portable travel iron has 
a 21 square inch soleplate made of 
polished steel. The heating element is 
is held in 


mounted in a recess and 


position by a pressure plate. An indi 
cator dial registers low, medium, high 
and danger degrees of heat. Plastic han 
dle locks in ironing position and folds 
for carrying. The current ts 375 watts; 


110-120 volts, a.c. or d.c 


HOME DRINK MIXER ___ 


Hamilton Beach Co., div. of Scovill 
Mfg. Co., Racine, Wis. 


Fount 


home use 


ain drink mixer is adapted for 


The unit is 1454 inches high 


ind weighs 4 Ibs. 10 oz. It is powered 
motor of approximately 


baked 


im. The plastic 


universal 
The 


namel with chrome tr 


by a 


finish is white, 


115 hp 


() oz. capacity to deliver a 


MERCURY VAPOR UNIT__ 


Great Northern Mfg. Corp., Chi- 
cago, III. 


Readily adaptable for almost any kind 
of installation, this new mercury vapor 
unit is equipped with a 14-inch slip 
ficcer and ribbed hood of cast alumi 
num. A 20-gauge Alzak reflector is spun 
over the glass bowl. The unit may be 
used with 300 or 500 watt type mogul 
incandescent lamps as well as 400 watt 


mercury vapor lamps 


ELECTRICAL WHOLESALING—October, 1952 








VOLTAGE STABILIZER 

Acme Electric Corp., Cuba, N. ‘Y. 

A new 300 volt automatic voltage stabi 
lizer is designed to improve television 
reception or similar electronic equip 
ment where fluctuating voltage affects 
performance. When operated in its nor 
mal capacity, the unit corrects voltage 
fluctuation over a range from 90 to 
125 volts to a regulated output volt- 
age of 115 volts, plus or minus 3 per 
cent. The instrument is furnished with 
a primary cord and a built-in secondary 
receptacle accommodates plug from 
appliance. 


TELESCOPE FITTINGS. 
Keystone Mfg. Co., 23328 Sherwood 
Rd., Centerline, Mich. 


New telescope fittings are brake formed 

trom 16 gauge steel and are painted 

for rust resistance. They are furnished 
4 


for 4 and 6 inch wirew ys Fi 


tings are adjustable in length from 8 
to 12 inches and are locked in place by 
Bolt 


through flanges, eliminating the need 


set screws holes are pierced 


for drilling before installation 


TRIMMING PLIER 
Mathias Klein & Sons, Chicago, III. 


Lightweight oblique trimming plier is 
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hammer forged from high grade tool 
steel without the customary top bevel 
A replaceable tempered steel spring 
keeps the plier in open position for 
the 
The 
plier is especially useful for cutting 


immediate use without NECESSity 


trimming 


of opening by finger 


small wires or trimming plastic 


VOLT-AMMETER 


Pyramid Instrument 


brook, N. Y. 


A pocket size volt-ammeter has nine 
I 
150 





Corp., Lyn- 


ranges: 0—6 ) ne 500 


a.c.; U 600 volts, a.c 


snay 


equipped with a new retri ble safer, 


amps 


This around’ type instrument !s 


plug which automatically insulates it 


self when removed from the meter 


The 


mounting 


unit is pocket-sized and belt 


RADIANT HEATER 
Heatmore, Inc., 738 Broadway, New 
York 3, N. Y. 
High-resistant nichrome 
bedded in the ceramic panels of a new 
line of radiant The 
lustrated above are for permanent in 
from 
remote 
or 9 


The units 


wire 1s im 


heaters series il 


stallation, extend 2 inches the 
with built-in 
thermostats and are rated 
amps., 115 and 230 volts 
are for home or industrial use and are 


or 
.5 


wall, come 


U. L. approved 


oat 
UTILITY LIGHT 


Cable Electric 
Daboll St., Providence 


Products, 
7, R. 


An all-purpose, snap-on utility 
} 


has a positive action switch and c 


with a nine foot « 


complete 
) 


The 


plastic coated to protect surfaces 


lamg spring action Clamps 

The 
light comes in four colors and may be 
1 with power tools, drawing tables 


sewing machines, pianos and other 


similar industrial and home equipment 


LEAD-LAG BALLAST. = 


Westinghouse Electric Corp., Pitts 


burgh 30, Pa. 
Lead-lag slimline ballast is 
38, 58 and 75 watt 

Ballast is 31% 


r" inches 


inches by 
Manufact rer clai 
lead-lag 


series 


the initial cost of the 


ipproaches that of the 
Sere boscopic correction is 


through lead-lag circuit 


SLIDE PROJECTOR. - 
GoldE Mfg. Co., 4888 N. Clark St., 
Chicago 40, Ill. 


A new blower-covoled slide projector 


incorporates an integrated condenser 


117 





The x2 unit 


is equipped with a 4 inch F 3.5 hard 
auto-preci 


mount assembly 200 watt z 
coated anastigmat lens. An 
sion slide carrier holds slides in focus 
A tlt 


t nd 
n ind 


lever permits horizontal adjust 
placement of image on 
screen. The blower motor is equipped 
bearings. Plastic lift-oft 


with oilless 


cover has a spring-type handle 


HAND LANTERN 


Olin Industries, Inc., New Haven, 
Conn. 





Heavy-duty portable hand lantern is 
as searchlight and 
be un- 


designed for use 


floodlight. The reflector can 


screwed easily and the lantern thus 


may be used as an room 
light. With the retlector in place the 
focus can be 


angic 


emergency 


wide 
1200- 


adjusted from a 


floodlight to a 


close in 


foot big beam spotlight 


CHANDELIERS 


Lightolier Inc., 346 Claremont Ave., 
Jersey City 5, N. J. 





Newly designed chandeliers are made 
of imported crystal and brass. The style 
pictured above has hundreds of crystal 


pendants mounted on twisting brass 


arms which gt he appearance of a 
circular ta ase The fixtures are 
scaled to fit low-ceiling rooms and 


foyers 


Humidifier draws overheated 


ELECTRIC ROOM CONDITIONER 
ind dust or pollen-laden air through a “waterfall action” filter. A rotary 
The con- 


stands 


pump forces a continual stream of water over the air filter 


ditioner provides 6,000 cu. ft. of air an hour. It weighs 7 lbs 


high Chicago 1, Ill 


l ft Fresh'nd-Aire Co., 


NEW PRODUCT BRIEFS=— 





Soldering Iron—Designed for fine common household 


Reflectors 
instruments, jewelry and small elec | 


lamp | used with this new 


screws into any 


tronic devices. Weighs 3 oz. less cord, 


lg inch diameter tip. Rated at t, bullet or hi-hat 


with a 

watts. It can be furnished for either lires no special in 
110-120 volts ac. or dc. any cycle allat d has a patented 
Hexacon 164 W Clay idized f he Miroflector Co., 


Ave., Roselle Park, New Jersey Brooklyn, N. Y 


pre- 


Electric ¢ .. 


Infra-red Brooder—A one light infra- Raceway Multi-outlet system pro 


ed brooder is versatile in application every 40 


Knock 


inches 


vides convenience utlets 


inches ina tinuous raceway 


Unit is ideal for brooding poultry of 


1-1n re every 
Knockouts for 


screws are placed , inches apart. The 
Wiremold Co., Hartford 10, Conn 


all types. It comes completely as- outs for fee 


wired and ready for along the base wood 


Jackson Electrical Co., 


sembled, factory 


immediate use 
Chicago, Ill 

Record Changer—Full range phono- 
pick-ups are available with a high 
fidelity {1 changer. The 
speed unit is capable of reproducing 
1 records 
Buffalo, 


Adjustable Insert—A load of 1500 to 
400 Ibs. will be supported by adjust 
able inserts. Elongated hole on insert’s recor three 
face and off-set hole in the nut makes 
it possible to put nut on bolt before standard and micro-groove 
Markel Electric Products, Inc., 


N. Y 


placing it in the insert. Super-Grip 
Anchor Bolt Co., Inc., Philadelphia, Pa. 
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News Notes from NAED 
(Continued from page | 13) 





covered the current problems thor- 
oughly. All NAED members have 
been supplied with a copy of the full 
report of both sessions 

One subject was particularly note- 
worthy, namely, the outlook for the fan 
business next year. Manufacturers ex- 
pect no unusual difficulty ir meeting 
demands, which they believe will be 
substantial. However, they emphasized 
two factors of importance in that view- 
point 

One was that unless there may be 
much graver developments in the de- 
fense program, they anticipated no 
difficulty in obtaining necessary mate- 
rials, including steel and copper. The 
other, however, is the matter of pro 
duction. In that regard they stressed 
the importance of distributors placing 
their orders well in advance of require- 
ments. Such cooperation is essential 
they said, in order to establish a pro- 
duction pattern that will assure the 
availability of various fan types when 
needed 

There was considerable interest on 
the part of the committee in the pub- 
lication of an NAED Sales Booster on 
the subject of electric ventilation to 
cover only attic, kitchen and window 
fans. The committee recommended that 
it be designed as a consumer piece for 
NAED members to supply their con- 
tractors and dealers for general dis- 
tribution to their own Customers 


HESSLER ADDRESSES 
LAKE MICHIGAN CLUB 

Enroute to the NAED Pacific Zone 
Meeting at Coronado, Messrs. Hessler 
and Pyle attended the annual meeting 
at French Lick Springs of the famed 
Lake Michigan Club early this month 
As president of NAED, Mr. Hessler 
delivered the principal address 


NAED AREA MEETINGS 


These have been conducted by your 
reporter this month in Omaha, Dallas, 
Kansas City, Mo., and St. Louis. The 
turn-out of members was very good; 
and it was also gratifying to have a 
number of interested non-member elec 
trical distributors participate 

Meetings in Atlanta and Charlotte 
are now being arranged for next month 
There will be a number of other area 
meetings held and they will be an- 
nounced when the schedule is com 


pleted 


October, 1952—ELECTRICAL WHOLESALING 


ay 


Visit Us At National ae 


Electric Industries Show — Booth 23 
wer fae 79, ‘ Q 
AANA 


ae YOUR CUSTOMERS ARE 
WAITING FOR THIS 
&  PROFIT-MAKER! 


extra NARKUW 


ELECTRIC 


PUSH BUTTONS 


Ideal for the narrowest door jambs 
‘ AIR FLOW design matches any style hardware 
a Solid brass in four finishes 





ACTUAL SIZE 





Trine’s NARROW push buttons are a cinch 
to sell. ALL your customers should carry this 
line . . . needed for the narrow door frames 
of present day home construction. Dealers 
are looking for a number like this! 


THIS NEW MERCHANDISING DISPLAY > 
WILL BE THE BUSIEST 12” IN THE STORE. 


Permanent, compact display sells all day, 
every day. Why not feature three No. 24 
Profit Deals (one for counters, one for win 
dows, one for hanging) and TRIPLE SALES! 


PROFIT DEAL NO. 24 
Display containing 4 samples of different 
finishes shipped set up. Eyelets for hanging, 
easel for standing. Deal includes working 
stock of 20 pieces with screws; individually 
boxed units 


ORDER YOUR DEAL TODAY! 


MANUFACTURING CORP. 
NEW YORK 61, WN. Y. 





News of the Industry [Cont.) 


THIS AD 


THIS MONTH 


SALES CONFERENCE of the Pressteei Co. of Berkeley, Calif., discusses plans 


for the expansion of the company’s 
Philadelphia warehouse. Standing (| 

Pherson, B. Quinlan, A. Little 
B. Mayer. Seated (|. to r 


W. Fay, W. D 


are 
FA 


Runswick 


distribution 
to r.) 
T. Bailey, D. Gleason, S. Dyer, P. Kyack and 
F. Nickerson, W 
Jones and F. Sullivan 


of the 


Mc 


and enlargement 


Pyle, P. Bond, F 


are: C 


MacRae, T. Lassiter, | 





Georgia Distributor 
Moves To New Location 
SAVANNAH, GA.—The 


Sales and Service Company recently 


Electric 


completed moving to its new quarters 
The 


corner 


new location, the southeast 
ot Bay 
been completely remodeled and mod- 


It 


than the previous building 


on 


and Barnard Sts., has 


ernized provides much more space 


The Savannah branch was opened 
in 1942 and serves all of Georgia and 


part of South Carolina. Julius R. Holt 


is vice-president and branch managet 


ot the firm 


TV Trade-in Guide Ready 
MADISON, WIS.—The publication 


of the first television set trade-in guide, | 
the 1953 NARDA TV Blue Book, has 
been announced by the National Ap- 
pliance Guide Company, 2132 Fordem 
Ave., Madison, 1, Wis. The guide will | 
give the dealer information on the | 
evaluation of trade-ins, servicing and 
re-selling. It will also provide authen- | 
tic and detailed information covering 
television set models produced from | 
1947 through 1952. The manual is| 
scheduled for mid-November distribu- 


tion 





A Salesman Even 
ILI 


ever 


CHICAGO, 
salesman 
prospect. Guy Ederheimer, Jr., ex- 
ecutive vice president of the Elec- 


The intrepid 


1S in pursuit of a 


tric Supply Corp., reported recently 
on one such salesman, William E 


Kenosha, Wis 


notes that once 


l attos ot 
Mr 


in a while a salesman pleases a sales 


Ederheimer 
manager. It could be anything—a 
smile, a good order or even a cigar 
He 


following letter received from Mr 
& 


from the boss passes on the 


Lattos 
I called on Ray Knepel at 


but nobody was there 


Leaving a piece of literature and my 


his home, 





Unto The Grave 

the door, I left for home 
the cemetery the 
town, I saw Knepel’s truck 


card in 


Passing on out- 
skirts of 
in the graveyard, so I drove in. 
This is at night by the way 
“Roy was just finishing digging 
a new grave. We walked to my car, 
where, by the lite from my dash- 


board, I wrote the order. Driving 


The 
THOMAS & BETTSJCO. 


Incorporated 


home, I thought, an order can be 
found anywhere you look for it.” 
So ends the salesman’s report. He 
Rot 
ries us. 
What was Knepel doing in the 
graveyard at night? And digging, 


the order, but one thing wor- 


too! 
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‘a You can handle any grounding job with 


Las 


‘10 Standard T&B Engineered Parts! 


Cut Inventory . . . Save Time .. . Stock 5 Clamps 
and 5 Hubs... Make 30 Ground Fitting 
Combinations —IN SECONDS! 


FOR INSTANCE. . . 

You can run conduit-protected ground wire 
through any conduit size from 14” to 1’’—and 
ground both conduit and wire to any water pipe 
from 1,” to 6”. Just combine the conduit hub 
and water pipe clamp you want. 

You can ground #8, 6 or 4 armored wire to the 
same range of pipe sizes. Just bolt an armored- 
wire hub to the right size clamp. 

Or you can attach #8, 6 or 4 bare wire to the 
solderless grip on the clamp—no hub needed! 


T&B ENGINEERED FEATURES for lowest installed cost 


No soldering—Hubs and clamps have built in 
solderless connectors . . . Easily installed—with 
wrench or screwdriver . . . Flexible—teeth on 
hubs and clamps permit locking at any angle. 
When enclosed ground conductor required, use 
combination of hub and clamp. Clamps can be 
used alone with bare ground conductor up to #4 
wire ... UL approved, meets 1951 NEC Code. 


ENGINEERED RIGHT . . . DISTRIBUTED RIGHT! 
T&B Engineered Hubs and Clamps, like all T&B 


quality fittings, are designed for lowest installed 
cost. Furnished 100% through T&B distribu- 
tors under the T&B Plan. 


THE THOMAS & BETTS CO. 
6 Butler Street Wo 


Elizabeth 1, New Jersey 
Thomas & Betts, Ltd., Montreal, P. Q., Canada 
MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
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FASTER 


10 


INSTALL 


PLUGMOLD 
2000 suiricon 


COVER 
receptacles snap into cover .. . 
cover snaps into base 


SNAPICOIL 


pre-wired in 50-foot Snapicoils 


BASE 


mounts in a continuous run 


Installing multiple conven- 
ience outlets is a real “snap” 
with Plugmold 2000 and 
Snapicoil! You snap the re- 
ceptacles into the cover and 
snap the cover into the base— 
a few simple snap-over fittings 
complete the job! Takes min- 
utes instead of hours. 


Write today for new, free 
Plugmold 2000 book! 


PLUSINeRS 2000 





WIREMOLD’ S Hew 


multi-outlet system 


THE WIREMOLD COMPANY 
Hartford 10, Connecticut 


CALENDAR OF EVENTS 


National Farm Electrification Conference 


Hotel Statler 
Detroit, Mich 
Oct 0-21 
astern Electrical Wholesalers Assn. 
National Electrical Industries Show 
69th Regt. Armory 
New York, N. Y 
Oct. 21 i 
National Electrical Manufacturers Assn 
Haddon Hall Hotel 
Atlantic City, N. ] 
Nov. 10-1 
Southeastern Electrical Wholesalers 
Assn., Inc. 
Atlanta Biltmore Hotel 
Atlanta, Ga 
Jan. 15-16, 195 
Eighth Industrial Electrical Exposition 
Terrace Room 
Newark, N. J 
March 10-13, 195 
Plant Maintenance Show 
Public Auditorium 
Cleveland, Ohi 
January 19 195 
National Electrical Manufacturers Assn 
Edgewater Beach Hote! 
Chicago, Ill 
March 9-12, 195 
Edison Electric Institute 
Annual Sales Conterence 
Chicago, Ill 
March 30-April 2, 195 


Electric Range Contest 
Winners Announced 
LOUISVILLE, KY 


winners of General Electric's “Band 


Distributor 


wagon Election Campaign” have been 
announced. The sales managers of the 
three leading distributors in each of 
three “wards” were presented with 
valuable prizes. First position winners 
had a choice of a convertible or hard 
top automobile; second, a mink cape 
for their wives; and third, the choice 
of a complete home movie set or a 
Distrib 


utors, in turn, provided their own 


personalized set of golf clubs 


prizes for the winning dealers in their 
sales ircas 

The “wards,” with the winners in 
each, are as follows: Gashouse Gang 
Ward—Electric Supply Co., Albu 
querque, N. M.; General Electric Sup 
ply Co., Oklahoma City, Okla.; O'Ban 
non Bros., Little Rock, Ark 

Bloody Nose Bend Ward—General 
Appliances Co., N. Y. (¢ 


Charlestown, 


Electric 
Virginian Electric, Inc., 
W. Va wer enae Electric Appliances 
Co., Cambric . Mass 

Bowery nh Ward 
Electric Supply Co., Nashville, Tenn.; 
W. D. Alexander Co., Atlanta, Ga.; 
Perry-Mann Electric Co., Inc., Colum 
bia. S. ¢ 


General 


EASIER 


10 


INSTALL 


PLUGMOLD 
2000 SWAPICOIL 


by WireEmMoLD 


No “pre-engineering” 
when you install Plug- 
mold 2000 multiple 
convenience outlets... 
every step you take 
gets the job done! ... 
Plenty of knockouts 
for feeding and mount- 

ing in Plugmold 2000 
base—no drilling! .. . 
You can feed in at any 
convenient point—no 
special fittings re- 
SEN) quired! . . . Elbow fit- 
Ss) ting covers snap on 
and overlap—no preci- 
sion cutting required! 


Write today for new, 
free Plugmold 2000 
book! 





WIREMOLD’ S — 


multi-outlet system 


THE WIREMOLD COMPANY 
Hartford 10, Connecticut 
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SALES representatives of the Bluefield Supply Company, Bluefield, West 


/ 


G Clark used in its campaign to prom 
Ralph Moore, Universal southern di 


housewares Clinic 


Virginia, study the combination blanket box and display that Landers, Frary 


te summer sales of electric blanket 
trict manager, conducted the electric 





Tennessee Wholesaler 
Appoints Buyer 
KNOXVILLE, TENN.— 
Clung & Co 
ment of W. T. Smith as buyer of elec 


trical supplies. He has been with the 


M. Mc 


announces the appoint 


company for LO years 
It also has been announced that the 
firm has been appointed distributor of 


General Electric small trafhc appliances 





so says L. E. Barrett in an edi 
] 


torial published in the July-August 
issue of the Adequate Wiring Re 
porter. Mr. Barrett is president of 
the Barrett Electrical Supply Co., St 
Louis; chairman AW Committee 
St. Louts Electrical Board of Trade 
and member of the National Ade 
quate Wiring Bureau's Plan Com 
mittee. In full, this is what he has 
tO Say 

Bottleneck!” That's what we of 
the Electrical Industry Family cried 
when we began to realize what we 
had to do to sell the hundreds of 
thousands of items our industry was 
producing. “Bottleneck how 
could a virile industry sell electric 
ranges, refrigerators, ironers and so 
forth, when people couldn't buy be 
cause they couldn't utilize the things 
produced? There was not enough 
capacity to allow them to utilize 
our products 

We devised the Adequate Wir 


ing Bureau and we started to elimi- 





Fall Sales Drive Opens 
MANSFIELD, OHIO 


drive to promote the sales of electric 


An intensive 


appliances is underway by the West 
inghouse Electric Corp. The company’s 
political debate series over CBS radio 
Pick the Winner,” is 


being utilized to promote the sales of 


and television, 


electric housewares, fans, vacuun 


cleaners and electric bed coverings 





Let’s Expose the Voltage Loss Thief! 


nate the “bortleneck Adequate 
wiring was a solution to the prob 
lem and as it jelled there was some 
relief at the producer's level, at the 
distributor's level, and at the dealer's 
level—to say nothing of how the 
rest of the industry benefitted 

We're still selling ourselves on 
our ideal. It’s good! It can work! 
But let's never forget that we're 
working for Mr. and Mrs. Con 
sumer 

Our obligation lies always with 
them. The poorly engineered elec- 
trical distribution system in the 
home is a concealed menace and is 
certainly a “thief” so far as the con- 
sumer is concerned. The industry 
knows that, when load outstrips 
capacity, operating efficiency de- 
creases due to voltage loss as much 
as twenty per cent and more. So 
let's educate the consumer to recog 
nize the thievery of inadequacy in 
wiring and thus eliminate the 
bottleneck 


CHEAPER 


10 
INSTALL 


PLUGMOLD 
2000 suivicon 


by WiremoiD 


For the first time, ONE 
raceway that’s designed 
to take all 3 wiring serv- 
ices — NEMA grounded, 


1 — 
2-wire Duplex “hot”, and 
3-wire Duplex recepta- 
cles, one side switched, 
one side “hot”... cheap- 
er, because only 1 race- 
way needs to be taken to 
the job! 


... cheaper, too, because 
the pre-wired Snapicoil 
receptacles are readily in- 
termixed or replaced by 
the skilled electrician . .. 
cheaper because cutting 
and fitting are reduced to 
a minimum. 


Write today for the new. free 
Plugmold 2000 book! 
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WIREMOLD’S Zee 


multi-outlet system 


THE WIREMOLD COMPANY 
Hartford 10, Connecticut 





Announcing the NEW 


RIGID 


1/8” to ves 


“ & 


\ 


me >. 
, LW 


RIGID also makes 
No.2 extra-long-toper 
pipe reamer — reams 
only burr, won't harm 
pipe or conduit. 





Easy profitable sales with 
the new RIG&ID 2-S Spiral 


* Reams pipe fast, easily and cleanly. 


* Makes quick work of enlarging conduit box outlets—cuts 
holes in sheet metal, smoothly, no chatter. Reams soil pipe. 


* Special design blades feed into metal at lightest pressure, 
cut it like wax. 


* Typical Rimnmip tested design, fine craftsmanship and 
materials — extra long service for your money. 


* Advertised to your customers this month— rush your stock 
order! 
Reamer unit sold separately —fits your Rettaat& OOR threader handle 


THE RIDGE 


Work-Saver Pipe Te als 


a” = 





Helene Stachler Named 
NAED Ass’t. Secretary 


NEW YORK, N. Y.—Charles G 
Pyle, executive director of the National 
Association of Electrical Distributors, 
has announced the appointment of 
Miss Helene Stachler as assistant secre- 
cary of the Association 

Acting upon the recommendation of 
the Executive Director, the executive 


Helene Stachler 


committee appointed Miss Stachler to 


the newly created position during its 
recent meeting in New York 

Miss Stachler has completed 24 years 

N.A.E.D. She will continue to 

the Executive Di 

to her duties as 


the Association 


Wholesalers To Be Named 
For New Plastic Tape 
NEW BRUNSWICK, N. J.—A s¢ 


lected number of electrical supply 
wholesalers will be appointed in the 
near future by the Industrial Tape 
de wider distribution 

tape. The company 


1 in recent months 


tive and industrial fields 


broaden its distribu 


number of the 
governed strictly 
index. Industrial 
re this limitation 
local distributors 
sly sufficient mar- 


a nucleus for 


Present Special Awards 

To Distributor Salesmen 
PHILADELPHIA, PA.—The Elec 

tric Association of Philadelphia, Inc., 

Nas announced t 


r saiesmen who were presented 
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with special awards at the completion 
of the electric housewares gift cam- 
paign. The awards were made to sales- 


men through whose efforts no less 
than five different dealers made com- 
plete reports, including a photograph 


of their respective window displays, 
and turned them in at the completion 


+ 


of the campaign 

This group of salesmen, known as 
5-Star Salesmen, were awarded a spe 
cially designed tie clip with five stars 


The winners are: Harry Kirschbaum, 
Aisenstein & Gordon; H. L. Seige! 
Fred Byer, J. Sheuling, Robert Field 
and H. L. Futernick, Everybody's Sup 
ply Co.; W. S. Wheeler, George R 
Lerch and F. L. Meyer, Graybar Electric 
Co.; H. S. Lee, Sig Kandell, K. Allen 
and J. H. Shepperd, Peirce-Phelps, Inc.; 
Jack O'Connor and William Ullman 
Supplee-Biddle-Steltz Co.; and R. I 
Tatem and F. F. Spangler, Westing 


ey Wrlntote Tf) Edda 


house Electric Supply Co. 

In the window display contest for 
dealers, each winning dealer and the 
salesman responsible for his participa 
tion received a $100 savings bond 
The salesmen who received the bond 
were: Bob Field and H. I Seigel Ev 
erybody'’s Supply Co.; George Lerch 
Graybar Electric Co; and Harry 





Kirschbaum, Aisenstein & Gordon 
Richard Elias of Everybody's Supply 
Co., received a $100 clothing gift cer 
tificate for outstanding sales manage- 
ment With Bronco 60 Certified you 
5 : 5 a3K know you are getting a full 60% 
Skilsaw Changes Name by weight of Neoprene in your 
CHICAGO, ILL. —Skilsaw, Inc., cable’s protecting jacket because 
manufacturer of portable electric and its contents are certified. 
pneumatic tools, has changed its name 
More Neoprene makes long-last- 
ing Bronco 60 Certified more re- 
enesmes saanennt sistant to oil, acids, alkalis, ozone, 
No mistake... You know you gasoline, salt water. 
are getting Certified. You read 
et a glance cable type, size, *,: ° 
veltops, “PIISBM”, which In addition, with Bronco 60 Cert- 
indicates approval by the Penn- ified you get: 1. Cold Rubber 
sylvania Bureau of Mines, and . 
aan tne ie oe Insulation. 2. Branded Jackets. 
U.S. Bureau of Mines. Easy to 3. Superior Flexibility. 
measure...‘Bronco” is repeated 


ovary 3 font. So, BE CERTAIN, GET CERTIFIED 
— the greatest cord value on the 
market! 


























ethammawieniienaaes TNA PR yy WESTERN INSULATED WIRE CO. 


want y 
efu 


Los Angeles 58, California 


curve ar 
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“Easier to Sell 


AND THEY STAY SOLD!” 


IERCE 


Quality 


FUSES 
ay 


_ 


TUBULAR ARCH 
ASSURES 


— Continually correct 

knife blade alignment 

with no locking device 

— Constantly perfect Clip 
contact 

— Greater overall strength 


Ss 


a” 


e 


@ SCREEN VENTED 
¥ CONSTRUCTION 


_ — Provides perfect ventilation 
)— Keeps Pierce Fuses 10 to 40% cooler 
— Prevents fuse blowing during safe 
overloads 
— Prevents after blows by allowing 
dangerous gases and pressure 
to escape readily 
— Gives 6 to 8 times longer case life 


f 
< QUALITY CONSTRUCTION MEANS 
NO COMPETITION .. 


Pierce is the top quality fuse, and there are no 
cut prices. Pierce’s reputation for better protec- 
tion and longer life makes Pierce easy to sell 
and a perfect regeat order item 

All Pierce quality Fuses are equipped with the 
Famous Balanced Lag Links 

WRITE TODAY for the factual bulletin shown at right 

Start NOW to profit with Pierce Quality Renewable Fuses 


Also a complete line of quality non-renewable fuses 


PIERCE RENEWABLE FUSES, INC. 


LEICESTER NEW YORK 


| came effective on October 1 
| SKIL Corporation ties in directly with 


to SKIL Corporation. The change be 
The name 
the SKIL trademark, used on the com 


pany’s construction, industrial, automo 


| tive and home shop tools 


John-Alden Sales Meets 


MEADVILLE, PA 
of the John-Alden Sales Company were 


Representatives 


told of a new merchandising program 
for Palmer Wel-loct and Fence Master 
tools at a recent sales meeting by Art 
Stevens, manager. New packaging and 
other dealer sales aids including mat 
service, counter displays, display boards, 
window strips, direct mail pieces and 
new cataloging were included in the 
new merchandising program for whole 


saler and dealer 


Wire-Cable Trade Name 
Changed by NEPCO 


PITTSBURGH, PA.—The National 
Electric Products Corp., has announced 
a new trade name for its expanded line 
of thermoplastic insulated wires and 
cables, including building wire. The 
trade name Nepconol” replaces 
NE'on” which has been used to desig 
nate building wire types 

All thermoplastic 


and cables produced by National Elec 


insulated wires 


tric will be marketed under the name 
Nepconol”. This 


used in Loomwire 


includes: type 7 
non-metallic 
sheathed cable; type TW, for use in 
wet locations in place of lead encased 
cable; and three “hot-spot” wires, on 
for operating temperatures of 80 de 
grees C. plus two new high tempera 


ture types. These latter are made t 


withstand operating temperatures of 
90 to 105 degrees ¢ 

Also to be produced under the new 
trade name are fixture 
TF (solid or stranded ) and TFF (flex 


ible) for 600 volt service up to 60 de 


wires in types 


grees ( 


improve Instrument 
Lighting Systems 
PHILADELPHIA, PA 


fluorescent 


Improved 


lighting has been made 


ivailable as a standard option for vari 
ous types of industrial instruments and 
control room panelboards. To meet 


lemands from researcher 
processors and manufacturers, the In 


dustrial Division of the Minneapolis- 


increasing 
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JULES J. DRevr 
ed ~~. SS SONS 


THE MIAMI WAREHOUSE of jul 
J. Dreyfuss’ Sons, electrical factory 
agents, has been expanded into more 
than double its former space. Jules | 
Dreyfuss, general manager of firn 
which has its headquarters in Atlanta 
states that the growing demand of 
wholesalers t have accommodation 
stocks of the manufacturers they rep 
resent available made the expansion 
necessary. The new building is locat 
ed at 1361-63 N.W. 23rd St., Miami 
Fla 





Honeywell Regulator Company has in 
troduced maximum lighting facilities 
for instruments and panels 

The company is furnishing lighting 
for electronic and rectangular case in 
struments and for control room pan 
els. The lighting assembly includes a 
cool-burning, white daylight-lamp, a 
starter for preheating the lamp fila 
ments cathodes and a ballast which 
limits current and voltage to a re 
quired value 

The circular chart instruments in 
clude a reflector ring for disbursing 
the light evenly over the chart. A tog 
gle switch is provided for independent 
operation of the lamp circuit 

Lamp and component locations vary 
according to the type of instrument 
containing the assembly. Each circular 
chart instrument is equipped with a 
i-watt, 6-inch lamp. Strip chart in 
struments contain 8-watt 12-inch 
lamps 


Yule Lighting Contest 
Guide Offered by G. E. 
CLEVELAND, OHIO—The experi 


ence of Richmond, Ind., in conducting 
a Christmas lighting contest is the sub- 
ject of a planning guide prepared by 
General Electric's lamp division at Nela 
Park. The case history of that city of 
15,000 people is traced in step by step 
procedure 

The guide, “How Your Community 
Can Conduct a Christmas Lighting 
Contest,” tells of how the city went 
about promoting the contest. It also 


gives suggestions for contest rules, the 
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drill masonry faster 
and easier 


SUDDEN DEPTH 
DRILLS 
tf) 


Neu 44° spiral 
Neu wide flute 
New narrow land 


provide a smooth path for 


IMPROVED, AUTOMATIC 
DUST EJECTION 


for maximum drill speeds 
and a clean hole with 
no blowing out 


New V4 shank on 


3g, 7/16, and '/2' drills.'/2'' shanks 
on sizes from ''2 to I'/2 


. made of 
AL finest tool steel 
with the famous 
avanaaes v diamond hard 
see ie ? CARBOLOY 


3/16" to %4"; Ye" 


and 1”. TIP 
With Straight 
Flute 
Sizes I”. 1%", 
144" 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 


The Best Craftsmen Always Take 


all 


SUDDEN DEPTH. 








HEAT DISSIPATING 


BRASS FINS, assembled at both ends of the. fibre bar, 
not only support the bar securely, but, also, conduct away 

_ excess beat. This unique MONARCH design gives you 
‘two distinct advantages . . . cooler fuses and lomger fuse 
fe! Other MONARCH features which assure true align- 

/ ment, tight links and firm contacts, are further reasons for 


A complete line of knife blade and ferrule 
fuses for industry, construction 
and replacement. 


Fuses 
116 E. First Street Jamestown, N. Y. 


selection of judges, arrangements of 
prizes and description of various types 
of contests 

The Junior Chamber of Commerce 
is cooperating with General Electric in 
promoting Christmas lighting. The 
various chapters of the organization 
are using the planning guide in their 
sponsorship of local Yule lighting con 
tests. Copies are available to publi 
service Companies, Civic groups, city 
officials and others interested in pro 
moti.ig Community contests. They may 
be had by writing the Inquiry Bureau 
Lamp Division, General Electric Co., 
Nela Park, Cleveland 12, Ohio. 


Clark Controller 
Announces Promotions 
CLEVELAND, OHIO—E. R. Jung 


vice president and general sales man 
ager of the Clark Controller Company 
has announced a series of appointments 
uimed at providing a better all-around 
service from the departments aftected 

L. H. McClure, manager of merchan 
dising and export sales since Septem- 


ber 1944, takes on the additional duties 


. H. McClure W. J. Bergen 


of manager < 
many years < 
trical control field, is well known t 
ictors all over 

the country 

W. J. Bergen, formerly of the Cleve 
land listrict sales office, has been 
named assistant manager of merchan 
dising 

Robert Whitehill, a veteran of 
years with Clark, was appointed assist 
ant general sales manager. He brings 


a wide experience to his new duties 


Sales Aid Folio Promotes 
Modern Electrical Living 


PITTSBURGH, PA Promoting 
more retail sales and attracting more 
business from builders and architects 
is the goal of the new “Sales Aids For 
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Westinghouse Distributors”, 
by the better homes 
Westinghouse 


prepared 
bureau of the 
Electric Corporation 
The portfolio also contains instructions 
on using the promotional material, sug 
gestions on merchandise tie-ins, sam- 
ples and descriptions of booklets, tech- 
nical manuals, displays and movies 

The portfolio offers information on 
sound and color motion pictures that 
contrast life in past years with modern 
electrical living. Retail sales are also 
promoted with consumer booklets on 
kitchen and laundry planning, lighting 
and miscellaneous items such as elec 
trically equipped home workshops 

Suggestions for scheduling displays 
movies, demonstrations, etc. for both 
home and farm in regard to adequate 
wiring, lighting and motor controls 
are also included in the sales aid 

A plan review service designed to 
get more business from builders and 
architects by advertising support, meet 
ing guides, movies and electrical hand 
books is included in the folio 


for home builders, as contrac 


Plans 
as well 
tors and architects, are also discussed 
in the sales aid for electrical distribu 


tors 


Proctor Reduces Prices 

NEW YORK, N. Y 
tember 15th, the Proctor Electric Com- 
pany 
ceiling prices under the new fair trade 
All Proctor distributors have 
uppli 


new 


—Effective Sep- 


will reduce nationally advertised 


schedule 


been instructed that all Proctor 


ances will be fair traded. The 


prices, in all instances, are lower than 


the advertised retail ceiling prices pre- 


viously featured 





|CUT RATE 


| ELECTRICAL 
| SUPPLY CO 


ae ~ 2 
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| |\eg ee 
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Series 230 HEETAIRES 
1250 to 3000 wotts 


am sHHttiNT 
ct eiesie =| 5 
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Series 200 HEETAIRES 
1000 to 2000 watts 





i 
| 





lee 





Series 240 HEETAIRES 
1000 to 1500 watts 


Thabaheliat 
qa uf 


Series 250 HEETAIRES 
1500 to 3000 watts 


Series 210 HEETAIRES 
3000 to 5000 watts 


155 SENECA STREET 





ee 


Here’s how you can fill 
every auxiliary heating 
need of every BUILDER, 
CONTRACTOR, 

and HOME 

OWNER! 





HEETAIRES . are manufactured in a complete 
range of types and sizes for every purpose . . . 
HEETAIRES . range in wattage from 1,000 to 
5,000 (120 and 240 volts), produce from 3,402 t 
20,472 BTU’s per hour — for light, intermediate and 
heavy duty. 
ALL HEETAIRES are available with 

AUTOMATIC THERMOSTATIC HEAT CONTROLS 


All HEETAIRES can produce and maintain any 
desired temperature between 40° and 80° (wit 

only a 2° differential at all times). This insures 
correct healthful comfort—uninterrupedly—quickly, 
wherever wanted. 

HEETAIRES are available in wall inserts and wall 
attachables — both with either built-in or external 
thermostatic controls. 

HEETAIRES are 
radiant heat, heated air, 
FAN-GLO HEETAIRES — Series 
kinds of heat — infra-red rays 
heated air. 

HEETAIRES Series 200 and Series 240 produce infra- 
red rays (radiant heat). 

HEETAIRES Series 250, 
forced heated air. 


FREE! 


available in three heat types — 
fan-forced radiant heat. 

230 produce both 
plus fan - forced 


Series 210, produce fan- 


Tested and listed under reexamination service by Uuaderwriters’ Lab- 
—— _ 

or Manval Control . Radiant Heat, Heated Air and 
par mw Rodiont Heat Woll Inserts and Wall Artochables. 


Write for the copyrighted 
“A GUIDE TO QUICK HEATING" 


ELECTRIC 


MARKEL _ propucrs, inc. 
LA SALLE  Prooucts, inc. 


BUFFALO 3, N.Y 


129 





5S SIZES 
| "14-600 MCM 








COPPER TUBE AND PRODUCTS, INC. 


5746 MARIEMONT AVE. 


CINCINNATI 27, OHIO 


Open Additional Markets 
For Westinghouse Iron 


MANSFIELD, OHIO—Three addi- 
tional markets have been opened for 
distribution of the Westinghouse open 
handle steam iron. Distributor meet- 
ings had been held in each area cover 
ing all dealers and filling dealer stocks 
prior to any area advertising 

The new markets for the steam iron 
ure Pittsburgh, Boston and Philade! 
phia. Ir had been previously distributed 
in Cleveland and Cuyahoga County in 
June and St. Louis in September 


End Of Credit Controls 
Not To Affect Housing 

NEW YORK, N. Y.—The predic 
tion of Mobilization Director John R 
Steelman concerning the early end of 
housing credit controls, will have little 
or no effect on home building reports 
Engineering News-Record, McGraw 
Hill Publication 

Home builders expect a slight, if any 
at all, increase in building activity. The 
fact that banks still will require down 
payments of approximately one-third 
is considered a major deterent to addi 
tional sales. Any stimulation of sales 
is expected to occur in the over-$12,- 
000 bracket, where sales have tended to 
be slow 


Standard Lighting System 
Developed by Smithcraft 


CHELSEA, MASS.—A standardized 
lighting system that is ordered from 
a catalog in the same manner as one 
would order steel casement windows 
has been developed by the Smithcraft 
design department. The order is placed 
as a single element and not as a num 
ber of parts 

The Smithcraft system of area illu 
mination is complete in itself. The 
elements are erected as a single illumi 
nating unit, irrespective of size, in 
tensity shielding or periphery. The new 
system, claims Smithcraft, is easily in- 
stalled. The wiring is so arranged that 
lights can be operated alternatingly or 
in banks or rows, without changing 
any of the wiring within the system 
It is dependent only on the amount of 
switching and circuits available 

Smithcraft’s design department re- 
ports that special effects can be created 
within the same element. Egg crate 
metal louvers can be interposed with 
plastic molded panels, glass panels, or 
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Smithcraft’s new lighting system 


corrugated sheets ot plastic Spot ligh s 
inserted in egg crate louvers can be set 
at will in various locations 

In principle, the system consists of 
two sets of grids of extensive dimen 
sions, one positioned directly over the 
other. The upper set of grids contains 
all the electrical components and forms 
i lighting panel as a source. The lower 
set is designed to receive the various 
shielding media and thus becomes the 
diffuser for light sources 

The Smithcraft system takes int 
consideration the problems of | the 
architect, designer and engineer. The 
company says that a complete freedom 
of expression and elasticity in design 
is made possible by the Smithcraft 


system of area illumination 


Laundry Appliance 
Advertising Gains 
CHICAGO, ILI The Advertising 


Checking Bureau has completed 
tabulation of daily and Sunday news 
paper linage on various electric appli 
ances for the period January | to June 
30, 1952. Newspaper advertising on 
home laundry equipment shows sub 
stantial gains over the same period of 
1951 while refrigerator linage was off 

The total dealer and national adver 
tising On automatic and standard wash 
ers, in 81 selected cities, was 726,803 
inches of space for the first six months 
of this year. The January 1 to June 30 
1951 total was 565,382 inches 

A report covering 71 cities on 
umount of advertising space for 
fired dryers and electric dryers show 
80,757 inches in the January 1 to June 
30, 1952 period, as compared with 
19,647 inches in the corresponding 
months of 1951 

Aavertising of electric ranges show 
ed a slight gain. The tabulation cover 
ing 68 cities show 195,825 inches of 


space for the first half of 1952, a gain 
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noun 
VAP 


lighting luminaire 


* MAXIMUM, LIGHT 
* EASY INSTALLATION 
* MINIMUM SERVICE 


Challenging Price 


STORES 

INDUSTRY 
SERVICE STATION 
STREET LIGHTING 


UNEQUALLED IN CONSTRUCTION 


SLIPFITTER AND HOOD: Streamlined, cast aluminum, treated against 
Slipfitter supplied 

GLASS BOWL: Outdoor crystal glass with a (patented) 
for maximum diffusion 

ALZAK REFLECTOR: 20 gauge aluminum alzak reflector spun over glassware for added 
safety, accurate light control, permanent cleanliness of the reflecting surface 

SPRING LATCHES AND RETAINER RINGS: Two double-tension springs, plated cam action 
latches made of rust-proof steel 

OTHER FEATURES: Units are of absolute weather proof design for lasting service. You will 


find it more than adequate for Hi-Bay illumination as well 


Herringbone’ stippled design 


Distributed through 
verified electrical 
wholesalers, only. 


WM-1 BRACKET (WALL MOUNTING BRACKET) 
For all types of luminaires! High-strength aluminum base and 

4” high tensile strength aluminum arm with all necessary 
drills and taps for free wire way. L weather resistant 
Bracket swings against wall for serv Cast base drilled 
and tapped at bottom and side for 2? rnate wiring openings 
Positive lockup 











RM-2 BRACKET (ROOF MOUNTING BRACKET) 


Luminaire swings back on roof for new, easy servicing 
Cast aluminum alloy base comes with special swivel nipple 
and elbow for parapet mounting. Positive lockup. Pipe 
bent to 90° with 3° and 6 tangent 








Write Dept. WE-10 for fully detailed catalog and new complete illustrated price list 


GREAT NORTHERN MFG. CORP. 


Fivorescent & Mercury Vapor Lighting Mfgs 


4217-19-21 HARRISON ST. + CHICAGO 24 ILL 





FULLMAN 


atrobe 


PRODUCTS 


SPECIALTIES 


“Latrobe” Floor Boxes and Wiring Specialties are 
top performers because they are expertly designed 


of the finest materials. 


No. 284 Nozzle 
No. 200 Cover Plate 


This Duplex Receptacle Nozzle is the most 
useful and efficient on the market Is 
furnished with ‘2” or 44” brass pipe ex 
tension, and easily installed. 





No. 330 Tom Thumb 
Utility Outlet 


A handy general purpose outlet for use in 
wood floors, mantels, baseboards, show 
windows, ete Quickly installed without 
special tools and without marring wood 
work finish 





The Improved “Latrobe” 
Adjustable Floor Box 


Now equipped with an insulated 14-strand copper wire 
which provides a positive electrical bond between exposed 
flush parts and conduit system, conforming to Underwriters’ 
Laboratories specifications. One terminal comes attached to 
bottom of box, and the other may be readily attached to 
cover. Once installed, wire cannot come in contact with ex- 
posed receptacle terminal screws inside box. Completely 
fireproof. Complies with National Electrical Code. 


Sold Only Thru Wholesalers 


FULLMAN 


MANUFACTURING CO. 


LATROBE . . . PENNSYLVANIA 


of 2.445 inches over 1951. 

The newspaper advertising placed 
by dealer and national interests on 
home refrigerators from January 1 to 
1952, was below the same 
The refrigerator fig- 
ures covering 110 cities show 2,047 


522 inches of space in 1951 and 1,- 


June 40, 
period in 1951 


537,034 inches of space in 1952 


Railroads, Utilities 
Near Nationalization 
NEW YORK, N.Y 


electric light and power companies, 


which for years stood in the lengthen- 


America’s 


ing shadow of government ownership, 
recently acknowledged that the nation’s 
railroads are in even greater peril of 
ultimate nationalization 

Edison Electric 
England, its presi- 


Speaking for the 
Institute, Bayard | 
dent, declared: “The railroads are so 
strait-jacketed by outmoded regula- 
tions that they cannot compete effec- 
tively in the highly competitive field 
of transportation 

The railroad industry,” explained 
Mr. England, who is president of the 
Electric Co., Atlantic 


increasingly 


Atlantic City 
City, N. J., 
difficult to 


without which 


is finding it 

attract capital investment 

cannot continue as 
ture in private enterprise.” 

1 report on the situation it was 
noted that in 1951 the electric com- 
panies paid 23 per cent of their gross 
revenue in taxes. In the same year— 
even with earnings among the lowest 


for all industries—the railroads paid 


12.5 per cent of their gross revenues 
im taxes 


The report the hands 











j 


| said | wanted | 


those fixture 
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of the leading power and light com- 
pany executives, Mr. England says, is 
an important one. It calls attention to COLLYER offers you the complete line of 
the large tax payments of the railroads 
and the electric utilities, and the prob- 
lem faced by them on all levels by quality standards — all available from 


government-subsidized competitors handy stocks throughout the country. Why 


wires and cables—all built to rigorous 


not call on Collyer the next time you need 


Schools Relighted With wires and cables. Write Collyer Insulated 
Fluorescent Fixtures Wire Co., 245 Roosevelt Ave., Pawtucket, R.I. 


QUINCY, ILL.—Modern fluorescent 
lighting fixtures have been installed 
in 80 of the 136 schoolrooms in the 
Quincy, Ill, school system. The entire 
system will almost be completely re- 
lighted before the end of the year 

Previous to the new lighting instal- 
lations, an average classroom of 32 by 
24 feet usually contained four glass 


ny 


TYPE TW 
SYNTHETIC RESIN 
INSULATED WIRE 


y iN 
ON 
Zum 
am 
Zw 
VAN 
ZN 
ON 
YN 
aN 


RUBBER INSULATED 


— ff | 
: BUILDING WIRE 
a 
QUINCY classroom after relighting ; 
; 
4 | 
enclosed globe fixtures, which fur- a2 
7 
; 


nished an average of 5 footcandles of 
7 


SERVICE 
ENTRANCE 
CABLE 


illumination. The new fluorescent fix- 
tures, manufactured by Sylvania Elec 
tric Products, Inc., supplied approxi- 
mately 45 footcandles of illumination 


TYPE RR 
UNDERGROUND 


for the same size room. CABLE 


The units are installed in three rows ; CABLEX 
of seven fixtures in each classroom and : (NON-METALLIC 
are mounted 10 feet, 6 inches above ; SHEATHED CABLE) 
the floor. The outside row is located ; 


4 feet from the window wall—the in- 
side row 3 feet from the blackboard 


yy” 


wall 


Honor Medal Of RTMA 
Awarded General Sarnoff 


WASHINGTON — As a result of 
his outstanding contributions to the 
advancement of the radio, television 
and electronics industry, Brig. General 
David M. Sarnoff, chairman of the 
board of the Radio Corporation of 
America was awarded the “Medal of 
Honor” by the Radio Television Man 
ufacturers Association 

Robert C. Sprague, chairman of the 
RTMA board presented the medal, to 


NOM 
VSS SS fh), 


General Sarnoff, who was the first to 
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receive this annual award. The medal, 
authorized by the RTMA board last 
February, is to be awarded annually to 


AUSTIN Top Quality, Low Cost, 
Easily Installed, PORTABLE 


\ 


the person, company or organization 
which the RTMA directors believe has 
performed a distinctive service for the 


LIGHTING UNITS 


Meets the demand for more adequate light. 
For all outdoor spot and floodlighting jobs 
— quickly, easily and economically installed. 
Completely packaged for your convenience. 


industry 


Sound Firms Qualify 
For Air Force Contracts 
NEW YORK, N. Y 
mately a million 
Air and 


A pproxi 


items are stored by 


Ls-5 the Force, the majority of 


150 watt lampholder 
mounted on sturdy metal 
spike for nailing to side of 
building, post or tree, or 
inserting in ground. Com- 
plete with 5’ cord aod plug 


LS-10 
Same as above, with 
10° cord and plug. 


CLD-150 
LAMPHOLDER 


tc-2 

150 watt bracket type lamp- 
holder complete with com- 
bination cover for mounting 
on 3%" or 4" octagon box, 
post or wall. Includes 20" of 
portable cord with stripped 
and tinned leads. Cover has 
knockouts to fit box ear 
centers and to allow cord to 
enter box. 


ic-5 
Same as above, with 5‘ cord 
and plug 


150 watt lampholder with ‘floating 


socket 


trical contact. Completely wire 
Patent applied for. 


CLD-35 


which moves forward or side 
to side in an eccentric plane to com- 
pensate for variations in size and 
shape of lamps, sockets or castings. 
Insures tight seal and positive elec- 


CPB-150 

CLD.-150 “floating socket”’ 
lampholder mounted on 
d PB-\4 wall or pole bracket 
having 2 porcelain insulat- 
ing tubes to protect leads 


Same as above for 300 and $00 watt 


mogul base lamps 


COMBINATION UNIT 


CLD-150 “floating socket’ 
Jlampholder mounted on a 
CO.1 cover with'4" threaded 
hub in center. Cover fits 
3%" round ceiling pans, 
3%" and 4" octagon boxes 
and concrete boxes. Pro- 
vided with knockouts to 
fit box ear centers and to 
allow cord to enter box. 


The Ul. b. Austin Company 


NORTHBROOK. ILLINOIS 


CLD-sp-150 

CLD.-150 “floating socket” 
lampholder mounted on 
sturdy metal spike, with 
10’ cord and plug 


CLO-sp-35 

Same as above, with 
CLD.-35 “floating socket” 
lampholder for 300 and $00 
watt mogul base lamps. 


Write for Information and Prices 


them are manufactured by firms not 
related to the aircraft industry 
Week, McGraw-Hill publi 
cation. In a section explaining how to 


Air 


magazine claims that anyone who has 


asserts 
Aviation 
do business with the Force, the 
a sound business and produces de 
pendable products is qualified to bid 
on Air Force contracts 

Air Force buying is simple in prin 
ciple though somewhat complex in 
practice. The air arm either advertises 
its needs, calling for bids, and awards 
contracts to the lowest responsible bid 
der or negotiates with qualified produc 
ers for a particular item 

Complete information may be ob 
tained at regional offices of the Air 
Materiel Command, which administers 
contracts after they have been awarded, 
and assists businessmen in_ listing 
themselves as potential contractors 


The AMC contains both central and 





HAWAIIAN COEDS, Jennie Lee Kam 
and Fumie Barbara Acki r home 
P nomic den at the 


f Hawat v t th of Nesce 


juni 


University 


at the American 

Ec ’ in Atlantic 

With the girls are: Mr A 
adhurst, home rvice director 
Penn Power Pittsburgh 

na Andrew lirector, consumer 
ervice div., Nes« In and Miss Iri 

Davenport hairman, national home 
e nomic n t J € atv of the 
American Hom E ICS ocia 


tion 
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decentralized procurement depart e 
ments. The central agency involves 
buying aircraft and aircraft parts. The 
ying i e@ee 
decentralized department covers items 
bought by field installations. Local pur- 
chase includes equipment bought b 
aes julf en bought by ieee 
Air Force bases and other installations 


generally for use there, and of a house 


keeping nature 
Being listed on the Procurement 
Sources Lists is the key to getting the 


contracts. Businessmen should inform 


the regional office on their present ac- | It’s an every-day profit guide to you and your 
tivity, number of employees and prod customers on the vast potentials 


ucts sold of hydraulic tools 
The prospective supplier then indi 


cates the items he can furnish on the 
Air Force commodity list and fills out 
a Bidder's Mailing Application. Air 
Force bids are sent to all on the list 


who produce the item needed 


Biggest Ad Campaign 
ELGIN, ILL.—The Toastmaster 


Products Division, McGraw Electric 
Co., will shortly release the biggest 
most aggressive advertising campaign 
on Toastmaster toasters in the history 
of the company. The campaign will fea 
ture a few of the unsolicited letters the 
company receives from satisfied own 
ers. Tied in with the testimonials is 
copy on the product itself and the 
years of perfect toast that every toaster 
makes 


Announcement of the new BLACK ment they now use to bend pipe and 
HAWK IDEA BOOK is being made drive knock-out punches can pull pui 
to all industry — but this message ts levs, move motors, install heavy equip 
primarily for you, the Electrical Whole ment. Many other allied jobs are als 


saler! Blackhawk has always been a made easier, sater, taster 


r : re-book will be 
‘ , > lin Now here's a magic This interesting picture 

The Minneapolis Honeywell Re ula big volume line « re 

2 , key to even greater sales continuously featured in toll uf 


, d 
Leading publications will carry pub advertising, along with a new i 


tor Company has added 34 sales engi 


ea 


neers to its field force. The new ap licity plus large announcement ads contest” every 90 days. Now every 


pointees, all recent graduates from the promote the IDEA BOOK—the great Blackhawk Electrical Wholesaler cat 


company s industrial instrument train est sales tool you've ever used. With requisition required quantities of IDEA 
ing school in Philadelphia. increase th it, you can show your customers how BOOKS for personal presentation 
: it ee — ree oe t cut costs increase production mailing to selected lists of your ke 
field sales group 15 per cent this year sate tenen ol Cans prospects. So, act now to get the full 


You see, the same Blackhawk equiy benetit of this dynamic promotor 


, , 
Special cooking schools, store and 


super-market displays, giveaways and IDEA BOOK coniains all the facts on how 


wpe en Se sis cas a 


General Electric's distributor and dealer 


and 


r sn A als { 
support of the Pillsbury Fourth Grand in big idea contest. Every 90 days Blackhawk will give generous cash awa 


{ 


National recipe and baking contest citations for the best original ideas using Blackhawk equipment. Your copy 
the IDEA BOOK has complete details. It’s another shot of what keeps Blackhawk 


, , , the hottest line of equipment in the electrical field! 
Betty Furness, the sales girl who de 


livered product messages for the West HEADQUARTERS FOR THE WORLD'S MOST COMPLETE LINE 
inghouse Electric Corp. during the OF HYDRAULIC TOOLS...PLUS INDUSTRIAL HAND TOOLS 
political conventions and “Pick the 


Winner” debate series, stars in the I 

company’s intensive fall and Christmas A KH 

promotion now underway for appliance 

specialties. Electric housewares, bed BLACKHAWK MFG. CO. © DEPT M44102 * MILWAUKEE 1, WISCONSIN 
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FREE MARKET 


Marketing our products only through legitimate 
wholesalers, we believe we should have a free 
market. 


©), What is a free market? 


A\. An equal opportunity for all manufac- 
turers to bid for an electrical distributor's 
business. 


©), What closes a free market? 


Z\, Distributors’ consigned stocks. 


CLIFTON CONDUIT COMPANY, Inc. 


General Offices: 75 MONTGOMERY STREET, JERSEY CITY 2, N. J. 


Factories: BALTIMORE,” MD ¢ MEMPHIS, TENN 


coverings and vacuum cleaners will be 
featured 


rhe improvement of television pic- 
tures through the better use of lighting 
in TV studios was the subject of a two 
day Television Studio Lighting Clinic 


which was held at G.E.’s Lighting Insti 


zzie and Har 

lio and televi- 

red by the Hot- 

point Company. The family situation 

comedy series made its first TV appear- 

ance this fall. This represents the first 

national sponsorship of a TV and radio 
vehicle by Hotpoint 


PEOPLE IN THE NEWS 


Donald E. Jenkins has been ap- 
pointed plant manager of the West 
inghouse Electric Corporation's new 
Vicksburg, Miss., lighting division 
} 


plant. Thomas G. Cameron has been 


named superintendent of manufactur- 
ing 


P. C. Foote has been appointed as 


sistant manager, foreign sales, for 
Cutler-Hammer, Inc. He has been with 
the Milwaukee district sales office since 
1948 


John B. Cataldo has been named 
director of research and development 
for BullDog Electric Products Co., De- 
troit. He will direct the activities of the 
firm's electrical laboratory. BullDog 
also has led two new field represent- 
atives to its eastern and central re- 
gional staffs. Arnold S. Larsen has been 
assigned to the New York office and 
Kirklin L. Kelly will cover the Hunt- 

t W.\ 


territory 
erritory 


Robert D. McManigal and Ralph 
Stuart, Westinghouse executives, 
have returned from a six week tour of 
irope where they investigated post 
ir developments in the lamp industry 
and the lighting field in general. Mr 
McManigal is vice president and direc 
tor of the Westinghouse International 
Company. Mr lart is vice president 


in charge of tl amp division which 
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has its headquarters in Bloomfield, N. J 
Their itinerary included inspection 
trips in France, England, The Nether- 
lands, Germany, Switzerland and Bel 
gium 


W. Lyle Sturtevant has been ap 
pointed to Kaiser Aluminum’s elec- 
trical conductor staff in the firm's Chi- 
cago general sales offices. He previously 
was executive manager of the Alabama 
Rural Electric Association of Coopera 


tives 


Seymour Mintz, advertising direc- 
tor of the Admiral Corporation since 
1944, has been elected vice president 
in charge of advertising 


B. W. Johnson, general manager of 
sales of the Pole Line Hardware divi- 
sion of the Oliver Iron and Steel Corp 
has announced the following changes 
C. R. Dudley, formerly the southeastern 
district representative at Atlanta, Ga., 
has been transferred to Dallas, Tex.; 
Arthur P. Stanton succeeds C. R. Dud- 
ley in Atlanta; Edward S. Norwood, 
has been appointed south Aclantic dis- 
trict representative with headquarters 
in Raleigh, N. C. The activities of these 





ELECTRIC SOLDERING TOOLS 


A Complete Line 


Vulcan makes a complete line of 
electric soldering tools—Screw Tip, 
the professional tool (9 sizes), 
Plug Tip, of which all parts are 
replaceable (6 sizes) and Pygmy, 
the light weight pencil type for 
delicate work (3 tip sizes). 
And of course, a var- 
iety of electric solder- 
ing pots, glue pots, 
wax melting pots, 
safety soldering tool 
hoiders and other 
articles using electric 
heat. 
Practically every concern, from the 
one-man shop up, is a prospect 
for one or more Vulcan tools. 


VULCAN ELECTRIC CO 
Danvers 9 mass. 


TRACE 


VULCAN 


MARK 
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a nickel ~ 
a blow 


sHawmur €-@ RENEWABLE 
LINKS COST AS LITTLE AS 
5¢ TO REPLACE 








Both Knife-Blade ond 
Ferrvie Types for 250 
and 600 volt circuits, 
from 0 to 600 Amps. 


UND.LAB INSP. 


SHAWMUT 
Time tL-& Celay 

Shawmut “‘t-d’’ Renewables have tie best time 

delay characteristic of any renewable fuse. 

The t-d link gives maximum time delay in 

the higher current ranges where most needed. 

At the same time it gives maximum protection 

in the overload zone. On short circuit, operation 

is instantaneous along with a reduction in the 

rate of rise of recovery voltage. The notches of 

the t-d link blow one after the other with action 

like a 4-step rheostat. 


Simple, sturdy, dependable. Easy to install, 
take apart or renew. Precision-made with no 
welded or steel parts. Completely interchange- 
able links and parts. Large contact areas. 
Adequate two-way venting. 





All Shawmut t-d fuses are renewable. The com- 
plete fuses or renewal links for the knife-blade 
type are available for either 250v or 600v cir- 
cuits in sizes ranging from 70 to 600 Amps. In ferrule types, sizes 
for both complete fuses and renewal links range from 0 to 60 Amps. 


ORDER NOW OR SEND FOR SHAWMUT #8 BULLETIN 500 


THE CHASE-SHAW MUT co. 


372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


QE. Nap } cy cy 


«AAA z 
Trion ~td tes «-Q@-T Grionet ow OTe = ruse WIRE 





ALSO 


A Complete Line of 


INDUSTRIAL REFLECTORS 


PORCELAIN ENAMELED 


YARDLIGHTS 








No. 
8972-8974-8976 


When the call is for Yardlights sell JACKSON 
They are impervious to wind and weather and 
truly last a “‘life time.’ Made of one-piece 
heavy gauge steel finished in three coats of 
Vitreous Porcelain Enamel. Completely wired 
and assembled. Good Quality—Good Appear 
ance. Listed by U approved for R. E. A 
installations. Send for catalog 





Make SURE Your 
Customers get Jackson 
... the Lifetime Yardlight 
~ 


Manufacturers of 
¢ Reflectors ' 
+ Yardlights 
¢ Vaporproof Units \ — en ar 
*Weotherproof SD. Vantaa! 
Sockets 


Small 
Adjustable 
FLOODLIGHT 


Residential 
—Com mercial 
—industrial 
for permanent 
or temporary 
instal lations 


tion, baked enamel fin- 
h at 


\ face or attach directly to 3-2" or ¢ 
xX 4” outlet box. Approved 6 foot , 


plug y 


JACKSON ELECTRICAL COMPANY seummmal 


900-910 W. VAN BUREN STREET CHICAGO 7, ILLINOIS 


“FLOATING SOCKET’ 
LAMPHOLDER! 


Accomodates Physical 
Variations in Lamp— 
Assures Positive Contact— 
Eliminates Breakage 


Potent Applied for 


Cat. No. CLD-150 for 150- 
wart lamps. 

Cat. No. CLD-35 for 300 
and $00-watt mogul base 
lamps 


Floating socket moves for- 
ward or side to side in an 
eccentric plane to compen- 
sate for variations in size 
and shape of lamps, sockets 
and castings. Insures tight 
seal and positive electrical 
contact. 


Aluminum alloy. Completely 
wired. Heatproof, weather- 
proof gasket. Removable re- 
taining ring for easy socket 
replacement. 


Snug Fit Under All Conditions! 
ear | 
L j ai; | 
(0 a 
¥ 2 


v ECCENTRIC 
Lamp 


THE M. B. AUSTIN COMPANY 
NORTHBROOK, ILLINOIS 


| various representatives will be super 
| vised by G. M. Daly, 
manager for the company in Birming 
ham, Ala 


southern sales 


Charles G. Sims has been appointed 


livision manager, small motor switch 
sales, Milwau- 
kee. He joined the company as an elec- 
graduating from 
1941 


Cutler-Hammer, Inc., 


trical engineer after 


Cornell University in 


Joseph A. Gilsleider has been 


named manager of the order service 


department of Westinghouse Electric 
Corp.'s Lamp Division. He 
Robert W 


cial assignment for the 


succeeds 
Pritchard who is on a spe 
company. Mr 
division order 


Gilsleider, who has been 


supervisor for two years, will be in 
charge of production planning, sched 
uling and overall warehouse operations 


He will 


portati yn 


in control of trans- 


costs ind 


also be 
the servicing of 
ict orders. 


customer and distr 


Rudolph A. Schatzel, vice presi 


dent and director of engineering and 


} 


been elected a director of 


N. Y., by its 


research, has 


Rome Cable Corp., Rome 


board of directors 


MINERALLAC 2-HOLE 


PIPE STRAPS 


For Heavier Loads! 


Designed for use onloads 
too heavy for one-hole 
Jiffy clips. Made of all 
new zinc plated tempered 
steel to give strength and 
rigidity enough to support 
heavier pipes, cables, 
condults, etc. Avaliable 
in sizes to fit pipes and 
condults from %-In. to 
1-in. Con also be had 
in Everdur, copper, brass 
or aluminum. 


Send for literature and prices 
Specify MINERALLAC Stears. susumves 


MINERALLAC ELECTRIC COMPANY 
23 N. Peoria St., Chicago 7, Illinois 


MINERALLAC 


ELECTRICAL WHOLESALING—October, 1952 








E. W. Gutgsell has been appointed 
sales manager, southwestern division, i 
for the Cory Corporation. He was RUGGED ee 
formerly assistant sales manager of the 


Fresh'nd-Aire Co., a division of Cory SHOWER ROOM FIXTURE 


} 
FOR THE 


Mr. Gutgsell will supervise and coordi 
nate the company’s activities in the 
territories of St. Louis, Kansas City ‘ea . ; PLANT 
Oklahoma City, Dallas, Houston, Men INDUSTRIAL 


phis and N Orle: 
phis and New Orleans SPECIALLY DESIGNED FOR 


THE TROUBLE FREE INSTAL- 
Hal Lewis has been transferred from if } LATION 
the Detroit sales office to Kansas City 5 7 essen 2 eaewe cm, 
. A 
Ke ales off of NuTo 1 
a, See See ae SESE, See. ' a WITH QUALITY WHITE POR- 


will supervise sales of the company’s CELAIN ENAMELED FINISH 


products in several midwestern states 
SOCKET HOLDER IS CAST 


Luther D. Shank has been appoint ALUMINUM. 


ed assistant to R. C. Bennett, Jr., vice , HEAVY WIRE GUARD (5S 
president and general sales manager ype only THOROUGHLY ZINC PLATED 
of the National Electric Products AND FINISHED WITH HIGH 
Corp., Pittsburgh. Mr. Shank was for QUALITY WHITE BAKED ON 


merly director of the electrical division ENAMEL. 


of the National Production Authority FOR USE WITH 150W OR 2 


Julius G. Derse has been named 


manager, utility and industrial sales, 








for the New York district territory 


of the Okonite Company. His offices 4 3 aeaeee Vinen INC, 


will be at SO1l Fifth Avenue, New 


ae q J 4223 W. LAKE ST. CHICAGO 24 


the ef AIFF tJ Line 


SAVES TIME-- TROUBLE AND MONEY 


CERAMIC 
INSULATORS 
SATISFY ... 





@ DEPENDABLE 
@ EFFICIENT 
@ PERMANENT 


S$ 
Solderless Type 


Two styles of Ground Clamps and N 
three styles of Ground Straps Soldering 
QUALITY — PRICE — SERVICE provide a superior quality Sher- 


Are Right!!! n ittina for ev 
Sold Only Thru Electrical See ee ey 
Distributors 
Write for Ceramic Catalog No. 101 
and Distributors Price Sheet. Light Type 


ClydeWLin: 


Dept. 36, 1144 W. Washington Bivd ELECTRICAL FITTINGS 
Chicage 7, Hlinovs FOR WIRE ond CABLE 


1 
Type 


grounding need. Ss 
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——— eee 


(ERICSON) 





ELECTRIC 
CORD 
REEL 


SS 


—— 


Do test C&E (Ericson) No. 700 series heavy duty port 


with the customer 


abie iamps 
orst. These tor es ao 


hey're so y used. For 


lesaier 


win and 1¢ ld tin 

Other C&E (Ericson) products are 
© Reels 

® Plugs 

© Test leads 


@ Multiple outlet cords 
® Inspection lights 
© Safety transformers 





(TTS «5209 EUCLID AVENUE e 


whose conditions are 
stana 
25 years the whole 
ine, distributed solely through electrical 
yon and held their « fid 
jesirable 


Ask for Catalog'"'W-10"’ 


MANUFACTURING COMPANY 


CLEVELAND 3, OHIO 


Another really 
heavy duty 
product — and 
we mean that! 
Compare with 
others. Level wind 
ing, non-kinking 
non-fraying, non- 
shorting, non 
binding; constant 
retracting speed 
universal bracket 
heavy duty cord 
resists water and 
oil. A typical 
business-builder 
for every live elec- 
trical wholesaler 


the gaff that's 


dence. It will 


®@ Broken lamp bose 
removers — and 
many other products 


and discounts 


cream of the Crop! 


KEYSTONE 


‘olthit-3 am -ie> 4-3 
and 


Bar Hangers! 


Little things can make a big difference 
on any wiring job you do. And it's the 
little things about Keystone bar hangers, 
outlet boxes, and box covers that make 
them the “cream of the crop” for you. 
For example... 


KEYSTONE BAR HANGERS—Made of 
"6" x Yo" band steel with rounded mill 
edges and sliding, easy-working, du- 
rable double strength studs. Available in 
straight, shallow, deep, or universal 
offset cleat types . . . and in standard 
lengths of 192", 21” and 24”. Special 
lengths furnished upon request. 


NOW! Territories open 
for agents with ware- 
house facilities. Write 
for full particulars! 


KEYSTONE OUTLET BOXES — Heavy 
gauge steel construction with 2” or 
combination 2” and %” knockouts. 
Strong BX or Romex clamps assembled 
to box with nested fit for quick and easy 
pulling of wires and lower installation 
costs. Available in 4” Octagon or 
Handy box types...separate or in com- 
bination box and bar hanger assemblies. 
FREE! Keystone’s new “value-packed” 
Catalog containing complete information 
on standard Keystone wiring installation 
equipment. Write for your copy today! 


¢ it pays to “figure on Keystone!"’ 


KEYSTONE MANUFACTURING COMPANY 
23328 Sherwood Ave. @ Centerline (Detroit) Mich. 


MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 


Walter J. Brauer & Associates, Cleve- 
land, Ohio, manufacturers representa- 
Mer- 


member of its 


tives, announces that Charles J 
chant has become 
staff. Mr. Merchant was with the Brush 


] 


Development Co., and the Victoreen 


Instrument Co., both of Cleveland, dur- 
ing the war as an electronics engineer 
Recently he has been a salesman for the 


P. R. Mallory Co., of Indianapolis 


Leader Electric Co. has announced 
that Mel Knox will be factory repre- 
sentative for the Washington area. His 
offices will be at 229 Bond 


Washington, D. ¢ 
Robert P. 


turing agents of Jacksonville 


Bldg., 
Smith & Co., manufac 
Florida, 
has announced that Charles R. Lee has 
joined the organization and will be in 
charge of distributor sales. He moves 
into Florida from Philadelphia, where 


he was district manager for Wesco 


CORRECTION 


In an article in the September issue it 


Cornish Wire 


was reported that the 


REGISTER TODAY 


FOR 


NOVEMBER ELECTIONS 


#901 


Non Metallic 
Connector 


#523 


Entrance 
Cap 











ATLANTIC CONDUIT 
FITTINGS CO. 


BOSTON, MASS. 
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Co New York ¢ 
B Squires C2. 


represent itives 


‘ ppointed M 


irgh terri 
tory. The Pittsburgh office encom 
passes western Pennsylvania, southeast 
ern Ohio and northern West Virginia, 


not northern Virginia as reported 


Dana T. Ackerly 
Dana Tarbell Ackerly, 


the nseior 


s noted for the 
ddresses at rhe 
NS. Was a 
ork Bar tor 48 
om Williams 

1. the Harvard 
he following 
New 

ott and 


Ss Pp Ssing 


Ackerly 





CLAMP... LOCK 


This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


‘ 
No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 

Moisture Resistant 

Sizes Up to 1,000,000 CM. 

Approved by Engineers 
Specify K&H for YOUR Next Job 
For More Details, Sizes and Prices 
WRITE FOR CATALOG 5LC 
KRUEGER & HUDEPOHL | 


236 VINE ST. * CINCINNATI 2, OHIO 
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Pa., sales 


JOQOLEC@s MOMs 


features 


CURVES 


LOUVER 


Pleasing modern lines which blend 
with any interior treatment plus high 
lighting efficiency and the well-known 
Joleco simplicity of maintenance are 
the qualities that make this fixture a 
standout. Produces effective control 
and shielding of light with a 30°— 
30° light cutoff. Can be surface or 
suspension mounted, individually or 
in continuous rows. 


2 or 4 lamp, 
Fluorescent 


4’ or 8 Slimline 


Write for full details 


x | A) LE 7) Corporation 2513 BALDWIN ST.» ST. LOUIS 6, MO. 


Designers and Manufacturers of LIGHTING EQUIPMENT 


CSE 
PUuY-Y i 
/ PIN TYPE INSULATORS 


= = 


DISTRIBUTION LINE 
ONE PIECE AND MULTIPART 


| 
Illinois Pin Type Insulators have an 
established service record on trans- 
mission and distribution power lines 
For top quality, superior performance 
and long life, specify Ilinois! 


Write for NEW Free Insulator Catalog 


ILLINOIS ELECTRIC PORCELAIN CO. 


MACOMB PLLINOTS 





He was engaged as counsel tor the Na 
tional Association of Electrical Dis 
tributors, then the Electrical Supply 
Jobbers Association, in 1924. In addi- 
tion to his duties with the law firm, 
Mr. Ackerly was a director of the 
Graybar Electric ¢ orporation 
Dana T. Ackerly was an ardent foe 
of government experimenting es 
pecially during the Second World War, 
with the distribution of vitally needed 
supplies. He urged in his speeches be 
fore the annual conventions that 
Eternal vigilance is the price of the 
wholesalers life.” Mr. Ackerly often 
repeated his advice that the wholesaler 
\G S "7 must continually tell the public and 
IT SIT VL el } the government what his service 1s 
; ‘ and how vital it is—in peace and war 
‘. In his counsel reports, Mr. Ackerly 
ab 4atia:) Hangers , constantly stressed that it should ever 
i be kept in mind that we shall not 


FOR INSTANT ALIGNMENT g solve our economic or political prob 


lems unless the individual is himself 
At last you can get a Fixture Hanger that turns to any angle alter being morally and spir itually honest The 
screwed to an outlet box. Although base and receptacle remain stationary first duty of the Association, said Mr 
hanger arms may be turned to align with any preconceived lighting plan 1 | 
Exclusive Friction Ring firmly holds fixture in selected position. Hanger Ackerly, was to marshal and _ state 
screws on to 3'4"' or 4 outlet boxes, no other fastening necessary. Fur forcefully and to keep const intly be 
nished complete with receptacle, two 5S’ chains, hooks and cord clips. Also i — 7 ; , I . 3 

available with bushed hole only, or with 3 wire solid ground receptacle fore the trade, the public and the 
All Friction-Set Hangers are approved by the Underwriters’ Laboratories 
K100 shown above, List Price $1.18 + Write for Bulletins K25, K26 and K27 


SIMPLET ELECTRIC COMPANY 


3600 West Potomae Avenue, Chicago $1, lilinois 
11 Park Place, New Yorw 7, New York 


government, the essential need and 
service of the distributor 

The fact that wholesalers are often 
under attack from several quarters led 
Mr. Ackerly to emphasize the need for 








salesmen to know about laws—anti 
trust, intra- and inter-state. He said the 
increasing confusion, especially with 
U he ig U A L L £ 1) | the conflicts between theory and ex- 
Q HELP WANTED | perience, made such knowledge im- 

|  perative. He often stressed that the 


wholesaler provided distribution for 


many manufacturers, saving millions 

LOS ANGELES | of dollars for the manufacturers, the 
le and the consumer 

e Mr. Ackerly leaves his wife, a son 

ind a daughter and eight grandchildren 

member of the New York 


Industrial Salesman | civy ink State. Bar Associations, the 


ty Lawyers Society, and the Am- 


xe Inside Salesman rica Bar Association. He was also 


vestryman of the Episcopal Church, 


by member of the Williams, Harvard 


and University clubs and the Down- 


town Assoc 1ation 


Leading Electrical 
Supply Distributor 


Write full qualifications. 
Eastern interview will be arranged 


for qualified applicants. 


we OY Hele. 
DANA T. ACKERLY in familiar 
OKONITE and Reply PO Box 2455 eee 


addres g membership 


MANSON tapes Los Angeles 54, Calif. ee 
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Edward W. Hardin 


Funeral services for Edward W 
Hardin, 75, president of the Amarillo 
Hardware Co., Amarillo, Tex., were 
held on Tuesday, September 16th 

Mr. Hardin started in the hardware 
business as a traveling salesman. In 
1906 he invested in the Amarillo 
Hardware Co., a retail store. Soon after 
World War I the firm became both a 
wholesale and retail outlet. The com- 
pany now serves the states of Texas, 
New Mexico, Oklahoma, Kansas and 
Colorado 

Mr. Hardin was a director of the 
Santa Fe railroad, a member of the ad- 
visory board of the Reconstruction Fi 
nance Corp., Dallas division, and a 
member of the board of governors of 
the Smaller War Plant Corp 

He was president of the Amarillo 
chamber of commerce and was also 
head of the West Texas chamber of 
commerce. He had been a member of 
the United States Chamber of Com 
merce since 1914 


H. H. Gardiner 


Hamilton H. Gardiner, 71, president 
of the Masco Electric Co., Toronto, 
Ont., died on September 9th 

He had been associated with the 
Masco Electric Co. for over 40 years 








ELECTRIC WIRE, CABLE 
& CONDUIT IN STOCK 
FOR IMMEDIATE DELIVERY 


We specialize in electric wire, cable 
and conduit, and are the nation’s 
headquarters for hard-to-get elec- 
trical items at the right price. We 
maintain large stocks of All types of 
electric wire and cable at regular 
and high voltage, including Type R, 
RH and RW, RL, RHL, TW, BX, 
ROMEX, RR, Portable cords, weath- 
erproof wire, asbestos cables, weld- 
ing cable, bare copper wire, etc. 
Full line of thin wall conduit, green- 
field, black and galvanized rigid 
conduit, and fiberduct. 


Call on us for immediate delivery 
at the right price. 


AMERICAN CONDUIT 
SALES COMPANY 
542 Wortman Ave. 
Brooklyn 8, New York 
Nightingale 9-7400 


P.S. We also buy your surplus wire. For 
fast action and cash on the line, send us 
your surplus wire list. 


PHONE — WIRE — WRITE 





You'll Make 
More Repeat 


Sales Easier 


‘at’ KKCNOPP 
Voltage Testers 


Have 5 Safety Features... 
Many Uses 


You'll make more sales, your buyers are 
happier — when you sell the pace-setting 
Knopp Voltage Tester. Your customers say 
“Goodbye to risky, time-wasting fuss in test- 
ing” because of the 5 main safety features 
1) original Prod-mounting Socket in housing 
making this tester easier, faster, and safer 
to use, and ending time-wasting “three- 
handed” testing; (2) protection through Dual 
indication of voltage by solenoid and neon 
lamp working independently; (3) positive 
scale readings; (4) signal by hum and 
vibration; and (5) thorough insulation 
throughout, even to the sharp point of each 
prod. 

Well-built and shock-proof in a LAMI- 
NATED Bakelite housing, the Knopp Voltage 
Tester tells immediately and simply if circuit 


For Safety and 
Ease of Use, One of 
the Prods Mounts 
in the Housing! 


is open or closed; magnitude of voltage 
between 110 and 600; a-c or d-c, pure or 
rectified; 25 or 60 cycles — for testing old 
and new circuits, fuses, locating grounds, etc 
Some of the nation's 
largest utilities, after 
testing all brands, use 
Knopp Voltage Testers 
by the hundreds. 
So sell the widely 
used, reliable Knopp 
Voltage Tester with the 
original, time - proved GOOD SELLER! 
Prod-Mount, and other The Knopp Phase 
safety features. Write Seavence Indicator 
for illustrated, free, new 60 cycles: 
descriptive Bulletin No ee 


shows sequence A-B6- 
425, prices and dis or C-B-A. Light 
counts, 


weight. Compact 
Big time saver 


ELECTRICAL FACILITIES INC. 
4283 Holden St., Oakland 8, California 





RELY ON - INSIST ON - RELIANCE 
... For “On Time” Dependable Circuit Control 








sion. Extra heavy gears. 


pure silver contacts. 


trol at low price. 


1911 Mead St. 





HEAVY DUTY “BADGER” 


Big, rugged Badger time switch for loads 
up to 11,000 watts. Copper-to-copper self- 
adjusting floating contacts for uniform ten- 


DEPENDABLE “MODEL W" 


A quiet, versatile switch, Underwriters’ 
Laboratories approved for 30 amperes at 
125/250 volts. Phosphor bronze blades and 


LOW-COST MODEL “400° 


Equipped with standard heavy-duty, noise- 
less motor used in higher-priced models. 
Features silver-to-silver contacts, precision 
gear train, and vernier set. Big value con- 


RELIANCE TIME SWITCHES 


Racine, Wis. 




















30 amp. capacity at 125/250 volts 











For circuits up to 0 wotts 
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and was a past president of the Elec- 
tric Service League. Mr. Gardiner was 
also past president of the Canadian 


r 
Electric Wholesale Association 


Milton Hirschfeld 

Funeral services were held for Mil 
ton Hirschfeld, treasurer of the Hirsch 
feld Electrical Supply Co., New York 
City, on Tuesday, September rd 


M W HEX-NUT Mr. Hirschfeld is survived by his 
Ni \ wife and two children. He was a mem 

& VV. CONNECTORS i | ile nal ses clitaee: Sle es cease 

a A.M. and tl s enter « ac 

Quick installation? Yes sir, the extra-large hub Cs 5 Heights 

shoulder completely seals knock-out opening. 

Projections in connector prevent distortion of DUX- eset Keh 

bushing when hex-nut is tightened down, Dur- SEAL George F. Kehoe 

able? You bet! Top quality, non-rusting aluminum Yes, the compound does George F. Kehoe, manager of the 

casting, with tapered rubber bushing for faster, it! Pressure applied in General Electric Supply Corp., Niagara 

longer-lasting installation. Saleable? The year ae Gotan weaken Falls, N. Y., died at his home after a 

‘round! For oval or round cable. With or without ibis. vobber, formé on long illness 

Duxseal under hex-nut. Write for Catalog 20-B. extremely weather-resist- Mr. Keho s a native of Lockport 


Non-Watertight Connectors — Ground Clamps — Service Entrance ant, watertight seal. I Y moved to Niagara Falls 
Kits — Service Entrance Caps, Straps and Sill Plates — BX and | . Sr , nd joined General 
Romex Connectors ant vC S ag 1d ined a 

ply in May, 1931. He 











1S 


Walter A. Lyle 


The M. &W. ELECTRIC MFG. CO., Inc. [Aa marae 


lyst for the General Electric 
EAST PALESTINE, OHIO 


Co., in Atlanta, Ga., died on Septem 


ber 4. He 1 beer inh the com 


re 


Henry J. Reinhardt 
Henry J. Reinhardt, vice president 
IMMEDIATE DELIVERIES of tee eit ¢ Adam Electric C mpan} 


} 


die t his home in St. Louis on August 


3. He wa ars old 
MASSEY . le ” Mr. Reinhardt was also a member of 
Old Reliable” | .ix- board of directors of the compan 

Prior to becor ce president in 


BAKELITE DUTY. chara ot ales = idvertising he was 


head of the purchasing department He 


WALL PLATES was with the company for 4 years and 


was active in the tional Electrical 


on complete line of 








More of this wall plate design is in use than 
any other style. The demand has always been 
big . . . and always will. Your greatest profit 
potential is in supplying MASSEY. 


- 
Advantages Galore Chicago Ballast Manufacturer 


a DESIRES SALESMAN 
Se PRT es: PET. TO COVER WEST COAST 





same. MUST BE QUALIFIED REPRESENTATIVE 
Priced right to sell . . . at big profits. CALLING ON 


Up to 25% heavier. > EC 

Lower in cost. FLUORESCENT FIXTURE MANUFACTURERS 
Comply with Federal and REA specifico- EXCLUSIVE TERRITORY ON 
tons. STRAIGHT COMMISSION 


Send for catalog and prices today. PRE "8 ] 5 j Oo N 
MANUFACTURING CO. 


A. H. MASSEY, Inc. 210 NORTH OGDEN AVENUE 


300 Longbrook Ave Stratford, Conn CHICAGO 7, ILLINOIS 
Single and Multi-gang Wall Plates and 
Electric Wiring Devices Since 1936 
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Manufacturers Association and elec- 
trical contracting groups 

Mr. Reinhardt was past president of 
the salesmanagers bureau of the St 
Louis Chamber of Commerce and 
Downtown Kiwanis 


Joseph Wimmer 


Joseph Wimmer, president and 
treasurer of the Scranton’ Electric 
Supply Co. 26 Lackawanna Ave 
Scranton, Pa., died on August 16th 

Mr. Wimmer was born in Austria 
Hungary and had resided in Scranton 
for 60 years. He was a member of 
the supply firm for 28 years and had 
been associated with the late Herbert 
Smith in the company until the latter's 
death in 1949. 


ASSOCIATION NEWS 


BOSTON—The Electric Institute of 
Boston, Inc., has completed its fall pro 
gram of meetings, courses and activi- 
ties. An adequate wiring course for con- 
tractors, electricians and wholesalers is 
one of the special subjects planned for 
the coming season. Other courses spon 
sored by the institute concern sales 
training for appliance salesmen, illumi 
nation and street lighting fundamen 
tals. A course in public speaking and 
TV service round out the program 
Among the special events planned are 
an Electric Water Heater Campaign 
and an Electric Cooking Festival. Spe 
cial meetings dealing with problems of 
the industry are also scheduled 


CHICAGO—The first all-industry pro 
motion designed to increase the use of 


el 


ectric Clothes dryers in the Chicago 
area was launched last month. The pro- 
motion was staged by the Electric As- 


sociation, the Commonwealth Edison 





HARRY J. KAHN 
ELECTRIC SALES CO. 


564 W. ADAMS STREET 
Chicago 6, Illinois 


A Sales Grpenisation 
Representing Electrical 
Manufacturers 


© 4 SALESMEN COVERING 
MIDWEST AREA 


@. WAREHOUSE FACILITIES 
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The BELL 


that’s heard 
around 
the 
\ Single strohe 
world! Bells for multi- 


ple or series cir 
cuits. Vibrating Bells 
SMALLER SIZE i for operation in multiple 
BELLS a only. 4” to 20” sizes, in- 


AVAILABLE “ and outdoor. ; 

pecial tone Signals: musi- 

TO cal and soft tone Bells, 

242'* DIAMETER Chimes, Cow Gongs, Horns 
and Whistles. 

SOLD THROUGH : Also contactless vibrating 


ELECTRICAL =" y and explosion-proof Bells. 
WHOLESALERS < Write for 32 Page Catalog 5-§ 








(hoK. SIGNALS 


,INEE RIN 


% One-Piece Construction 
% Wide Wire Range 
Economically Priced 


BLACKBURN 
Ui otungth 
TERMINAL LUGS 


Mr. Wholesaler: 

Here’s a high quality lug in a low price range 

it’s a good profit item too .. . and only 6 sizes cover a 
range from No. 14 to 1,000,000 CM. Send for samples and 
show them to your customers. 


JASPER BLACKBURN CORP., 35 Madison St., St. Louis 6, Mo., CEntral 3007 





Company and 13 brand name manu 
facturers. A four point program in 
volved cooperative advertising, instal 
lation costs, dealer promotion and a 


f G show demonstrating the dryers 4 f G 
HE'S OT Distributors and manufacturers of ES OT { 
SOMETHING NEW! electric bedding are cooperating with SOMETHING NEw! 
~ ae 


the Electric Association in launching its 
//f 
“XN “ 





third annual electric bedding campaign 
The drive, in which public utilities are 
also aiding, will open October 15 and ti 
continue through the Christmas gift 
season. Hilliard S$. Graham, Hyland 
Electric Supply Co., and E. J. Doyle, Jr., 
Commonwealth Edison Co., are co 
chairmen of the association's electric 


bedding committee. The advertising 


No. 3202-— No. 3200-Sin. themes of the campaign are: “Four and 


Two Single gle Pole T Rated a half million people sleep under elec 
ete Cian Rabbes aad Peof I No. 3208L-B No. 3210-— 
Switches. Com- double contact 
mon Feed.5A.- __ receptacle, Sep- night’s sleep worth to you? rm on ; “ 
250V., 10A.,- crate Feeds. ~ Peri piersige Soe 
125V.7. Brown cuties Sa. Ds aig Pilot Light arate Feeds. 
or Ivory. 250V., 10A.- KANSAS CITY The first fall Lunch takes S-6 Bulb SA. - 250V., 
10A.-125 V.T 1 .- 125V.T. 
125V.T. Recepta- eon Meeting of the Electric Association B ' baa ~ - 
cle-10A 250V., rown or vory. rown or vory. 
Brand new 15A.-125V. 
3200 line... Brown or Ivory. Executives ( lub Alex M Lewyt, pres! Takes standard duplex recep- 
Fits one gang = No. 3201 - dent of the Lewyt Corporation, was the tacle wall plates, 
switchbox | Common Feed. : 


tric bedding”; and “What's a good —Pilot Light & Two Single 
Single Pole T Pole T Rated 





was held at the Advertising and Sales 


principal speaker. He related the story 
of the four year merchandising and ad- 
vertising campaign which raised the 
Lewyt vacuum cleaner to a leading po 
sition in a highly competitive field 


OMAHA—Although plans are not yet 
completed, the Nebraska-Iowa Electri- 
cal Council promises a full fall program 
ot advertising and promotional cam 
paigns to aid electrical dealers in selling 
their merchandise. Among the electrical 
products which will be subjects of the 
council's plans are electric ranges, home 
laundry equipment and electric bed 
coverings. A special committee has 
been appointed to study the adequate 
wiring program in order to come up 
with a more complete series in its pro 


motion 








Circle F Mfg. Co. 


1458 SPRING GARDEN AVE., TRENTON 4, NEW JERSEY 


PITTSBURGH 12, PA. 


TRENTON 4 ls NEW JERSEY 
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Whether It’s 
al 


MORE FACTS 


volue Mele Tera 


PORCELAIN 
INSULATORS 


Fit all your customers needs 


Universal Insulators have uniform 
density of body, high dielectric and 
physical strength, resistance to tem- 
perature extremes, moisture, fumes, 
smoke and most acids. Here are 
the insulators that put Quality First. 











CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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Power Distribution System—Intor 
duty trolley busway 


systems is contained in a bulletin issued 


mation on heavy 


by the Feedrail Corp. The systems are 
rated at 250, 375 or 500 amperes, 250 


volts dc 575 ac. single phase or 
The bulletin may be had 


Barclay 


three phase 
Feedrail Corp., 125 


St.. New York 7, N. Y 


from the 


Bus Duct—A chart 
relative size, 
of alun 


duct, plus information on the applica 


comparing the 
weight and performance 


inum and copper in distribution 


n bus bars is contained 
in of the Bull 
Detroit $2 


tion of aluminur 
in a newly issued bullet 
Dog Electric Products Co 
Micl 


Electrical Equipment—A new 1952 


} catalog contains information on ove! 
100 electrical wiring devices, lamps 
Many 


tions are included in the catalog which 


and specialty products illustra 


" ' 
is designed to serve as a selling device 


as well as a reference book for the 
be had from the 
Electric Mfg. Co., Inc., 


N. Y 


trade Copies may 


Eagle Long 


Island City 


VV Picture Tube—A magnetic-tocus 


magnetic-detlection, all glass 27 inch 


picture tube is rectangular in shape 
An aluminized back reflects light from 
the back surface of the screen. The new 
i by 18! 
ture. General Electric Tube 


N. ¥ 


tube provides a2 inch pic 


Dept 


Schenectady 


or stud notching 
} 


Joist 


Bar Hanger 


and nailing is eliminated in an adjust 


SPECIALISTS 
FOR SODERING 





FLU 


L.B. ALLEN CO, Inc 
6701 BRYN MAWR AYE 
CHICAGO 31, ILL. 


BRAZING @ WELDING 





NEW iia 


INTERLOCKING DEVICES 


% RODALE 


Interlocking, fully interchange- 
able TuRN-TyTE Cord Connectors, 
Caps and Receptacles are your 
answer to any wire-connection 
problem. They save you time, 
money and trouble EVERY 
TIME! 


Turn-Tyte 
2-WIRE ARMORED CORD 
CONNECTOR BODY 


Molded bakelite with armored 
base and cord clamp. Corrosion- 
resistant coating on bronze 
contacts. 

#2100 — 10-15 omps « £2200 — 20 amps 


2-WIRE ARMORED CAP 
WITH CORD CLAMP 


Bakelite with brass blades. 
221026 — 10-15 omps « #1226 — 20 omps 


TWIST of the WRIST and THEY’RE LOCKED!” 


a 
Also Available: 3-Wire, Polorized ond 
Grounded. 10-15 Amps and 20 Amps. 
IMMEDIATE DELIVERY! 


té 


* 
SOLD ONLY THROUGH 
LEADING WHOLESALERS 
. 


For information on how YOU 
can benefit from this profitable 
new TURN-TYTE line, write 


“ RODALE 


MANUFACTURING CO., INC 
EMMAUS PENNSYLVANIA 








the Bat 


in safety... 
wearability 


KLEIN-KOR 


SAFETY 


Count on being really satis- 
fied with Klein-Kord nylon 
Safety Straps. They're smooth 
and flexible, require no special 
care—and give you that impor- 
tant extra margin of safety. 
Made of multiple plies of strong, 
finely woven nylon, bonded to- 
gether with frictioning and vul- 
canized in neoprene. Red center 
is a safety signal to “Stop When 
You See Red!’ Equipped with 
finest drop-forged hardware. 
ASK YOUR SUPPLIER 


Foreign Distributor: 
International Standard 
Electric Corp., New York 


KLEIN Nylon 
CLIMBER STRAPS 


for calf and ankle 
also available. Spe- 
cial straps furnished 
with rivets, burrs and 
punched for quick at- 
tachment to ring type 
climbers. 


— 
Write for your 
free 
the 
Guide today! 


"Since 1857" 


oo KLE INeom 


3200 BELMONT AVE. CHICAGO 18, ILL 


able bar hanger. A marked guide leg 
on both ends lines up boxes for plaster 
line finish. The hanger can be adjusted 
for installation between 12, 16 or 15 
centers. PM Electrical Products 
03 N. Wabash Ave., Chicago 1 


inch 


Motor Controls 
inda sections, weights and dimen 


Easy-reterence prop 
ag 
sions sections and ordering sheets are 
supplied in a new motor controls cata 
log. Information is included on manual 
starters, push button stations and inter 
changeable control units, midget relays 

nit switches and push pull selector 
switches. Copies of the catalog may be 
secured from the Arrow-Hart & Hege 
Electric Co., 103 Hawthorn St 
Hartford 6 


man 


Conn 


Lamp Converter—A bottle or vas 


be made into a lamp with a 
Each 
plete with a push-thru type socket, 6 
attachment cap. Cable 


Providence, R. I 


ipit, =converter unit is com 


foot cord and 
Electric Products 
handbook ot 


information on 


Lighting Guide—A 
general engineering 
principles and economics of lighting 
of specific industrial areas, grouped 


into indoor and outdoor sections, is 
available by writing to the Holophane 


Co., Inc., 342 Madison Ave., N. Y. 17 


Making 


is the title of 


Aluminum Conductors 

Good With Aluminum 

i folder which includes a series of data 

sheets that point out the differences be 

tween aluminum conductors and cop 
onductors. Five important alumi 

listed and 


conductivity, oxide 


Maracteristics ire 
liscussed in detail 
iting, susceptibility to mechanical 


nage, expansion and contraction duc 








WANTED 


Established Manufacturer's Agents 
Handling Wiring Supplies 


For outstanding new All-Pur- 
pose Adjustable Bar Hanger 
with tested volume appeal. 
Give full particulars, including 
territory, lines, etc. 


RW 5434 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill. 








MORE TOOL SALES FOR YOU 
AS PLANT CONSTRUCTION 
AND MAINTENANCE SOARS 


Sell the Greenlee line of 
timesaving tools...in greater 
demand than ever before 


-ctricians’ tools designed spe- 
cifically to turn hard, tedious jobs into simple, 
fast ones. Here are tools in big demand 
talk about them on every call and profit hand- 
somely. 

GREENLEE 
HYDRAULIC 
PIPE AND 
CONDUIT 
BENDERS for 
quick, easy on- 
the-job bend- 
ing of pipe and 
conduit. With 
a Greenlee one 
man in but 
minutes makes 
smooth, pre- 
cise bends in 
pipe up to 5”, 
rigid and thin- 
wall conduit, 
tubing, bus- 


bars 


CONDUIT and PIPE BENDERS Owners report 
as high as 75% 
savings in man hours and the cost of many 
manufactured bends d is entirely 
eliminated portable, casy to set u 

and operate exactly when and where nce 
In timesavings alone the Greenlee often pays 


for itself on the first job 


GREENLEE HAND 
BENDERS for quickly 
making small radius bends 
in steel, copper, brass and 


fittings 
Compa 


n tubir g,cor 
or Pipe Especially 
signed to make neat bends 
up to 180° for sharp nooks 
and corners. Several types 


and 


j 


HAND BENDERS 
sizes 
GREENLEE KNOCKOUT 
PUNCHES AND CUTTERS 
tor aking smooth openings 
n 1149 minutes 
hard rubber 
uy Operated 
ordinary 
mate tedious 
Another 
too, is the 
ene ic Knock 
KNOCKOUT ? r,ap werful 
PUNCHES e hydraulic tool which 
Knockout 
| in a jitty 
ake Ae t to 4° conduit 
OTHER GREENLEE TIMESAVING 
TOOLS: H Pi Pushers; Electri 
f \ Hang Drills; Bit 
Bit ] t Borer 
Push Drills 


TOOLS FOR CRAFTSMEN 


GREENLEE 


Write today for sales facts, descriptive literature and 
salesmen’s catalog pages on the Greenlee Line 
Greenlee Tool C 1850 Columbia Ave., Rockford, 1! 
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GREAT 
WESTERN 


“RENEWABLE” 
LAG FUSES 


Customers want these 
better, longer-lasting 


Great Western “Renewable” Lag Fuses 
are designed to last longer . . . to give 
better service. This means fewer fuses 
used over a given period of time... a 
definite saving in copper and brass 


Great Western 
PROLONGS FUSE LIFE 
because 


Tougher materials give better 
heat dissipation. 

Extra heavy fibre cases and sup- 
porting bars give better support 
to links. 

Quickly removable ends — mean 


to temperature change and electrolytic 
action. The data sheets tell what to do 
about them when connecting aluminum 
wire and cable. Copies of the folder 
are available from The Thomas & Betts 
Co., sales department, Elizabeth 1, N. J. 


High Capacity Switches—Heavy duty 
switches utilize high pressure contacts 
at clip and hinge ends without the use 
of threads or clamping devices 
Additional information may be ob 
tained from Delta-Star Electric Co., div 
of H. K. Porter Co., Inc., 1932 Oliver 
Bldg., Pittsburgh 22, Pa 

Wallamps — Modern, traditional and 
colonial design wallamps are described 
and illustrated in a new catalog pub 
lished by LaSalle Products, Inc., Buffalo, 
N. Y 


Electrical Fittings—A complete line 
of solderless wire connectors, cable and 
conduit fittings plus wiring devices in 
formation is Contained in an illustrated 
catalog (No. 52) issued by the Bu 
chanan Electrical Products Corp., Hill- 
side, New Jersey 





MANUFACTURERS: 


Established Los Angeles Agency 
Seeks Additional Line. 


Territory: Southern California, 


Arizona and New Mexico. 


RA 5418 Electrical Wholesaling 


1111 Wilshire Bivd., Los Angeles 17, Calif 








WANTED 


The plier 
CT ee 


OPS 


all others 
THE NEW No. 420 


CHAN ng LOCK 





1. Interlocking principle prevents 
slipping under any load. 2. New 
type wide base lugs cannot shear. 
3. New nose design for gripping 
small objects. 4. Patented design 
of tension edge eliminates stress 
concentration at channels. 5. New 
interlocking design minimizes 
stress on joint bolt. 6. Precision 
machined interlocking surfaces re- 
sult in perfect fit, distributing 
pressure evenly. 7. ‘‘Rite Angle"’ 
teeth guarantee maximum bite 
and minimum wear. 

Here is a plier that will last for 
years! Channellock Pliers— made 
only by Champion DeArment Tool 
Co., Meadville, Pa 





easier cleaning and better oper- Send for your Cataleg today 
—. Kitchen Ventilators Sant oon nied 08 


Manufacturers Representatives 


Recent development of our new type 
automatic kitchen ventilators for both wall 
and ceiling enable old established manu 
facturer of quality kitchen ventilators to 
seek additional representatives for several 
choice territories 

Exclusive assignment will be made to 
qualified agents with a following, who are 
thoroughly acquainted with the Electrical 
Distributor 

Give full details in first letter. All replies 
confidential 

RW 5379 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, III. 


vee eiaghone 


Tell your customers about these Great Western 
features. Help them beat shortages and save 
money by getting the fuse with the longest 
life! For complete information, contact our 
representative in your vicinity. 


THE BEST FUSES MONEY CAN BUY 


GREAT WESTERN 
FUSE DIVISION 


Titeflex, Inc. 
500 Frelinghuysen Ave., Newark 5, N. J. 


y* See mas ° OTH 
~~ *®Soveres ALS *e, 


CHAMPION DeARMENT makes 
CHAN we, LOCK 








CHAMPION DeARMENT TOOL CO . MEAOVELE PA 
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HERE'S 
asily ® 


installed 
EXHAUST! 


NV 
Heavy-Duty 


f BREEZO FAN 


4 Sturdy blades, 
maximum air. 


shaped to move 


7 Sizes, 12 to 36” to deliver up to 


15,000 c.f.m. 
Durable heavy steel construction. 


Economical operation and mainte- 
nance. 


Simple installation. 


For low-cost handling of fumes, heat, smoke 
steam or stale air, BUFFALO NV _ Heavy-Duty 
Breezo Fans are the perfect answer. Quick in 
stallation saves expensive skilled labor time 
package” unit includes protected, heavy 
standard motor for years of carefree 


~ Get full information % 
on this popular prem Ee 
th Now! _— 


Write today for 
FREE Bulletin 
3222 giving 
complete speci 
fications and 
descriptions of 
the famous 
Buffalo 
disk and 
centrifugal 
fans 


BUFFALO FORGE COMPANY 


214 Mortimer St. Buffalo, New York 
Publishers of Hand Book 


Canadian Blower & Forge Co., Ltd 
itchener, Ont 


Sales Representatives in all principal cities 


Fan Engineering 


FIRST <> 
FOR FANS oy 
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Piyuoury 


CONVENIENT FIVE-PACK 
PACKED INDIVIDUALLY Five 30-ft. rolls, %” wide in 
One 66-ft. roll, %” wide in 


single pocket-size metal can. 


handy container. 


COUNTER DISPLAY FOR THE DEALER 
18 10-ft. rolls, one-half inch wide 


SLIPKNOT Fizedeor TAPE 


The result of more than 

fifty years of manufacturing integrity ... 

truly the perfect pedigreed tape . as 

sold in counter display cartons, individual boxes 
and ten-roll dispensers. 


THE LARGEST SELLING TAPE 
IN THE WORLD — Because 


@ It will not dry out 
e It won't ravel at the edges 
Sold Oy Through @ It exceeds al! specifications 
Recognized Wholesalers 








Tell your Contractor 
Friends how Mr. Springer 
turned Fusetron Fuses 
into Profits and 
Customer Goodwill. . . 


Contractors, just like other men selling 
service, frequently are on the lookout for 
ideas that will help them hold the goodwill 
of their customers. 

The message alongside tells how Mr. Roy 


Springer of the Ross Electric Co., Superior, 
Wisconsin, used Fusetron Fuses to show a 
customer that he could be of real help to 
him. 

Passing along information such as given 
in this message can help you show your 
Contractor customers that you too are in 

a position to be of service to them. 

dit to Fe NGER, Proprietor And isn’t goodwill of our customers 
ce fi Rov spr superior, Wit just about the most important thing there 
is in selling? It surely is. 

If you would like more stories on how 
Fusetron Fuses can serve the user ask the 
BUSS Fuseman in your territory. He can 
give you reprints of Fusetron messages 

er , to carry with you on your calls 
vest creamery 
yale what we 


= / BUSSMANN MFG. CO. 
mate / ST. LOUIS, MO. 


Division McGraw Electric Company 


sc CO 
#085 Qcect® 


_ load 
hecked ao es 


$s nba : 
wa u soot a 


pere fuses * 


ed and to be 


FUSETR 


600 ampere 


“Since the 
uM 
not A . 
pon ace a main fuse 
reple 
i atet Russell rane 
j {ition to theit f 
add 
job. t was 
; > 
change the 


Th seet tv \eas w th 
‘ sie ed \ 
~em Ve pies ; ; val 
{we give 3 good te 
am 


dit tO Fusetts n Fuses 
7 


ile an 
very bu : 
pe ‘We yot the 


syne lost motor, 
‘ 


out solenol - 


yon 
mplete informat 
y 
for & , 
a\-Purpose 
Dual-t Jemet 


, co. 
sSMANN MFG _ 
- { McGraw —_— or 4 a 
Division © - 
2 Jetters 
university e 


abx put f 
U 


F SETRON 





